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The “National Carbon Line’’ is the com- 
plete line, strongest advertised to and 


for the dealers you call upon! 


Columbia Dry Bat- 
teries are known the 
world over for their 
higher power and 
longer life. 
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Columbia No. 6 Eveready Radio Bat- 
World’s most famous dry ° 
battery. Best made, best teries are famous Eveready “A” Bate 
advertised, best known, ars b | ” eee J ones 
or better results —hardwood box, mahogany finish 


best to sell. Fahnestock 
—convenient handle, nickel plated 


Spring Clip Binding Post . 
tiv. throughout the radio —rubber feet to protect the table 


without extra charge. 
field —insulated top to prevent short 
id circuits 
w® —packed vent caps to prevent 


Eveready Flash- = 
lights founded the in- 


COLUMBIAI dustry, and still lead. 
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Columbia ‘**Hot Shot” 

Wen Se Eveready ““B” Battery 
Supreme source of ignition = A 
current for gas engines, The E dy Spotlight No. 766 
tractors, motor boats, etc., e Eveready opotiig Equipped with five positive volt- 
because simple, long last- is the best outdoor flashlight age taps. Fahnestock Spring 
ing, inexpensive, and ob- ever created, Its 300 ft. beam Clip Binding Posts an soeaae 
tainable everywhere. has won it instant supremacy. feature. 
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With the Editor 


HE farther along we go into the 
"TL summer season the more encourag- 

ing are the reports of present-and 
prospective business. July will be the 
test, and if this month is passed with a 
maintained volume of trade, it is prac- 
tically certain there will be no such 
thing as a summer slump. In line with 
this thought is the announcement on 
page 5 of our prize letter contest. “Sell 
*Em Something More” is good medicine 
for boosting retail sales. We are pleased 
to note that several of the manufac- 
turers are offering supplementary 
prizes, so they will be well worth going 
after. 

* * - 


How often it is that the salesman has 
to waste time, waiting for trains, custo- 
mers, etc.? Quite frequently, you'll say. 
How can this time be used? We'll tell 
you next month in an article entitled, 
“Making Tomorrow’s Sales on Today’s 
Waste Time.” It will outline over a 
dozen ways jobber’s salesmen in elec- 
trical and other lines have been suc- 
cesful in using what is usually con- 
sidered waste time. 


* * 7 


Salesmen are more than salesmen, 
for they have to do a hundred and one 
other things besides actually sell. This 
idea will be brought out in an article 
in our August issue by Thomas F. 
Chantler, whose interview articles have 
been so enthusiastically received, and 
which have done much to raise the 
standards of salesmanship in the elec- 
trical jobbing field. You can depend 
on it that his August article will be 
another boost for the salesman. 


* * 7 


A number of other feature articles, 
together with the regular departments, 
and contributions from men in the field, 
should make next month’s issue one 
of particular interest. 
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A small “Bull Dog’ stock is 
a Complete Stock 





| 
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All desirable enclosed switch fea- 
| tures are included in the “Bull Dog.” 
| If your customer wants quick make 
or quick break, if he wants type 
“A” construction and interlock, he 
can get it all in any “Bull Dog” 
switch. 


You do not have to carry a complete 
line of the quick make, another complete 
line of quick break switches, another com- 
plete line with interlock and another com- 


plete line without interlock. 




















You can satisfy any demand with a mini- 


| 

“Bull Dog’? Enclosed Switches mum stock. 

are the result of six years of 

| et ae ee ee Yet with this tremendous advantage, “Bull 
rhb nine and pe incorporate Dog”’ prices are competitive. 
the suggestions and recommen- 
i eee ated Aline Advertising to consumers, backed by the 
as oe efforts of our own field men, assist our 
contain many original features distributors in selling “Bull Dog” Enclosed 
and are the strongest, sturdiest ° 
switches on the ied today. Switches. 


“Bull Dog” Switches will be sold only 
through distributors. Some choice territor- 
ies are still available and we suggest that 
you write at once for full details of our 
liberal proposition. 








MUTUAL ELECT 


DETROIT MICH. U.S.A. 
858 FORT ST., WEST 
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$100 in Prizes to Jobbers’ Salesmen 


E’VE talked to a couple of dozen 
jobbers during the last few weeks, 
and practically every one of them 

says it’s truly surprising the way sales have 
been holding up. They take the too-good- 
to-be-true attitude, ex- 








retail sales. It will be split 50-30-20; that 
is, $50 for the best letter, $30 for the next. 
and $20 for the next. 

You don’t have to be a Frank Rae to 
enter this contest, because in awarding the 
yy prizes more attention 





pecting the bottom to 
fall out at any time, 


Say It with a Cash 


will be paid to your 
record of actual re- 


now that summer is sults in increasing 
: sults increasing 

mn ee inci ae Register * 
well under way. Bu dealer sales than to 
. ; . . ? 

even at that, it doesn’t EAR ED (meaning editor, we the literary quality of 


look as if sales are go- 


guess —Whenever I call on one of 
my dealers I generally go behind 


vour letter. If you 


ing to slump so much 
this summer, unless all 
you jobber salesmen 
take a three months’ 
vacation, and you all 
know that isn’t in the 
cards. 

Getting slangy like 
this isn’t our line, but 
we guess we'll have to 
crawl out of our ed- 
itorial shell long 


the counter and take two or three small 
devices—a two-way plug, fuse plug or a 
feed-through switch—and place them on 
top of the case, so they will be in full 
sight of the customers. 

If a customer comes in while I am 
talking to the dealer I find some way of 
opening up a conversation with him and 
soon switch it around to one of the 
specialties on the case. So far I have 
heard the extra tinkle of the cash regis- 
ter five times out of ten. ° 

And if you want to demonstrate any- 
thing successfully “say it with a cash 
register,” and when you get the cash 
register to speak you are showing ’em 
how to “Sell "Em Something More.” 


have been successful 
in helping your deal- 
ers, tell what methods 
you used and what re- 
sults were obtained. 
Go into details and 
tell them as interest- 
ingly as you can, using 
your own language. 
And if you're shy 
about having your 
name in print, just 








enough to say a few 
words about the “Sell 





Western Electric Co., Spokane, Wash. | 


E. J. Ritey, say so and it will be 


eft out. 








"Em Something 
More” campaign, and 
what it has to do with sales during this same 
torrid spell. Seems like the dealer is the 
one best bet, and if he can be kept pepped 
up to make additional sales to his customers 
there won’t be any summer slump. But 
you'll have to keep proddin’ him, going 
back of the counter, like Riley does, and 
show him how to keep the cash register 
working with “Sell Em Something More.” 

To help the good cause along we an- 
nounced last month that we are going to 
kick in with a hundred iron men which we 
will give to the three salesmen who send in 
the best letters telling of their experiences 
in helping dealers in this drive for more 





There are absolute- 
y no strings attached 
to this contest. The only objects are to en- 
courage the use of the “Sell "Em Something 
More” idea to maintain sales at a high level 
during the summer, and to prove that it is 
an “open season” for all kinds of electrical 
supplies just as much as it is for electric 
fans. 

August 31 will be the closing date for 
this contest, and the winning letters will 
be published in the October issue of THE 
JOBBER’S SALESMAN. 

In the meantime, hop to it, show ’em how 
to “Sell Em Something More,” and write 
us a letter telling what you have accom- 
plished with your dealers.—Ep. 
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Work together -Win together 


This slogan adopted by the Electrical Supply Job- 
bers Association is a good one. The emphasis is 
just where it should be,—work comes first. Win- 
ning is the result of working. 


The “together” appeals immensely to me for that’s 
where the Liberty Hot Plate proposition comes in 
strong. Everybody wins with the Liberty,— 


—The consumer who gets more than his money’s 
worth in an attractive, dependable hot plate,— 


—The dealer who sells the Liberty because he 
delivers big satisfaction and makes a good profit,— 


—And you, Mr. Jobber’s Salesman, by doing your 
customers a real service in telling them how they 
can build good will and profits by selling the Lib- 
erty. 


In my selling experience, I have never seen an 
article that had such great selling possibilities as 
the Liberty Hot Plate. 


I promise you personally the fullest support with 
a progressive legitimate sales policy, backed by a 
constantly increasing schedule in the Saturday 
Evening Post and the Ladies’ Home Journal, which 
reach nearly 5,000,000 readers. Your co-operation 
in return will be heartily appreciated. 


Lawrence Efferth, Sales Manager 


The Liberty Gauge & Instrument Co. 


6545 Carnegie Ave. 


Cleveland 


Pacific Coast Representatives 
THE UNITED STATES ELECTRIC CO., 
710 Polk St., San Francisco, Calif. 
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the Rockies, 


West of the Rockies . . $2.50 ws te Qn 
be Cis 66% + < 0 e'e . 3.00 ada. 





. Beautiful nickel finish over copper plating, it is the best made, 


. Joints tight, clean and sanitary. No sharp corners. 


. Nickeled bottom plate increases strength and protects surface 


. Six feet of heavy black double extension cord. 

. Standard two-piece plug fits any lamp or base socket. 

. Cord is secured to bottom plate with pressed lava insulator. 

- Name “Liberty Hot Plate” stamped on under side is your guar- 


Eleven Points of Superiority 


best looking, best wearing hot plate on the market at the price. 
Long heating element gives large radiating surface. Easily 
renewable. 

Strong, beautiful single-piece, full nickeled grille. 

Three extra strong coaster legs cannot injure delicate surfaces. 


Thick asbestos pad retains heat and reflects it upward. 


underneath. 


anty. Look for it. 
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Volume in Selling Appliances 


House-to-House Salesmen Working for the Jobber and Through the Dealer 
Most Productive Method of Selling Major Appliances 


HE answer to a 
large volume of 
retail sales of ma- 

jor electrical appliances 
such as washing ma- 
chines and vacuum clean- 
ers is the house-to-house 
salesman. You cannot 
get away from the fact 
that with the finest store 
location on a main street. 
the best sort of a window 
display and the best and 
most extensive local 
newspaper advertising, 
you cannot sell major 
appliances in a volume 
to make it profitable from 
the standpoint of the ex- 
pense involved in getting 
customers into a dealer’s 
store. 

On the other hand, a 
commission salesman, 
working from house to 
house, canvassing homes, 
demonstrating these ap- 
pliances, and creating the 
demand right on the rug 
that the customer uses 


every day, in the case of the cleaner, and the clothes that 
are worn daily, in the case of a washer or ironer, will 
bring in more actual business on the major appliances 


By R. J. STRITTMATTER 


Sales Manager, Apex Electrical Distributing Co., Cleveland 











than full-page advertisements in the newspapers. That business is profitable, and volume business can be secured 





he will do this at less ex- 
pense is a foregone con- 
clusion because he is paid 
on a commission basis, 
and unless he produces he 
is not an expense. 

I bring out this point 
in regard to the retail 
salesman first of all be- 
cause I will try to take 
up the matter of distri- 
buting major electrical 
appliances in its logical 
sequence. 

In arranging for the 
handling of any com- 
modity, no matter 
whether it is shoestrings 
or automobiles, it is nec- 
essary at the very outset 
to find out how to move 
it to the ultimate con- 
sumer. Unless it moves 
on down to the person 
who actually uses the ar- 
ticle, the distribution au- 
tomatically stops at some 
point along the line. 

We cannot deny the 
fact that only through 


the retail salesman is it possible to move appliances. 
While it is true that now and then a customer will walk 
in and buy, this is not volume business. Only volume 
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through retail house-to-house methods. Major appliances 
are specialties, and cannot be sold over a counter like 
sugar, bread and canned goods. 

I can give you concrete examples throughout the United 
States of dealers who today are bewailing the hard times 
simply because they are sitting in their stores waiting for 
this business to come in. On the other hand, there are 
many dealers throughout this country who do not know 
of hard times in the appliance business because they are 
going out to get this business in the proper way, and there 
is plenty to be had if the dealer will go out and dig it up 
through retail salesmen. 

This covers the matter of how the dealer must move his 
appliances from his shelf into the hands of the consumer. 
The second step, then, is to see how it is going to be 
possible for him to get these 
retail salesmen, who, by the 


develop to any big success. ‘Take away opportunity from 
a man of this kind, and you simply have a salesman who 
is out ringing door bells for the sake of the almighty 
dollar that he is going to make out of that particular busi- 
ness, and, running up against obstacles and discourage- 
ments, he gives up in despair. The dealer, on the other 
hand, seeing this turnover in men, becomes convinced that 
he is working along the wrong lines and abandons this 
method of selling. These are the reasons why 95 per 
ecnt of the dealers cannot build up retail house-to-house 
selling organizations. 

As to the matter of financing, the percentage of elec- 
trical contractor-dealers who are vést-pocket merchants 
is probably very great. The general run of contractor- 
dealer is not a business man. He has grown up from a 
wireman, knows little of mer- 
chandising principles, and on 





way, are very hard to secure 
on a strictly commission basis, 
and to educate in the proper 
way and keep them on the job. 
The third consideration is what 
volume of this business can be 
sold to the customer for cash, 
and what volume must be sold 
on time payments. 

The fourth consideration is 
whether the dealer has sufficient iences. The 
finances to purchase the neces- 
sary stock to place out into 


he has sufficient finances to, in 
addition to this, carry the time 
payment paper of his customers, 

Now, as to the second step: 
whether the dealer is in position 
to secure these retail salesmen. 
Twelve years’ experience in 
this business has taught me 





Greater Sales 


N SPITE of the fact that 

electric cleaners, washing ma- 
chines and ironers have been on 
the market for nearly 20 years, 
over 80 per cent of American 
homes are without these conven- 
only — successful 
method of selling these appli- 
ances is by demonstration. 
the homes on trial, and whether “Bob” Strittmatter says _ 
this article that the answer to 
this problem is house-to-house 
salesmen, working for the jobber 
in co-operation with the dealers, 
and he gives some valuable point- 
ers on extensive distribution. 


top of this, has not the finances 
necessary to do a big volume of 
business, when as a matter of 
fact, it is necessary for the 
dealer to have good financial 
responsibility to carry on a 
house-to-house selling cam- 
paign. 

My experience shows that 
80_per cent of the major ap- 
pliance business done is on a 
time-payment basis, and only 
20 per cent is cash. The 
dealer who sells for cash only 
is securing but 20 per cent of 
the possible business. He can- 
not get a retail man to work 
for him on this basis, since he 
would starve to death, and he 
cannot secure enough volume 
out of his territory to satisfy 





an aggressive manfacturer who 





that 95 per cent of the so- 
called electrical dealers of this 
country are not in position to do this. There are two 
reasons. 

The first is that the dealer himself has never sold 
appliances house-to-house, and he does not know what the 
commission man is up against. Consequently, he is not in 
sympathy with the many different things that the sales- 
man brings up from day to day, and not being in harmony 
with the salesman’s viewpoint, he cannot draw this man 
into his organization and keep him. Then again, few 
dealers know the major appliances that they are handling 
so thoroughly that they can educate this retail salesman 
en the mechanical points of a particular appliance, and on 
the arguments that are necessary to overcome the many 
forms of competition that they run up against. 

The second reason that the dealer cannot secure good 
retail salesmen and hold them is that the average dealer, 
operating, as he does, in simply a small way, has nothing 
to hold out to the salesman in the way of promotion and 
future opportunity. You know, and I know, that tlie 
young man entering the selling profession on the right 
basis is looking for opportunity ahead of his immediate 


remuneration. A man who does not enter with this 
thought in mind is not the kind of a man who will ever 





is trying to get business. 

It is true that there are time- 
payment plans offered to the dealer for financing his re- 
tail paper, but these plans are only available to the dealer 
who has sufficient financial responsibility to pass the 
scrutinizing eye of these financing companies. The finan- 
cing company which does not insist on the dealer having 
a fairly good business that looks permanent is riding for 
a fall, and will not continue to finance this paper very 
long. We have a financing plan that is available to such 
dealers, but it automatically eliminates the dealer who 
cannot furnish a satisfactory statement of his business. 

Now we come to the jobber, and his place in the scheme 
of distribution. Many manufacturers of electrical house- 
hold appliances have eliminated the jobber in distributing 
their products, but our company, since its organization, 
has maintained that the jobber is absolutely essential, and 
we have planned our entire distribution around the elec- 
trical jobber. We have outlined the method of distribu- 
tion to be employed, and have eneavored to sell our ideas 
on the subject to the jobbers. Today we have 100 per 
cent of our jobbers lined up on our plan of distribution, 
which we feel absolutely determines the jobber’s sur- 
vival in the appliance business. 

(Continued on page 5+) 
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That 
‘Something’ 
in Selling 


By D. H. COLCORD 


9 


66 AVE you a match?” 

“You'll find one in that match case,” I an- 

swered curtly, pointing to an open box of 

matches within a foot of his hand. Queer, some people 
are so dumb, I thought, returning to my newspaper. 

“Have a cigar!” A warm smile made it hard to refuse. 

He lit the match that he had asked for, held it out for 
me, and, as I puffed, I felt just a litle ashamed. 

A pause—and then I had to say something. ‘Train 
late?” 

“T don't know; just a second and I’ll ask the porter,” 
he answered with a smile, making me feel that it was more 
fun for him than for me to render that little service. 

Mentally I began fighting him off. He was a stranger. 
I hadn’t any time to waste on him. I have an instinctive 
fear of the professional bore. But somehow with an un- 
canny insight he recognized and appealed to my sense 
of courtesy. He rested his case on this. He made it hard 
for me to pick up my paper again. 

We had dinner together. I spent the evening at his 
club. We breakfasted together. He gave me that “‘some- 
thing” which I had been searching for for 20 years. A 
super-salesman, he gave me the secret of the art of sell- 
ing—even to the art of living. I received an entirely fresh 
viewpoint in selling. When I began to apply it I saw 
that because business has forgotten the art of persuasion— 
better known as salesmanship—several hundred thousand 
of us are out of a steady job. Because employers often 
prefer to draw a line of battle with their employes to sell- 
ing them their work we have discontent. Because some- 
body’s father didn’t sell his son the idea of living straight 
we have special police instructed to shoot to kill. Because 
Jack, when he finds that Jane isn’t all his fancy painted, 
refuses to face the facts and do a constructive job of sell- 
ing Jane to the idea of being a home maker rather than a 
pleasure seeker, we have the divorce court. 

You and I love our own opinions as we love our chil- 
dren. We resent being forced to adopt other people’s; but 
blessed is the man who can lead us to better things without 
using a halter and a big stick. Blessed is he that can sell 
us the good things of this world, or, better still, lead us 
to selling them to ourselves. 

If vou would learn to live, then learn to sell; especially 
if you have shelves full of goods that are not moving, or 
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“‘The Hotel Clerk Will Take Pains Beforehand Not to Give 


You a Poor Room, if He’s Sold on You.” 


services that people need but are too bashful to ask for. 
That’s what I learned. 

Never again, fellow travelers, will I refuse to offer a 
match, for in giving I may receive in return another nug- 
get of fine gold to match the one I am going to tell you 
about. 

First, let me set your mind at rest, because I know you 
are asking, ““What was his motive? What was he sell- 
ing?” Let me ask you a question. What motive has Jack 
Dempsey in mind when he spends an hour punching his 
sparring partner? Practice, isn’t it? 

This salesman that I met in the smoking room had built 
up a three-million dollar business for his company in four 
years, fighting—or selling—every inch of the way in a 
buyer’s market, and actually selling merchandise while 
the rest of us were riding on the crest of the wave of 
prosperity artificially created by war and artificially pro 
longed until 1920. 

“There are thousands of excellent products being placed 
on the market,” he said, “that the general buying public 
knows nothing about, and what is more, if someone could 
sell the public on their merits, the public would be ren 
dered a valuable service. There are products that save 
time, give comfort, and protect human life, and we can’t 
find where to buy them. And they are in every retail store 
that we pass on our way to the office. But nobody has 
taken the pains to combine a little intelligent selling with 
the product. Too much attention has been given to the 
productive processes and too little to the art of preparing 
the buyer’s mind to receive the product. 

“Even selling has gotten off on its wrong foot; salesmen 
are talking about potential markets, ‘dealer helps,’ ‘charts, 
‘good-will,’ ‘the merits of the product,’ add chapter after 


chapter of meaningless cant. Regardless of what you are 
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selling, whether it be dentifrice or fuse plugs, the great 
textbook is a man’s mind and the art and science of direct- 
ing and controlling that mind. What our anxious sales 
managers and their salesmen need today is not more con- 
ferences, more conventions, larger commissions, but a 
working knowledge of the fundamental laws of selling. 
One hundred and ten million people need it—And we 
would all be happier for it.” 





Then I discounted as I listened, as most of us do when 
we feel ourselves being sold. I had heard this bunk be- 
fore. Every sentence, every word, was familiar. “Be a 
salesman!”’ “Be a salesman!” “Be a salesman!” Fine, 
thought I. They used to tell me in the little old ivy- 
covered church back in the old home town: “Be a Chris- 
tian!” “Be a Christian!’ Fine, again; I wanted to, but 
I couldn’t find anybody, even the minister, to give me a 
workable formula. 

I have always admired the real salesman. I liked to 
see him work, but I never could get the basic formula. 
Here was a man that had “worked on me” for an evening, 
had sold himself a hundred per cent. How did he do it? 
He was polite, yes; suave, yes; but I know those to be 
only superficial indications of a force and a preconceived 
plan that was at work away down underneath. So I did 
the obvious and asked a simple question. 

“You’re a salesman. Every periodical that I read 
diagnoses selling and more selling as a cure for our pres- 
ent business depression. It’s your duty to give me the 
formula—let me know that ‘something’ which you have 
thought out for yourself and are constantly using.” 


“All right, we're off,” he said, with a little twinkle in 





“I Spent the Evening at His Club, and He Gave Me That ‘Something’ I Had Been Searching for Over 20 Years.” 


his eyes that is the possession only of those who are sur: 
of their creed. 

“T spent last evening with an advertising representa 
tive of a national publication. He was trying to sell m¢ 
space. In the early stages of the conversation I made 
some such statement as the following: 

“*T believe too much money is being spent for national 
advertising f 

“Before I could finish my statement—bang—he was 
back at me with this: 

“*You’re absolutely wrong. I don’t see how a man 
in your position can make such a statement. You don’t 
understand, etc., etc.’ 

“Bear in mind that this man was trying to sell me 
something. He wasn’t conducting a debating society. 
Neither was he trying to prove to me that he knew more 
than I did. That would make me or any one else sore. 
He ignored the greatest principle of salesmanship—the 
golden nugget that you have asked for—and that is to 
never take issue—never argue with a prospect. Swggest 
the proper train of thought. 

“I’m going to let you sell yourself on this philosophy, 
for that’s the only way to sell anybody, or anything. 
Listen; you told me you had a little girl 5 years old. 
Last Sunday I spent the day at the house of one of my 
district managers. He has three of the most charming 
little girls I have ever found in any home. Never once 
during my stay did they annoy me. At 8 o'clock in the 
evening they were excitedly telling me stories. Then 
their mother reminded them that their father planned to 
drive in his new car to East Orange early the next morn- 

(Continued on page 64) 
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What and Why Is a Jobber? 


Third of a Series of Articles Dealing with the Services Rendered by the 
Electrical Distributor to His Customers 


HENEVER one makes a friendly call on a job- 
ber, about the first thing the latter does is to 
suggest a trip through his warehouse, where he 

points out the huge tiers of cartoned merchandise, the bins 
and shelves of small wares, the miles of pipe, and the 
rows of motors. He shows the automatic scales, the doo- 
funnies that measure wire, the miniature traction systems, 
the elevators, the package chutes. One is supposed to 
gaze upon this stock and equipment with awe. 

As a matter of fact, these evidences of intelligent ware- 
housing leaves one cold. A concrete structure filled with 
jobbing items produce no more thrill than a catalog in 
which these same items are listed in print. There is no 
more occasion for enthusing over an orderly warehouse 
than over an orderly bookkeeping department. The mar- 
vel is not that a jobber’s warehousing is done well, but 
that it ever should be done badly. Why pat yourself on 
the back because you haven’t balled up your job? You 
might just as well expect a life-saving medal because you 
didn’t murder your mother-in-law. 

The average jobber seems to think—and seems to ex- 
pect other folks to think—that a peculiar merit attaches 
to his premises. He sends out pictures of his warehouse, 
which pictures generally include also the warehouses of 
his neighbors, from which a smart retoucher has removed 
indentifying signs or substituted his own. He has his men 
talk about this warehouse and about his “warehousing 
function” as though taking goods off a truck and putting 
them back on the same truck in smaller units were some 
sort of a stunt, like taking rabbits from a hat or Houdini- 
ing your way out of handcuffs. 


* - = * 


The only merit in a jobber’s warehouse lies in the 
thoroughness with which it enables the jobber to perform 
an economic service. Please note—economic, not econom- 
ical. A jobber’s competitors will see to it that he does 
his work economically; his customers decide whether the 
service he renders is economic. 

Now, don’t back away, thinking that the purpose of 
this article is to launch upon a lot of professorial piffle 
and theory. Far from it. The real idea is to tell you 
jobbers’ salesmen why you are riding in Pullmans and 
eating American-plan luncheons off a (sometimes) white 
tablecloth, instead of wheeling slag and getting your noon- 
day grub out of a pail. 

A jobber’s warehouse is worth paying rent on only 
so long as it displaces and makes unnecessary a number of 
smaller and less complete warehouses. It must be, in 
short, a community warehouse. The manufacturer ships 
into it in quantity; the neighborhood draws from it in 
units. When a manufacturer can ship his units direct 
to individual uses of his stuff cheaper than—or as cheap 
as—it can pass through the jobber’s warehouse, then the 


jobber ceases to render an economic service and is “out 
of soap.” 

The whole problem is to find out exactly what it costs 
to ship and receive direst. Very few persons know the 
answer to that problem. 


* * *” * 


When a customer tells you that he needs a dozen car- 
loads of automatic self-bending conduit, and that he can 
get exactly the same price from the manufacturer that you 
do, he thinks he’s proving your uselessness. He isn’t. 
He’s proving that he doesn’t know the meaning of the 
word “‘overhead.” The conduit may be quoted to him per 
mile, f. o. b. factory, at the same price that you pay, but 
the cost—that’s something else again. 

The cost of any item is the total expenditure involved 
during the buyer’s ownership of that item. This cost 
includes: 

expense of selection 

expense of buying 

expense of delivery 

expense of delays 

expense of warehousing 

expense of inspection 

expense of paying 

expense of investment 

expense of irregularity in quality 
expense of abnormal maintenance 
expense of untimely obsolescence 
expense of oversight or superintendance. 

There may be, and in many cases there are, other ex- 
pense factors involved, but the above list will serve fer 
generalization. 

When a customer buys direct from the manufacturer, 
he assumes all of these expenses, or the risk of them. 
When he buys from the jobber’s warehouse, he properly 
assumes only two or three of these expenses in whole, two 
or three others in part, and several are altogether elim- 
inated. The problem, then, is to cast up the expense ac- 
count both ways and determine which total is less. If the 
jobber’s warehouse is performing its economic function 
according to theory, the jobber wins; otherwise he loses. 

The nubbin of the whole matter is salesmanship. The 
customer knows the price quoted by the manufacturer. 
He does not, as stated before, know much about the other 
factors in the cost of the item he is buying. It is the 
job of the jobber’s salesman to “sell’’ the customer an 
appreciation of these other factors, to make them as large 
and as portentous as possible, and to employ them as 
offsets against whatever adverse margin in price may 
exist. One way of doing this is to make a little table, or 
account sheet, of all the factors you can uncover, and thus 
show the buyer in cold figures the difference between 
buying direct at what he thinks is a low price, and buying 
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from your warehouse at what on the face of it is a 
higher price. 

Take this matter of “expense of selection” in the above 
list. The jobber is in a position to know exactly and all 
about every kind of conduit on the market. To acquire 
knowledge of all conduits, to know their characteristics 
and merits, to know whether or not the manufacturer will 
live up to his salesman’s promise of delivery, whether or 
not the stuff is of even quality, and all the other facts 
which enter into the selection of a piece of material—this 
takes time. The time must be paid for. How much time 
is the customer putting on the selection of his purchase? 
How much is that time worth? The amount so expended 
must be charged up as a part of the cost of that item. 

Then take the system and routine of purchasing. You 
sometimes hear a man with a purchasing department say, 
“We have to maintain our purchasing department, and it’s 
just as cheap to buy direct.” But when you get down 
tu brass tacks, it costs just about so much to handle each 
requisition. If the customer buys direct from dozens or 
hundreds of manufacturers, he handles many more requi- 
sitions and orders than he would if he bought from a job- 
ber. It may be only a few cents per item, but it is some- 
thing—and that something multiplied by hundreds of 
items a year amounts to a substantial sum. 

Thus you can go through the list of factors which enter 
into the purchase of materials direct, and contrast these 
costs with the same factors in purchasing through the 
jobber—the cost of inspecting goods received, and 





whether or not the buyer really has the talent on his pay 
roll which can competently inspect technical materials 
the cost of waste labor caused by irregularity in quality 
which the buyer’s inspectors were not wise enough to de- 
tect—the cost of untimely obsolescence due to the buyer 
not knowing the market intimately and therefore buying 
stuff which was about to be superceded by newer types. 
These costs are very definite and real, though it is some 
times hard to make the buyer recognize them or honestly 
evaluate them. That is the job of the salesman. 

Then there is the cost of investment, where the buyer 
deals direct and carries sufficient reserve material to pro- 
tect him against fluctuating demand. A great deal of 
money, a great deal of space, and a great deal of clerical 
labor are involved in maintaining a private warehouse, 
much of which is eliminated by the jobber’s community 
warehouse. The same principle applies in this case as in 
the case of the isolated power plant versus the central 
station. It has been proven cheaper to deal with the cen- 
tral station, and similarly it can be proven cheaper to 
deal with the jobber’s warehouse. 

By this time some bright reader will have discovered 
that very little reference has been made to the jobber’s 
warehouse. The reason is that there is nothing there to 
write about except the service that the warehous renders. 
The brick or concrete building is nothing to write about. 
The labor-saving equipment is nix. Even the stock that’s 
in it is nothing to inspire an article. But the service— 
that is the thing 
the jobber aid his salesmen must know and sell. 





the economic service of the warehouse 
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Man-to-Man Salesmanship 


Why Personal Contact Is Such an Important Factor in Completing Sales and 
Giving Satisfaction to the Customer 


By JAMES H. COLLINS 


O YOU remember, not so many years ago, when it 
seemed as though Big Business would kill indi- 
vidual opportunity? Great corporations were be- 


ing organized in the industrial field, and department and 
chain stores were being 


chandise as four good customers ought to buy a vear, SO 
gaps in stock were hard to avoid. When they occurred, de- 
spite close watching, he 


“Well, 


filled them with personality: 
now, I’m mighty sorry I let that run out 
if I send it to you this 


afternoon, will that do?” 





developed to control the 
market in the retail field. 
What chance did the indi- 
vidual have against their 
millions of capital, their 
massed production and 
purchasing power, their 
highly paid specialists? 

But since then, strange 
as it may have seemed, 
thousands of business men 
have succeeded as individ- 
uals, in both manufactur- 
ing and retailing endeav- 
ors. 

Just about the time the 
chain began to 
reach out into the individ- 
territory, 


stores 


ual _retailer’s 
threatening to take what 
he had saved from the de- 
partment store, a young 
clerk set up shop for him- 
self, with only $400 cap- 
ital, in one of the poorer 
class streets of a big east- 
ern city. His merchandise 
was sold by department 
stores and chain stores, 
so nearly everything was 
against him—prices, rep- 
utation, location, credit, 
capital, advertising. 

But he had one thing 
that the big fellows do 








James H. Collins 


HIS is the second of a new series of 

articles by Mr. Collins, and in it he 
tells how personal attention and service 
influence customers in the retail trade. 
The same rules apply, he contends, to the 
Jobbing business, and it is on a basis of 
personality and individuality that prac- 
tically all customers are gained and held. 


Today this ex-clerk has 
a chain of stores—more 
of them in that city than 
any other concern in his 
trade. He has plenty of 
capital, because his busi- 
ness is now a corporation. 
He has central locations, 
advertising and a reputa- 
tion. And he has kept the 
personality as his busi- 
ness grew. It is a tangi- 
ble 


by his sales people, his 


something conveyed 


merchandise, and the at- 
mosphere of his stores. 
Much has been written 
about personality in busi- 
ness, and in the same time 
hardly anything about the 
the 
Sales people are 


personality of cus 
tomer. 
advised to cultivate vi 
brant, dominant personal 
ity in themselves, while 
the poor “customer” is to 
furnish a plastic medium 
for this “Big-Me-and- 
Little-You” kind of per- 
sonality to mold—in other 


words, the customer is 
putty ! 
Probably no one ever 


thinks of himself as a 








not seem to be able to buy 
for money—the bigger 

they are the scarcer it becomes. This was personality. 
There was no chance of a clerk neglecting his customers, 
because he didn’t have any clerk! 

There were no gaps between his buying, selling, credit, 
accounting or delivery departments, because he was all of 
them himself, and the janitor, too. Every customer was 
greeted with an expectant, “‘Yes, sir,” and made to feel 
that his purchase was mighty important to that business. 
If he came again he was greeted by name and asked how 
he liked the stuff he bought last time. 


In this line, $400 will stock just about as much mer- 


“customer,” any more 
than think of 


When John Smith comes into 


people 
themselves as the “public.” 
the store he not only expects to be treated as an individual, 
but as the most important individual. Other people are 
If he buys 
something to wear, more attention must be paid to the fit 


customers, but he is not like other people. 


cr the style, because he is different in build or more exact- 
ing in taste. If it is something for his home or his office, it 
must be understood that his home is distinctive, his busi- 
ness peculiar. Even if it is only a 40-cent toy for his 
grandchild, nobody in the world ever had such a kid. 
Writers and teachers speak of sales personality as an 
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acting part, but in retailing it is more often a listening 
part. 

Here is where a great machine-like retail organization 
is at a disadvantage when compared with the individual 
merchant. It cannot listen. The other day a man spent 15 
minutes finding the right section of a department store, 
and selected an article, asking to have it wrapped up to 
take home with him. The saleswoman told him that was a 
sample, and a duplicate would have to be got out of stock 
—a 20-minute wait. He wanted the article, and she want- 
ed to sell it to him, but the system stood between, and the 
system was deaf. He went around the corner and bought 
the thing in a little shop where the proprietor himself 
wrapped it up. 


Not all men and women have this strong feeling of indi- 
viduality—the personal sense of their own value. But 
those who do have it are many, and make the best custom- 
ers because they can be attached by personal attention and 
individual service. Moreover, they are usually the men 
and women of greatest earning and spending capacity. 
They do not like to deal with an impersonal system, and 
therefore seek the merchant or saleswoman who can deal 
with them directly. 

The chief growth in retailing today is along individual 
lines. The very department stores are surrounded with 
prosperous individual shops, thriving upon the very cream 
of the shopping public. For the bigger a business grows, 
the more difficult it is to maintain that man-to-man relation 
between merchant and 


merchant holds his own in competition with them, almost 
entirely by personal attention and service. 

A great deal of present-day merchandise, such as auto- 
mobiles, electrical appliances and other home conveniences 
and labor-saving devices, farm implements, building ma- 
terials, etc., is technical in character. Such commodities 
usually call for a considerable investment by the pur- 
chaser. The customer has neither the knowledge nor the 
time to pass upon their technical merits. He is willing 
to spend his money if they will do the work, and he de- 
pends upon the dealers to see that he gets value and 
service. If the retailer takes this responsibility and makes 
it the basis of selling, he stands in the relation of a tech- 
nical as well as a personal adviser to his customers. 

Unfortunately, the selling and technical sides of a re- 
tail business are hard to combine. The technical man 
often lacks selling ability, and the good salesman fre- 
quently finds himself at a loss when it comes to technical 
knowledge. But these conditions are changing, and the 
closer these two sides of retailing are brought together 
the better it will be for the public and the merchants 
themselves. To increase the opportunities of the technica] 
man for selling and contact with customers, and to in- 
crease the technical knowledge of sales people, is to 
strengthen customer confidence through greater customer 
service. 

It is said that “quality is remembered long after price 
is forgotten.” But personality is remembered long after 

the purchase is worn out. 





customer which is at the 
bottom of the individual 
retailer’s succes s—the 


It is the basis of lasting 
connections, the one un- 
purchaseable human fac- 











smooth stone with which 
he brings down the Goli- 
ath of over-organization. 

Heavy cost of doing 
business is one of the 
most serious department- 
store problems nowadays. 
It has been attributed to 
many things—too much 
costly store space in non- 
productive conveniences 
for customers, too many 
free attractions, too large 
a volume of goods re- 
turned, and the like. But 
undoubtedly loss of sales, 
and of the more individu- 


alistic type of customer, 


through this difficulty of 
giving personal attention 
and service, is one of the 
factors. Appreciation of 
personal service is also 
shown in the public’s fail- 
ure to purchase on the 
co-operative plan, and to 
patronize public markets. 
Money can undoubtedly 
be saved in such ways, 
and theoretically they are 
attractive. In the end, 
however, the individual 


A Salesman’s Psalm of Life 


I don’t know why existence seems a blank, 

Why skies are dark and woodlands cold and dank, 
Why rivers flow with muddy sluggish tide, 

And happiness has crossed the Great Divide ; 
And yet this is the reason, after all: 

My order list this week is very small. 


I’ve talked for anxious moments on the phone, 
Then hung it up with weary baffled moan; 

I’ve fed cigars to purchasers (perhaps), 

Then seen my hopes, like rings of smoke, collapse; 
I’ve clasped the buyers by their clammy hands, 
And then they turned and purchased other brands! 


Today my life seems wonderous full and sweet; 
The sky is blue, the woods a rare retreat; 

The rivers ripple gayly on their way, 

And happiness has gained a ruling sway. 

Now would you know why I am fancy free? 

The God of Trade has turned his smile on me. 


Dealers have given me orders with each call ; 
I need a typist to record them all. 

With calm assurance I enter each store; 
Their stocks are low, and so I sell them more. 
At noon I lunch with some old crabby guy, 
And with hypnotic spell I make him buy. 
Tonight I’ll sit and dream o’er my cigar, 
And—such is life—I’Ul plan my motor car. 














tor which the individual 
merchant can throw into 
the scale against compe- 
tition which would other- 
wise be unequal. 

This fact alone is 
largely responsible for 
the success of the small 
retail merchant. It may 
seem perfectly obvious to 
the jobber’s representa- 
tives who are selling to 
the dealers, but it is not 
so thoroughly recognized 
by the dealers themselves. 
Consequently, the latter 
do not take full advan- 
tage of their opportuni- 
ties to draw trade 
through their personal 
contact with customers. 

Just as the jobber 
builds up a trade through 
the personalities of his 
salesmen, so can the 
dealer build up his busi- 
ness, and it is the jobber 
salesman’s happy privi- 
lege to show him the way 
in which it can be most 
effectively done. 
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Why Salesmen Succeed 


Interview with Walter Williamson, General Manager of the Alpha Electric 
Co., New York City, Brings Out Some Pointers 


By THOMAS F. CHANTLER 


BOUT six months ago I wandered beyond the 
A electrical jobbing field long enough to tune-in on 
a meeting of salesmen in an entirely different line. 
Later, referring to that experience, Walter Williamson 
was asked why so many 
salesmen give the im- 
pression that they are 
only dallying with sell- 
ing, instead of hitting the 
line hard and smashing 
through for touchdowns. 
He came through with a 
corking good explanation, 
and then proceeded to 
spoil things by refusing 
permission to print the 
story with his name at- 
tached. Since then those 
ideas of Williamson's 
have been mentioned to 
various salesmen without 
betraying him as_ the 
author, and _ invariably 
the suggestion was made 
that those ideas should 
be printed in Tue Jos- 
BER’S SALESMAN. 
What Williamson said 
when invited to recon- 
sider his decision about 





permitting us to “put 
him in the paper” was 
emphatic, and sulphuric, 





is to get a crew aboard, put someone at the wheel to steer, 
spread his canvas—and sail away. He does as directed. 
But does he sail? Not noticeably, he doesn’t.” 

“Why not,” I demanded. “Sails up; crew aboard; 
wind. Why not?” 

“Precisely,” he coun- 
tered. “Why not? We 
started out by saying 
that the ship was lying 
at anchor. That anchor 
is still in the mud, so far 
as anything that I said 
had to do with getting it 
up. The ship may labor 
along crab-wise, drag- 
ging her anchors after 
her; but as for sailing 
free and responding to 
her helm properly—noth 
ing doing.”’ 

“That’s clear enough. 
certainly,” I agreed. 
“But how does it answer 
my question? I wanted 
to know why so many 
salesmen appear only to 
be seratching at the line, 
instead of smashing 
through for big gains.” 

“All of this effort that 
is made daily towards 
better business and sell- 
ing methods in the job- 





and then some. He even 
tried to checkmate us by 
pointing. out that we re- 
cently published an inter- 
view with Ed Sweeney, also of the Alpha company, but 
this and other objections were finally overcome. 

The first point mentioned by Williamson when he ex- 
pressed the opinion which he did, six months ago, sup- 
plied the slant and foundation for what came after. His 
exact words were not set down at that time, but the pith 
of the matter was this: 

“Chantler,” he said, “you want to know why so many 
salesmen are only scratching at the line, instead of smash- 
ing through for worth-while gains. But let me ask you 
a question; it perhaps will supply the answer to the one 
you have asked. You have seen ships lying at anchor 
out there in the bay, haven’t you? Well, suppose one of 
those anchored ships to be a salesman such as your ques- 
tion refers to. Now, he wants to make sales, or, to stick 
to the figure, to sail. So we tell him that the thing to do 


Walter Williamson Thinks Salesmen Should Be Smashing 
Through the Line for Big Gains Instead of 
Merely Scratching at It. 


bing field implies a need 
for such improvement, 
doesn’t it?” he answered. 
“Take THe Jopper’s 
SaLesMAN for example. Here you are buzzing me for stuff 
to print that will throw light on the problems of the man 
whose job is to sell. It’s that way all along the line. 
Studying all about how to hoist the sails, reef and haul, 
steer and cast the lead—all important, too, mind you. But 
we go right on neglecting to first cut away from the mis- 
takes in practice and understanding that act to anchor us 
where we are. We train the salesman—and those behind, 
in the office, too—in the latest wrinkles in the selling 
game. But why, tell me, aren't instructions broadcasted 
first of all, telling us about the anchors we have down 
and ordering them taken up? That’s what I want to 
know. And I guess, when it comes to that, that I have 
just about as many anchors out as the next man. 

That’s the tack Williamson is sailing on. First find 
the mistakes in methods and theory that anchor and re 
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tard us, and cut them away. Then clap on all sail for a 
glorious run to the port of our desires. So I asked him 
to put a name to some of the anchors that he had in mind. 

“First of all,” he insisted, “let us start right by calling 
spades by their right names, for we only kid ourselves 
when we mouth words purporting to describe this or that 
activity or condition, unless those words actually do fit 
the actualities. Why, I have attended meetings that were 
supposed to be for the betterment of business and business 
relationships that ran as wide of that mark as they well 
could. A foreigner, possessing a clairvoyant ability to 
see into men’s minds, but understanding nothing of our 
language, had he been present at such meetings as I have 
in mind—well, his description perhaps would bear out my 
point. 

“Suppose that we begin by taking this function of sell- 
ing, of salesmanship and all the rest of it, and agree upon 
what we mean when we speak of a man as a salesman 
and of his work as selling. Getting away from anything 
smacking of pedantry, let us say in every-day terms that 
by ‘selling’ we mean the action of exchanging merchan- 
dise for money on a basis that is profitable. A ‘sales- 
man, then, is one who sells goods at a price that is profit- 
able to his house. Hair-splitters may take exception to 
that, but I’m trying to get at conditions themselves, not 
just playing with words. 

“On the other hand, then, a man who sells goods at a 
loss is a waster, philanthropist—anything you want to 
call him, except a business man or a salesman. Mind you, 
I’m not referring to those cases where a man unloads 
today at a small loss in order to escape having to sell 
later at a greater loss. Real cases of that sort are few, 
anyway. I’m talking about the man who gives away ‘this’ 
in order to sell ‘that.’ That’s his concern, if he wants to 
do business that way; I’m interested only in making my 
point clear. 

“Ask the man who shoves out goods at give-away prices 
to describe his function in business, and he quite likely 
will say that he is a ‘salesman.’ Ask the other man, the 
one that disposes of goods on a profitable basis, to de- 
scribe his function, and he, too, will say that he is a sales- 











Line-Smashers on the Sales Force of the Alpha Electric 


man. But certainly they cannot both be that; one or the 
other is wrongly called. My thought is that the give- 
away man cannot ever hope to be a real honest-to-good- 
ness salesman until he begins by recognizing that he is 
not one now, that his anchors are deep in the mud of 
mistaken practice. 

“For another example, take the house in the jobbing 
field that features sub-standard stuff, gives service that is 
that in name only, and so on. Then, for another example, 
imagine the house that is doing a real constructive job— 
reliable materials, real service to customers and a good 
influence generally. Now, if the latter organization is 
rightfully termed an electrical jobbing house, what are 
we going to call the first one? 

“Before the days of Volstead I suppose that some one 
would have answered by comparing jobbers to the old 
red stuff—all good, but some better than others. But 
that does not hold any more, although I’m willing that 
that comparison should be made. My answer then would 
be that ‘some’ is unfit for man or beast—bootleg, moon- 








shine, varnish—certainly not comparable with the real 
thing. So my point is that if the one house is a jobbing 
house in the best sense of the term, the other is something 
else—a ‘gyp’ outfit of some sort. And I think that if we 
all will cultivate the practice of calling spades by their 
right names that business will be benefited tremendously. 
We'll come then to dealing with actualities, instead of 
skirmishing around with words.”’ 

That is what I got from Williamson six months ago, as 
nearly as I can recall it. This that follows is what I got 
just recently. I had suggested that he make some concrete 
suggestions for the guidancee of the man who wished to 
put his plan into effect. 

“Well,” he said, “why not begin by setting down some 
definitions? For instance, what is a ‘prospect?’ I have 
kidded myself, and so, too, has every other salesman into 
believing that so and so was a good prospect, when, as a 
matter of fact, he was anything but that. So why fool 
ourselves ? 

“What, for another example, do we mean when we talk 


(Continued on page 98) 
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If I Were a Salesman 


An Altogether Different Viewpoint Than That Usually Taken by the 
Electrical Supply Jobber’s Salesman 


By W. A. HOBSON 


Luxam Electrical Supply Co., Fort Wayne, Ind. 





F I WERE a salesman I 

would want my title 

changed. I would want 
to be more than a salesman. 
I believe I would prefer to 
be called, “Business Manager conspiracy ? 
of Territory No. 10,” or 
something of that sort. A 
title like this would keep me 
in mind of the fact that the 
particular territory assigned his house and himself. 
to me is my business and that 


OW often have you met the salesman who 
has the attitude that the credit manager, 
the office manager, the shipping clerk and en 
even the office boy is trying to hold up his or- : 
ders, that he is the innocent victim of continued 


Mr. Hobson looks at the matter from an en- 
tirely different viewpoint, taking the position 
that the jobber’s salesman is more than an 
order-getter; that he is, in fact, the business 
manager of his particular territory, and as 
such can do a great deal to help his customers, 


You know the last time I was 
here you were out; oh, yes, 
you were over at New Brem- 
Remember? So our 
treasurer (who is my assist- 
ant on collections) sent out 
this little notice. You know 
the account is now 30 days 
past due. Did you send in 
the money? No? Well, just 
give me a check and forget it. 
Now about that conduit, ete.” 











I would be conducting it un- 
der the supervision and direc- 
tion of a general manager, sales manager and credit man- 
ager. I believe I would be guided by their experiences 
and qualifications until the time I became credit man- 
ager, sales manager, general manager or sole owner 
myself. I would try to conscientiously carry out their 
policies. If they were right, then I would be benefited in 
my business, which is Territory No. 10. If their policies 
were wrong, they would soon find out themselves, and I 
would help them by getting all data obtainable. 

If I were “Business Manager of Territory No. 10,” I 
would keep my business in good shape. I would, of 
course, learn all I could about my goods and about busi- 
ness in general, because I would be supposed to be a real 
business man. 

I would try to make real business men of my custo- 
mers. If they are to be fully successful, they must have 
strong character, good business ability and judgment, 
and sufficient capital. I would realize that proper book- 
keeping and cost-keeping methods are necessary now, 
more than ever before, to success in business. I would 
keep tab of my business (Territory No. 10), and on all 
my present and prospective customers. 

If I were “Business Manager of Territory No. 10,” I 
would recognize the fact that every past due account 
means a loss of business to me, because a customer would 
not buy more goods from me and would not even want 
to meet me on the street if he were not in position to pay. 
If a customer would get peeved about a statement, I 
would address a courteous letter, or a polite request to 
send in the money as he agreed to, along these lines: 
“Well, old chap, let’s see that letter. Now what's wrong 
with it?” Then I’d read it out loud, putting the accent 
on the “regret very much’s,” the “thank you's,” the 
“‘plase’s, ‘the “kindly’s” and all the nice sounding words. 
Then I’d say something in this fashion: “Now, Jack, 
what’s wrong with that? Looks to me like a perfectly 
straightforward story! You see you owe this money to 
me, and I haven’t been able to see you for six weeks. 


—and I'd try my darndest 
and very probably get the or- 
der. Of course, some salesmen would say, without ask 
ing to see the letter: “Now, what d’ye know about that? 
That blankety planked credit man! Leave it to me: I'll 
tell him what I think of him, and, believe me, he won't 
bother you again.’ But the business manager backs up 
the credit man, because he realizes that if he doesn’t the 
game is queered for the credit man just as well as it is for 
himslf. 

I would tell all unfavorable facts concerning my cus- 
tomers to the credit manager. I would not knowingly 
allow him to send out real money in the shape of goods to 
those not worthy, because I am the one who loses if a 
customer goes bad and the account can’t be collected. | 
would try and make it unnecessary for the credit man to 
use any “third degree” methods in my territory by seeing 
to it that my customers paid their accounts when due. | 
would, however, expect him to use his utmost endeavors 
tc get my money standing out with my customers if | 
failed to get it fairly promptly. 

Of course, I would want to know an order would be 
paid for, and would expect my customer to pay me as he 
agreed. If one of my customers was slow pay, I'd try 
to help him get into the “‘discounter’s class.” If he was 
thoroughly good and got temporarily embarrassed I'd do 
all that was possible and wis¢ in order to help him. 

If I were “Business Manager of Territory No. 10,” I'd 
have an understanding with the sales department and the 
credit department about setting up in business as a com- 
petitor to my customers some “bonehead,” who, although 
he might have a few hundred or a few thousand dollars, 
would soon lose it, and in addition shoot prices all to 
pieces and raise Cain generally in some part of my terri- 
tory. I would investigate this “bird” as soon as I could 
get my “dope” on him, and report it to the credit manager, 
who would shut off his credit. I am sure he would if he 
knew that said “bird’’ doesn’t know what “overhead” 
means—has to have an automobile before he can afford a 

(Continued on page 101) 
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Unity Necessary in 


the Commercial W orld 


Divorce in Business 


By DR. FRANK CRANE 


HEN we speak of divorce in business 
W we do not refer to business men’s 

trouble with their wives. As a matter 
of fact, business men probably have less trouble 
with their wives than 
other men have, for the 
simple reason that most 
of them have to work 
hard, and when men 
work hard it is usually all 
they can do to take care 
of their own wives and 
they are not liable to be 
bothering the wife of 
somebody else. 

We use the word di- 
vorce in another relation, 
and refer to the tendency 
to put those things asun- 
der that ought to be 
joined together. 

For instance, there are 
the two factors, Business 
and Charity. Most peo- 
ple imagine that business 
is an old bachelor and 
charity is an old maid. 
The truth is that they are 
«a married couple. For 
the best charity in the world is an honest busi- 
ness. If a man has a million dollars the most 
benevolent act he can perform with it is to in- 
vest it in a business and give a lot of people a 
chance to work and attend to their own charity. 
Almsgiving and endowing colleges and 
churches may do good, but it certainly often 
does harm. When a man carries on an honest 
business, however, he is directly ministering to 
the welfare of the public and making sound and 
wholesome the community in which he lives. 

Another divorce which makes trouble is that 
of Capital and Labor. When Capital is op- 
posed to Labor and Labor fights Capital the 
result is precisely the same as when a man and 
wife are scrapping. For Capital is no good 
without Labor. It is not only impotent but it 
speedily dies unless it continues to employ 





(Copyright, 1922, by Dr. Frank Crane.) 


Labor and to co-operate with it. In exactly 
the same way Labor without Capital gets no- 
where. The only place where there is Labor 
but no Capital is in a condition of savagery. 
Labor needs Capital to 
give it tools and direction 
and prosperity. There 
never was a more idiotic 
quarrel in the world than 
that between Labor and 
Capital. 

Another lamentable di- 
vorce is that between 
Public Interests and Pri- 
vate Interests. No man 
can devote himself entire- 
ly to Private Interests 
and refuse public respon- 
sibility. And no man can 
give himself up entirely 
to the service of the pub- 
lic to the neglect of his 
private interest. The 
two things are one and in- 
separable. The most 
public-s pirited man, 
other things being equal, 
is the man who conducts 
an honest and successful 
private business. ‘The public affairs of the 
United States are not run by a special class; at 
least they ought not to be.. This is a democracy, 
and a democracy is made up of the co-operation 
of individual units. 

The fourth unhappy couple that is often 
separated are Hand and Brain. Hand is per- 
petually complaining that Brain is exploiting 
it, and Brain is perpetually complaining that 
Hand is not doing its duty. But their interests 
are identical. Hands are no good in the world 
without Brains to direct them. 

There has been too much divorce business 
among these four couples. It is time they rec- 
ognized that they are as man and wife joined 
together, for better for worse, for richer for 
poorer, in sickness and in health, till death do 
them part. 
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Pictorial Review of Electrical Developments 


The bevy of meters 
and switches pic- 
tured above shows 
one of the best 
service installations 
that has ever come 
to our attention. It 
was made by the 
Magle Electric Co. 
at Logan, Ohio, and 
we are indebted to 
the Electric Sales 
Co., Columbus job- 
ber, for the photo- 
graph. 


The Denver Gas & 
Electric Light Co. 
has done a great 
deal of good work 
by showing Denver 
citizens how strik- 
ing illumination ef- 
fects can assist in 
beautifying their 
city. The illustra- 
tion at the left 
shows the lighting 
used by the com- 
pany for its own 


building. 


A few of the 27,000 employes at the Hawthorne Works of the Western 
Electric Co. listening to the loud-speaker demonstration, at which they 
were addressed by company executives in New York and San Francisco. 
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Draped around the lady 
in the center are the men 
who were responsible for 
the success of the elec- 
trical show that was 
staged in Amarillo, Tex., 
during the latter part of 
May. Jobbers, contractor- 
dealers, manufacturers’ 
representatives and _ the 
City Light & Water Co. 
of Amarillo chipped in to 
show the electrical idea to 
the 6,000 visitors. W. B. 
McSpadden, new _busi- 
ness manager of the City 
Light & Water Co., was 
the big chief of the affair. 








You wouldn’t believe it, but 
Miss Florence MacBeth (at 
the left), famous soprano, is 
taking a bath—not the wet 
variety, but a new electro- 
magnetic wave kind that 
gives heat, light and elec- 
trical treatments at the same 
time. 





Who ever heard of a stan- 
dard package being broken? 
Well, at the right is shown a 
carton-testing machine, 
electrically operated, of 
course, that breaks ‘em up if 
they weren't done just right. 
—Photos by Keystone. 






| The “Niagara of Mex- 
| | ico,” the name applied to 
| the falls in the Santiago 
| river in the State of 


















Jalisco, is the site of one 
of the first hydroelectric 
plants and the first of 
any considerable size in 
Mexico. The falls have 
| been harnessed to supply 
power to the city of 
| Guadalajara, 40 miles 
distant, the equipment 
: consisting of one 200-kw. 
and four 625-kw. West- 
| inghouse rope-driven gen- 
erators, supplying three- 
| phase, 60-cycle current at 
1100 volts. 
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Milwaukee’s Electrical Home 


r 
Nearly 16,000 persons visited Mil- 
waukee’s first electrical home during 
the 22 days it was open to the pub- 
lic, and it proved exceptionally suc- 
cessful. The home was an eight- 
room bungalow, located in a good 
residential district, and was con- 
ducted under the auspices of the 
Electrical Development Association 
of Wisconsin, the membership of 
which comprises the leading contrac- 
tor-dealers, jobbers and manufac- 
turers of Milwaukee, together with 


the local central-station company. 
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George W. Johnston 


President and Treasurer, Mid-West Electric Co., Omaha, Neb. 
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MEN YOU SHOULD KNOW 


George W. Johnston, ‘isienitee” 


66 UST face for a moment those keen, shrewd, but 
kindly, eyes of his and you will feel with a thrill 
the power and sterling qualities of the man that 

have brought him from the bottom of the ladder to the top 

rung of success.” 
That is the way one man sketched George W. Johns- 
ton, president and treasurer of the Mid-West Electric 

Co., of Omaha, Neb., and one 


its predecessor, which was the oldest electrical supply 
company in the West. With quick grasp of the situa- 
tion, which has been the foundation of his success, he 
soon saw that Omaha was an ideal location for an elec- 
terical supply house, if conducted on a proper business 
basis. Instead of selling out the stock, he bought it and 
severed his connection with his former employer, in spite 

of all inducements to the con- 





of the outstanding figures in 
the electrical industry today. 
How many men—successful 
men—can you look at and see 


are a success? There are some 
called successes whose paths 
wouldn't bear __ inspection; 
there are others who are called 
successes who have achieved 
their objective through “pull” 
or the probate court, but what 


W. Johnston. 


a pleasure it is to meet a man 
of whom you would say, no 
matter the environment, “That 
man has succeeded, and has 
done so fairly—on his own 


Making Good 


: : 
plainly the reasons why they HE customer’s welfare is 
the chief concern of George he saw that he could serve a 
Every business 
obligation he or his company as- 
sumes must be carried out even for himself, by going into 
if it involves pecuniary loss. 

He has the rare ability of 
gathering about him men who 
‘an and do carry out orders to 
the last detail, and “My word 
must be made g 
junction sounded to them. 


trary. His high salary and 
all promises of making the 
compensation of his valuable 
services still higher had no at- 
traction for Mr. Johnston when 


better purpose for the indus- 
trial field at large, as well as 


business for himself. 

There are but few men who 
are as well fitted for and 
bound to make a success of an 
establishment of their own as 
ogg . Mr. Johnston, as he possesses 
ood” is the in- all the essential qualifications 


of a manager, such as business 


merits” ? Business is business, but one acumen, promptness in all 


To the young man in busi- 


does not live solely to make 


transactions, acquisition of the 


ness beset by all kinds of money. He is simply making confidence of all with whom he 
temptations and _ diversions monev to live, and serving his deals, and a credit A-1. Hence 
from loss of interest to ques- fellowmen his chief occupation. he laid then and there the 


tionable methods, the friend- 





solid foundation upon which 
the Mid-West Electric Co. 








ship of a man like that, or the 
knowledge of his life, is bound 
to be an uplifting influence. Not the stiff-collared, black 
frock-coated, uplifting influence usually associated with 
the term, but a real work-a-day model to follow and to 
pattern after because it really works—and works success- 
fully- 

At the age of fourteen Mr. Johnston began his life of 
business activity in Detroit, where he was born and 
raised. Starting in the electrical business as an office 


boy, he was, in reward for his hard work and constant - 


application to business, gradually promoted to clerk, 
traveling salesman and traveling auditor for one of the 
largest electrical supply houses in the country. In 1890 
he, with W. W. Low, was one of the first two traveling 
representatives of the Central Electric Co., of Chicago. 
A short time later found him secretary and treasurer of 
the Gate City Electric Co., of Kansas City, one of 
the first branch houses of the Central Electric Co. He 
was then recalled and promoted to be manager of the 
retail counter of the Central Electric Co., later going on 
the road for that concern. 

In 1892 he was sent by his company to wind up the 
affairs of the Western Electrical Supply Co., which was 
about to follow the steps of the Midland Electric Co., 





has been able to grow to be 
one of the leading electrical supply houses of the Middle 
West, a benefit to the electrical trade of its territory 
and a pride to its founder. It was not always a bed of 
roses, but Mr. Johnston was able to put his shoulder to 
the wheel and push it over obstacles that to most men 
would have seemed unsurmountable, with only the one 
object in view: “I will; I must.” 

There are several secrets of this man’s success: First, 
an unfailing memory; second, his pet motto, which is 
displayed in print all over his place of business, “Do it 
now’; third, his ability to employ and associate with him 
men of professional knowledge and ability to carry out 
his orders in every detail. His first and only aim in 
business is his customer’s welfare, and to carry out 
every business obligation he or his company assumes, 
whether such can be done at a profit or whether it neces- 
sitates pecuniary or other losses. ““My word must be 
made good,” has sounded into the ears of many an em- 
ploye of the Mid-West Electric Co. from the president’s 
mouth, and it is “made good” no matter what the sacri- 
fice that is necessary. 

Shortly after January 4, 1901, there came to Mr. 
(Continued on page 76) 
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Odds and Ends of Home Lighting 


Essential Facts for Jobbers Salesmen to Assist Dealers in Effecting the 
Sale of Lamps and Lighting Equipment 


By W. E. UNDERWOOD 


was paid to methods and equipments for light- 
ing dining rooms, living rooms and kitchens. 
Consideration must also be given to the lighting of 
other places in the home, such as halls, bedrooms, 
closets, porches, basement and attic, all of which re- 
quire special treatment from an illumination stand- 


a PRECEDING aarticles in this series attention 


point. 
Lighting the Basement 

To illuminate the basement laundry well is a sim- 
ple matter involving little expense. The socket 
should be in front of the washtubs and mounted as 
near to the ceiling as possible. Then provide an 
RLM metal reflector and either a 150-watt daylight 
lamp or a 100-watt, bowl-enameled, gas-filled lamp. 
Still better light will be obtained with a 200-watt 
lamp. Daylight lamps are certainly to be recom- 
mended as a great help in determining whether the 
clothes are clean and white. 

If there is a work shop or work bench in the base- 
ment an RLM reflector and a 150-watt, bowl-enam- 
eled, gas filled lamp is a worth-while investment. 

For the furnace light, which, in a sense, must 
supply general illumination, a white 50-watt lamp 
will give the most satisfactory results. It’s still 
better if there is a flat shade which will tend to 
spread the light over a large floor area. 


Bedrooms 


A 75-watt white lamp provides fairly good illum- 
ination with an open bottom glass shade such as is 
commonly used in bedrooms. Other fixtures such as 
the silk-shaded units or small semi-indirect units 
are preferable, however, because they dispense with 
glare and add a softer tone to the lighting. 

When two wall brackets are provided, one on 
each side of the dressing table, 50-watt white lamps 
may be used. Of course, they should be shaded. 

A reading lamp or night lamp on a table at the 
head of the bed or attached to the bed is a mighty 
handy rig and costs comparatively little. The same 
is true of boudoir lamps on the dressing table or 
bureau. The size of lamps to use in these portables 


depends upon whether they are used for reading or 
just for decoration or for night lamps, 


Bathrooms 

The man who does his own shaving appreciates 
good lighting before the bathroom mirror. A single 
lamp which is adjustable to different positions may 
be installed, or, better still, two bracket fixtures, one 
on each side of the mirror, may be utlized for this 
purpose. These should be shaded and equipped with 
50-watt white lamps. If there is nothing other than 
a center socket and shade in the middle of the room, 
use a 75-watt white lamp. 


Halls, Closets, Porches and Attic 


Halls and stairways may be lighted with 50-watt 
white lamps, preferably in enclosing globes. If the 
globes are of dense white glass, clear 40-watt lamps 
may be used. 

The lighting of porches is pretty much a matter 
of personal taste. If you use them but little and 
like them bright put in 75-watt white lamps, other- 
wise 25 or 40-watt clear lamps (in enclosing globes ) 
produce satisfactory results. 

Many people skimp on lamp sizes in the attic and 
clothes closets. The very fact that these lamps are 
seldom used long enough to add more than a penny 
or two to the monthly light bill and that a 40-watt 
lamp cost no more to buy than a 10 or 15-watt lamp 
is sound reason for using the larger sizes. It is wise 
to use all-frosted lamps. 


How to Turn This Information Into Dollars 


The concrete suggestions on home lighting in this 
and previous articles are not generally known by 
contractor-dealers and fixture retailers. They ought 
to know them in order to serve the public with bet- 
ter lighting. Each change from inadequate to proper 
lighting which the house-holders is persuaded to make 
represents a sale of lamps and lighting equipment— 
a new profit to the dealer and to you. 

It’s up to you—there’s no sure-fire way of selling 
the dealer on these ideas except by your word of 
mouth. 





This is the sixth of a series of articles giving condensed sales data on lighting subjects, 
written expressly for jobbers’ salesmen, and concludes the subject of home lighting. In 
the August issue Mr. Underwood will present pertinent sales suggestions in regard to 
factory lighting, outlining the methods that should be used in getting this business. In 
September the subject will be sign lighting, and before the series is concluded practically 


every phase of lighting wil) be considered. 
vour lighting sales portfolio. 


Save these pages from month to month for 
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Westinghouse 
Agent-Jobbers 


Atlanta, Ga., Gilham Schoen Electric Co. 
Birmingham, Ala., The Moore-Handley Hardware 
Bluefield, West Virginia, Superior Supply Co. 
Buffalo, N. Y., McCarthy Bros. & Ford. 
Butte, Montana, The Montana Electric Co. 
N. C., Carolina Statcs Electric (c 
Chicago, 111., Illinois Electric Co. 


Cleveland, Ohic, Ihe Erner Electric Co. 
Denver, Colo., Mine & Smelter Supply Co 
Commercial Electric 
El Paso, Texas, Mine & Smelter Supply Co. 
Evansville, ind., The Varney Electrical Supply Co 
Houston, Texas, Tel-Electric Co. 

Huntington, West Virginia, 
Electrical Supply Co 


Kansas City, Mo., Satterlee Electric Co 

Los Angeles, Calif., Illinois Electric Co. 
Ky., Tafel Electric Co., Inc. 
Memphis, Tenn., Ricchman-Crosby Co. 
Milwaukee, Wis., Julius Andrae & Sons Co 
New Haven, Conn., 
Electrical Supply Co. 
New York, N. Y., Alpha Electric Co. 
Oklahoma City, Oklia., 
Omaha, Neb., The McGraw Co. 
Philadephia, Fa., H. ©. 
Pittsburgh, Pa., Robbins Electric Co. 


Richmond, Va., Tower-Binford Electric & Mfg. Co 
Rochester Electrical Supply Co 
Seit Lake City, Utah, Intermountain Electric 


San Francisco, Calif., 


Electrical Engineering Co. 
Seattle, Wash., Fobes Supply Co. 

Sioux City, lowa, The McGraw Co. 

Spokane, Wash., The Washington Electric Supply Co. 
Columbian Electric 
St. Louis, Mo., Central Telephone & Electric Co 


Syracuse, N. Y., H. ©. 
Tampa, Fla., Pierce Electric Co. 


Roberts Electric Supply Co 


Kansas, United Electric Co 


so 
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How Buffalo Dealers 
Sell Westinghouse Ranges 


Buffalo dealers have hit upon a real idea for boosting the sale of West- 
inghouse Ranges. 

‘They went to the high school, normal school and university there and 
succeeded in placing a 3.19 B Automatic Electric Range in each. As the 
domestic science courses in these institutions teach the latest ideas in cooking, 
these sales were easy. 


Each girl who used an electric range soon found that the Westinghouse 
way was the only way to cook. She naturally told her parents about it. 
In afew years when she has a home of her own she will, of course, want 
a Westinghouse Range for herself. 


The time to start is now when schools and colleges are adding new 
equipment for next fall. 


Jobbers! Don’t let your dealers overlook this market. 


Westinghouse Electric & Manufacturing Co. 
Mansfield Works, Mansfield, Ohio 


Westinghouse 
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OW I LANDED 





Little stories of 
unusual sales ~as 
told by salesmen. 


How One Jobbers’ Salesman 


HEN I started to sell goods I 

quickly noted the fact I would 
have no patent on the sale of my line, 
for there were other men just as 
bright, or even brighter; also, they 
were hustlers and possessed all the 
advantages I had. 

So the problem resolved itself down 
to a matter of doing something out of 
the beaten path to secure a following 
and the orders which would come as a 
matter of course. 

First, I resolved to get an inner 
knowledge of my line; not a surface 
knowledge. I wanted to know the his- 
tory, origin and process of manufac- 
ture of all the supplies I sold. 

I found that while the people do not 
ask for this information, when a sales- 
man possesses it, the fact is imparted 
in some unconscious manner, and the 
customer quickly forms the opinion 
that he is talking to a salesman who 
knew his goods and not a man with 
a surface knowledge. 

I also found that if I reduced the 
objections hurled at me from time to 
time to a tangible basis I had some- 
thing to work upon. Accordingly, I 
kept a careful record of a hundred 
calls and found there were only nine 
or ten real basic reasons why people 
did not buy. For example, if a man 
told me, “Oh, I know your line is a 
very good one, but I am too busy to 





talk to you today,” I replied: “Mr. 
Blank, I know over fifty replies in re- 
buttal to that remark, each a most 
convincing argument. If you wish I 
shall tell you a few, but I am certain 
I can overcome your objections; that 


is, if you wish me to try.” 


This was said with such an air of 
certainty that he would be convinced 
I had a satisfactory argument to over- 
come that old excuse. 

I also noticed that some of the other 
jobbers’ salesmen assumed an air of 


“cock-sureness.” This is a good thing - 


to assume, but I was careful not to 
overdo it. 

I also found to depend on price as 
a salés argument was all wrong. Last 
year I offered for sale a line which I 
soon found was priced at least 5 per 
cent higher than a similar line. The 
device was worth the price, but it was 
not easy to convince a man at first. 
After a while I made it my business 
not to quote prices until the prospect 
was deeply interested, and then in a 
matter-of-fact manner. 

I tried the plan of telling him of a 
new way to inventory. The next call 
I helped him dress his windows. In 
fact, each call I made I had some new 
money-saving idea to tell him. Before 
long, the fact that my price was 5 per 
cent higher failed to enter into sales 

If you will try some of these meth- 
ods you will be booking some nice or- 
ders and dealers asking you to call 
again. J.B. Mencu. 

* * * 


Electrical Pineapples 


OW many managers are on a 

salesman’s calling list to whom 
he has never succeeded in selling a 
cent’s worth? We will say a dozen, 
for I enumerated that many on my 
own a few months ago. 

One morning I drifted into a town, 
where lived the toughest manager I 
ever tried to land. Upon calling I 
had made up my mind to going 
through the regulation monthly con- 
sultation, and emerging without 
scratching a pencil. 

The secretary advised me “he was at 
a hospital, fairly low with a throat 
affection.” 

Upon telephoning his nurse I acci- 
dentally learned that pineapple juice 
was most soothing of anything he could 











fe ORDER 
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endure. I| paged the town’s store for 
pineapples with no success. 

At home in the Big City I located 
a beauty and it separated me from 
a dollar-fifty to get it ready for mail- 
ing. I enclosed my personal card, 
and got a little satisfaction by showing 
him I was a bit of a sport, even in the 
face of adversity. 

Upon recovering he mailed me an 
order and in his letter he advised that 
“he was through with canned stuff and 
desired to deal with a firm which built 
real pineapples, even though they did 
cost a few cents more.” 

D. P. WivvraMs. 


* * * 


Using a Dealer’s List 

RAILROAD accident was _ in- 

strumental in gathering in an 
order for me not long ago. I had 
left Minneapolis bound for Fargo. A 
hundred miles from Fargo we got 
stalled after a collision with a freight. 
It was afternoon, and there was no 
chance of getting into Fargo before 
evening, so I decided on staying over 
in the next town. It was a place of 
about 3,000 inhabitants, and among 
them was a hardware merchant who 














could give pointers to a goodly num- 
ber of big city men. I lost no time 
in getting acquainted with him, 
thinking that possibly I could extract 
an order. 

What made him look big in my 





eyes was the fact that he had a list, 
or, rather a collection of lists, of the 
people of the town, and just what 
they had in the way of hardware. 
That is, if Smith had a lawn mower 
it was listed, and the date it was pur- 
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Another New One in the Magee Electric Family 





Indications go to prove this will be a remarkable seller 


MAGEE 


Md 


| area samt 


A 1-2 Electric and 1-2 Gas 
Cabinet Range a Little 
Over Four Feet Long That 
Offers Extraordinary 
Cooking Conveniences. 
An Ideal Combination, 
Economical and Effective. 


FURNISHED IN EBONY BLACK OR GRAY PORCELAIN FINISII 


The Magee ElectriGas Uses the Two Fuels, Electricity and Artificial 
or Natural Gas, in a Manner in which Each of These Fuels Excel 


The ELECTRIC half includes: The GAS half includes: 

An Electric Oven or Insulated Fire- Five Gas Burners, Which are 
less Cooker, 18x18x14, an Electric Lighted Automatically—Just Press 
Broiler, and an Outlet Receptacle the Button. For Boiling and all 
for Washing Machine, Flat-Iron, Cooking in Pots and Pans, Gas is a 
etc. These are Operated in Front Most Desirable Fuel as it is Instan- 
from our Cool ( Pat.) Switchboard. taneous. ‘The Gas Table as well as 
The Equipment is “Edison” Stand- the Oven can be used in Either 
ard Throughout the Country. Right or left hand position. 


The Most Remarkable Range Since the Introduction of the Magee ElectriCoal 
Write Us for Full Information and Territory Rights 


MAGEE FURNACE COMPANY 


38 Union Street, Boston, Mass. 
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chased, repaired, ete. If Brown had 
a garbage can it, too, had a place in 
this enterprising man’s book. Every- 
thing of any size was catalogued. This 
gave him just the information he 
needed when it came time to try and 
sell Smith a lawn mower or Brown a 
can, and so on down the line. 

I was peddling electric irons, cook- 
ing utensils and various other handy 
things. As soon as I learned about 
the list I was more than passingly 
interested. Why couldn’t he make up 
a similar list of the people having 
electric articles, and incidentally try 
He didn’t handle them, 
leaving the local electric company do 
that. However, he manifested inter- 
est and promised to let me know the 


to sell some? 


next time I passed that way. 

On my return trip three months 
later I dropped in to find out how he 
progressed. To my surprise, he had 
compiled a fair-sized list and was 
eager to co-operate with me. I got 
a good order from him for ‘most 
everything I carried, and transferred 
what I didn’t carry over to a friend. 

And every time thereafter when I 
left Minneapolis I had business to 
do in this little town a hundred miles 
or so east of Fargo. 

Epear Branpon. 
* * # 


Chasing Gloom 
OME time ago I went to the store 
of a certain electrical merchant in 
a town of about 2,000, writes E. W. 
Phelan in Chained Lightning, pub- 
lished by the Arrow Electric Co. I 


was greeted by the proprietor with 





the following words: “Why don’t you 
stay home and save expense money for 
your house—you can’t sell anything 
these days, and in this market it is a 
waste of time.” 

I can stand a turn-down, but this 
was a little too raw, so I came back 
with the statement that, owing to the 





Some of the Boys 


had been holding out on us. 





seem to be a little shy about having their names published, and right 
after we made the announcement last month that names would be 
omitted if desired, quite a few of the fellows sent in stories they 


Now that the bars are down (on names) jot down a story of one 
of the sales vou made under difficulties, send it in, 
lish it anonymously—of course, if it’s any good. Lest you forget, 
we are still paying—in the coin. of the realm— 


$5.00 for Every Story Published 


and we will pub- 








line I was selling, I was sure I not 
only had a good prospect in this man, 
but a sure sale. 

His curiosity was aroused, so he 
asked me what I was selling. I mere- 
ly replied, “Crepe.” 

He looked at me with a quizzical 
glance, but before he had a chance to 
get angry I smilingly handed him a 
cigar and asked him if it wasn’t about 
time he came out of his blue feeling 
and did something to get business 
started again. 

He said he would be very glad to 
have me suggest what he should do. J 
took him at his word. The first thing 
I suggested was that he rip out his 
faded window display and clean his 
windows, jazz up his lighting and put 
in an up-to-date window trim. I of- 
fered to help him to do it and we got 
busy. 

While we were at work on this win- 
dow we became better acquainted, and 
I found out that the real cause of his 
gloom was due to the fact that he was 
worried about a bill of $200 which 
had to be met at once in order to save 
him serious trouble, and it was impos- 
sible for him to get it at the bank o1 
from other sources in the way of a 
loan. 

I began to question him about his 
stock and found that he had an elec- 
tric cylinder washer and two vacuum 
cleaners which were absolutely clear 
of all debt. 


at once into cash it would save him. 


If they could be turned 


He said that several prospects were 
locking at them, but he could not close 
them. 

I made a note of his best prospects 
and inducing him to accompany me we 
We had the luck to 
sell a vacuum cleaner to the third pros- 


called on them. 


pect we called on. 

As it was the holiday season, I also 
took with me as a lead some Xmas 
Towards the 
close of the afternoon we called on a 


tree lighting outfits. 


lady who was very much enthused 





over these outfits, and while she was 
anxious to have a set, she was the kind 
of a woman who would not buy what 
she considered a luxury, and she put 
the tree outfits in that class. In the 
course of the conversation, she let out 
the fact that she was going to buy a 
washing machine in the near future, 
but in trying to talk washers to her I 
found it was impossible to take her 
mind from the Xmas tree outfit. So 
deciding I had but one chance, I of 
fered her a washing machine at the 
regular price with the Xmas tree out 
fit thrownin. You would be surprised 
how quickly she grabbed the propo 
sition and what we really sold her 
was the tree outfit for $150 and the 
washer thrown in. 

Besides helping this man to get thie 
money to meet his bill and also to 
prove to him that he could meet other 
bills if he would go after the business. 
we took orders for a smal] wiring job, 
changed nearly a dozen key sockets 
to luminous pull-chain devices, and 
convinced a manufacturer who was 
continually losing bulbs that it would 
pay him to install all lock sockets in 





On Xmas morning, | © 


his building. 


ceived a box of cigars from our friend 
Mr. Merchant, with a card bearing t! 
following message: “In appreciatio! 
of your kind effort in my behalf anc 
hoping you have the happy Xmas tha‘ 


you made possible for me and mine. 
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WE APPRECIATE WHAT YOU ARE UP AGAINST. It is not humanly possible for you to 
really sell 4000 different items. But every one of you does specialize on a few things about 
which you can tell a rattling good story. There is just such a story in this HOME VIOLET 
RAY OUTFIT. There is a good profit in it for you and your dealer. The public is sold on 
the violet ray for home treatment. It works up into an attractive human interest display for your 
Point out to him how the wise merchandisers among the drug and depart- 
Suppose you take up the violet 


dealer's window. 
ment stores are everywhere making a ‘window seller’ out of it. 
ray question with 10 dealers the week you read this. 


This is the 
HOME OUTFIT 


Sold under an ab- 


solute guarantee. £F 
- Sa eae a EY NEE ag Hg ; 













e a ; 
Halliwell Electric ) INSTRUCTIONS 
= ‘ PE eat ie see thes em POET Khe degen nie iil ui 
i - eo ne weit: Risen 6 THOS Reman the 2 : 
z, fm te the Jatt to deivieninds tthe 
% EOS erat Des nat tiga 
aul ages ote 
7 p y i] Poe ptipaiciame Or Symicant toe owtsleerut an the instrument 
305-309 East 43rd Street a tives. 1h wt Kitten Seal osthetal ape gee 
ey 4 the creas th the 4, i des ee 
° F ehy betiatincet ot ti ile ate Lee <h Re Seca ¥ with « Sth tive ewinted appt, 
New York City ; fo A Tra gnee'o. ther ad: egertion ce shoe gained 
j — . YT camenee, focal an. . 
eS a : o at deo ‘OL we slr, i De * ane 
A 3 ps 0 Hetirwel) ik 
SE a We fastepy: od 
eee Thee thestinseene hes ~ - « : OEE OF rics Litton, eid 
- ~- 





F When. the tren 


- fhe haw 





Mt "CUUITOE strehethy 


St On tee wale sity voi 


nformation with i 






WELL ELECTR 
“EW YORE cry 


iC Cos = 
. MPANY 





formerly listed 


$25.00 














































































































THE JOBBER’SfI)SALESMAN 
(4 















Lighting in London 


“Just like New York,’ the Lon- 
doner boasts to his American visitor 
as he points out the glory of the new 
white way which has sprung into exist- 
ence in that city within the past two 
years. Electric representing, 
among other products, mugs of foam- 


signs 


ing beer, glasses and bottles of wine 
that is red and otherwise, and various 
other alluring signs of light, face the 
surprised transatlantic visitant, and 
he is likely to reply with a sigh, “Just 
like New York was once!” 

in 1919 there 
Picadilly Circus less than half a dozen 
electric signs. Today there are hun- 
dreds of them, and Londoners point 
these out as prima-facie evidence of 


were visible from 


the citv’s progressiveness. 


* * * 


Trend of Central-Station 
Merchandising 

Last year the Merchandise Sales 
Bureau of the National Electric Light 
Association sent out a questionnaire 
to 300 central-station companies, the 
replies from which indicate the activ- 
ities of these companies in merchan- 
dising electrical appliances. 

In answer to the question, “Do you 
sell appliances?” 110 companies re- 
plied “Yes,” and 29 companies re- 
plied “‘No.” 

Ninety-eight maintain 
their own electric shops, and while 
35 replied that they had no retail 
stores, only four companies stated 
that they sold appliances through an 
outside corporation in which 
interested. Fifty-eight com- 
panies stated that while they did not 
sell appliances, they were co-operating 
with the dealers in their respective 


companies 


they 
were 


communities. 

Eighteen companies replied that 
they made a practice of furnishing 
advertising for dealers without any 
expense to the latter, while 49 com- 
panies replied that they did not do 
anything of this kind. 

In regard to furnishing lists of 
prospects, such as newly wired houses, 
42 companies replied that they co-op- 
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ertinent Sales Facts and 


Figures 


bG) 





erated with dealers in this way, al- 
though 46 companies do not furnish 
such lists. 

Twenty-nine companies stated that 
they maintain an exhibition of appli- 
ances and refer prospects to dealers, 
but 62 companies replied that they 
did not have such a practice. 

Over 100 companies replied that 
they maintain repair and service de- 
partments to keep appliances on their 
lines in good condition, while 29 com- 
panies stated that they do not main- 
tain such a department. 

In reply to a request for data as 
to the kilowatt-hour consumption per 
annum per customer directly due to 
appliances, nine companies reported 
an average of 98.6 kilowatts. The re- 
plies from 89 companies indicated 
that the average kilowatt-hour con- 
sumption per residence per annum is 


281 kilowatts. 
* * 


Lighting Specialist Solves the 
Problem 

A large industrial plant in Chicago, 
because of the nature of its work, had 
to have better lighting on vertical 
surfaces than the general lighting 
system would provide, and the lighting 
had to be available at different places 
on the floor at different times. The 
problem, states The Stimulator, pub- 
lished by the National Lamp Works, 
was called to the attention of H. C. 
Olmstead of the lighting sales depart- 
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Box Unit for Illuminating Vertical 
Surfaces With Diffused Light. 


ment of the Western Electric Co., who 
recommended the use of the box illus 
trated herewith. It is 3.5 ft. square 
and 12 in. deep, mounted on a smal! 
truck, white enameled inside, and 
fitted with four 100-watt clear type 
C lamps placed in the corners. A 
circular hole, 3 ft. in diameter, in one 
side is covered with tracing paper 
which diffuses the light and produces 
an effect similiar to natural light from 
a window. The intensity on the work- 
ing surface can be varied by moving 
the box. 

A cord and plug attached to thie 
box can be connected to outlets where- 
ever the box is needed. A number 
of the boxes are in use and are serving 
their purpose quite satisfactorily. 

* * * 
Reports 40-Watt Lamps Most 
Popular in Canada 

That the 40-watt vacuum lamp is 
apparently the most popular used in 
Canada, and that the 25-watt and 60- 
watt sizes closely follow in sales, is 
stated in a report issued by the lamp 
committee of the Canadian Electrical 
Association. The lamp committee has 
confined itself largely to presenting 
information that will be of educa- 
tional and technical value to the mem- 
ber companies and to the lamp-buying 
public in general. 

Of the many million of -lamps con 
sumed annually, the following analy- 
sis indicates the relative proportion 
of the various wattages and types: 


Type B 
Per Cent 
RA ee ee 3.1 
1 ec” IN SL Sede a 2. SD 4.6 
NP ee ee 20.8 
MO=WaAtt ...6.5:00 22.5 
ck RES OO Se APIO es OD EOS IB SN 10.2 
NN se sacs hg ate tg eiiape= oo toe crnae ss 17.2 
100-watt ............ arenes be reside anaes, 1.6 
Street railway ............. aa Op Or ape eee 1.9 
PRR oe re eee ee, 2.1 
ir, Icey eee antes Or EE. ST 84. 
Type C 
Per Cent 
50-watt ........ Lotions ns aeaeanl eesp Rea TN ieeersc rss 2.9 
(Tn ee ee estasannats = Saegie tesserae 4.0) 


100-150-watt 
200-250-watt 
800-1,000-watt 
Street series 

Others 
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HUBBELL 


Here’s some 





“inside information”’ 





you can pass on to your Dealers 


No. 3618 


—and increase your Pull Socket Sales! 


HIS up-to-the-minute Hubbell 3618 is the result of our 25 
years’ manufacturing experience. 


It will operate without hitch or trouble anywhere, every time 
the chain is pulled. It satisfies customers, dealers, jobbers and 
jobbers’ salesmen because it 1s 4uz/t to endure. 


The Hubbell Sales Policy backs up the Jobbers and their sales- 
men in every one of their endeavors. 
Its standard interchangeable Quick Catch brass 


° shell fits 30 types of shell caps and bases. 
Hubbell Devices : Contact Springs are made of phosphor-bronze. 
include full line Chain Guard is detachable. 


Large Bead on Chain prevents chain becom- 


Hubbell Devices in- e. 
ing unfastened when wiring. 


clude full line of 


Sockets: Pull and Acorn (the Hubbell Sign) is detachable. 

Key 250 and 660 Shell is threaded and takes all shade holders. 
Watts—250 Volts, Capacities: No. 3618, 250 Watts—250 Volts; 
ome: re 3418 (same size) 660 Watts, 250 Volts. 

Also Electrolier Write for Circular 221. Tell dealers they may have these 
Sockets; Pull, Key, and other circulars imprinted for distribution to their customers, 


“or HARVEY HUBBELL: 


ELECTRICAL (qpy) SPECIALTIES 


BRIDGEPORT MWDDLY CONN. U.S.A. 


Sow 
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page relates to no single manu- 
facturer’s products, and no pref- 
| erence is intended, the purpose 


| The information given on this 


being to furnish general sales 
data of use to jobbers’ salesmen. 





How do storage batteries differ 
from other batteries? 

Primary batteries can be re-ener- 
replacing worn-out parts 
(plates of electrolyte) with fresh 
materials. Storage batteries are re- 
energized by sending an electric cur- 
rent through the battery in the op- 
posite direction to that which it tends 
to furnish. This is called “charging”’ 
the storage battery, while allowing 
the battery to furnish energy is called 
“discharging.” 

Only two combination of plates and 
electrolytes have been found effec- 
tively reversible and practicable for 
storage cells, whereas a large num- 
ber of combinations have been used 
successfully for primary cells. 


gized by 





What advantages and disadvan- 
tages have storage batteries com- 
pared with ordinary dry batteries? 

They can yield much larger cur- 
rents than dry cells and can furnish 
their rated current steadily for sev- 
eral hours, whereas dry cells must 
be used for small currents if the lat- 
ter are required to be quite steady or 
they must be used for intermittent 
service if a larger current is wanted. 

Storage cells require recharging 
with direct current of suitable volt- 
age and amperage, which is not al- 
ways convenient. A special battery- 
charging rectifier or motor-generator 
set is needed if alternating current 
alone is at hand. If no source of 
current is available, the battery must 
be brought to a service station. Stor- 
age cells also require more care in 
use. 

Storage cells suitably cared for last 
much longer than dry cells so that 
their higher first cost and charging 
costs are offset partly by longer life, 
more constant voltage and greater 
reliability. 





What types of storage batteries 
are used for automobile and radio 
service? 

Both the lead type and nickel-iron 
type are used, although the former 
predominates because of lower first 
cost and slightly higher efficiency. 
These are largely offset by the long- 
er life, greater ruggedness and low- 
er weight of the nickel-iron type. 





PERTINENT SALES FACTS AND FIGURES | 


Data Sheet on 


STORAGE BATTERIES 


There are over 100 manufacturers of 
the lead type and but one of the 
nickel-iron or Edison type. 





How are these types construct- 
ed? 

Lead Type.—Each plate of the 
lead cell has a skeleton or “grid” of 
hard lead whose pockets or holes are 
filled with a paste of lead oxides. 
When these are charged the positive 
“active material” is changed to lead 
peroxide and the negative to spongy 
lead. In assembling, the positive and 
negative plates are alternated. Each 
group is connected together by burn- 
ing a transverse lead strap to the 
tops of the plates of the group. To 
each strap there is fastened an ex- 
tension or post forming one of the 
cell terminals. Cells of the battery 
are permanently connected in series 
by burning lead connectors to the 
opposite terminals of adjacent cells. 
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Sectional View ee Construction of 
Typical Storage Battery. 


The jars are of hard rubber mold- 
ed in one piece. From the bottom are 
raised two narrow bridges on which 
the plates rest to prevent short-cir- 
cuiting from sludge that drops from 
the plates to the bottom. Between 
adjacent plates are thin sheets of 
wood or perforated rubber separa- 
tors. A hard rubber cover perforated 
for the terminals and with a vent 
plug in the middle fits over the con- 
necting straps and is sealed to the 
jar sides to prevent acid spilling. 
....Nickel-Iron Type.—The positive 
active material is nickel peroxide and 
fineley divided iron is the negative. 
The electrolyte is alkaline—a 21 per 
cent solution of caustic potash. Each 
plate has a nickel-plated steel grid 
into whose spaces are pressed nickel- 


In this department an effort 
is made to give to jobbers’ sales- 
men a summary of general in- 
nn about different staple 

lines of electrical material. Tear 
out this sheet and save it. 





steel pockets filled with the respec 
tive active materials. Heavy press 
ure is applied to force the pockets 
and grids together. Positive 
negative plates are separated by rub 
ber washers and_ spacers. Plat 
groups are bolted together and set in 
to nickeled steel jars; a similar vent 
ed cover is put on. The entire con 
struction is very rugged. 


and 





What are the standard voltages 
and sizes? 

For auto use 6 or 12-volt batteries 
practically standard. For the 
lead type 2 volts is the rated voltage 
per cell, so that these batteries usu 
ally have 3 or 6 cells. If Edison 
cells are used, 1.2 volts is the aver 
age per cell and 5 or 10 cells consti- 
tute an auto battery. For heavy 
starting service some systems require 
16, 18, 24 or even 30 volts. 

Radio “A” or filament batteries 
are most commonly 6-volt sets, where- 
as the “B” or plate batteries are 
usually 22.5-volt sets; this means 33 
and 10 cells, if of lead type, and 5 
and 18 cells if Edison type. 

The size of a cell depends on its 
capacity, which is rated in ampere- 
hours. For a starting battery this 
may be from 80 to 200 ampere-hours : 
in the latter case this would mean 50 
ampere for 4 hours. Radio “A” bat- 
teries are most commonly of 60 am 
pere-hours, but are also obtainable 
from about 40 to 120 ampere-hours. 
“B” batteries are of very small size, 
usually not over 3 or 4 ampere-hours. 


are 


What care does a storage battery 
require? 

It must be charged very soon after 
being nearly exhausted. Charging 
should be at current rate recommend- 
ed by the manufacturer and in any 
case the current should be decreased 
as the charge is nearly completed so 
as to decrease “gassing” of the bat 
tery. The electrolyte must be kept 
pure and nothing but distilled water 
added to replace that evaporated so 
as to keep the plate tops covered 
Edison batteries do not require suc!) 
particular care, but they are mor 
sensitive to temperature, which should 
be kept within the limits of 40 an: 

5 degrees F. 
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Cross-Section of H. & H. Surface Switch No. 20, 
Showing Large Bearing Plates for Spindle. 





Base-Plates-Insulation-Springs 


PORCELAIN BASE;; so liberally proportioned that there are 


no “delicate” sections to break or split without provocation. 


BEARING PLATES, for spindle large stiff steel plates, deep- 
ly recessed in porcelain and rigidly held together. They can- 
not be pulled out, wear loose or twisted out of alignment by 
any service. 


INSULATION, materials and space, have a big safety factor. 





SOLID BLADES, hardened to defy wear and breakage. 


OPERATING SPRING, over-size steel to stand the greatest 


working strains. 


H & H Surface Rotary (Snap) Switches are “big” switches 

in quality, service and satisfaction to dealer, contractor and 

The Line of user. They form only a small part of “The Line of Least 

RS Sa Resistance,” but we are proud of their part in the upbuilding 
of the reputation of Switch Headquarters. 


THE Hart Go HEGEMAN Mere Co. 


HARTFORD.CONNECTIC€GT 
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Westinghouse Appoints Agent- 
Jobber at Charlotte 

The Carolina States Electric Co., 
Charlotte, N. C., has been designated 
by the Westinghouse Electric & Man- 
ufacturing Co. as agent-jobber for the 
company in North and South Caro- 
lina, according to an agreement 
reached late in May. 

Heretofore the business of this com- 
pany handled in the two states was 
credited to the agent-jobber in Rich- 
mond, Va., while the nearest agent- 
jobber to the south was in Atlanta, 
Ga. The establishing of the agency 
at Charlotte will result, it is esti- 
mated, in the handling of $200,000 
worth of business more through that 
city. The local company has under 
a special arrangement been operating 
as representative in this section for 








H. E. (Shorty) Sherman, sales manager 
for the Los Angeles branch of the Illinois 
Electric Co, is so high up that he can 
always see an order at a greater distance 
than anyone else. When Shorty goes to 
bed he always opens the window so he’ll 
have some place to put his feet. Just the 
other day he was found asleep with his 
head in Los Angeles and his feet in Long 
Beach. 














the Westinghouse concern for the past 
two years, but this is the first actual 
distribution company that has been 
established with headquarters in Char- 
lotte. 

The company handles all of the 
products of the Westinghouse com- 
pany and has connections with other 
organizations that 
needed for distribution but not manu- 
by Offices 
at 218 


supply material 


factured Westinghouse. 
and warehouse are located 
West First street. 

The officers of the Carolina States 
Electric Co. have been formerly con- 
nected with the Westinghouse organ- 
ization, and formed and incorporated 
their company in December, 1919. 
E. B. Graham, 
president; H. T. Long, vice-president 
Mc- 
Millan, vice-president in charge of 
W. A. 
treasurer, and J. A. 
secretary-treasurer. 

* * 
New Brooklyn Jobber 

The Supreme Electrical Supply Co., 
354 Livingston street, Brooklyn, N. 
Y., has been recently opened by A. 
A. Golden, formerly connected with 
the Star Electrical Supply Co., New- 
ark, N. J., The new concern will 
conduct a wholesale business in elec- 


These officers are: 
in charge of purchasing; J. P. 


sales; Emerson,  secretary- 


Auten, assistant 


trical materials and radio supplies. 
* * * 


Branch at Wilkes-Barre 

A branch of the Electrical Supply 
& Equipment Co., 1270 Broadway, 
New York City, was opened at 
Wilkes-Barre, Pa., on July 1. While 
the company has a branch at Scran- 
ton, only 16 miles away, the trans- 
portation facilities to the southern 
coal fields are inadequate, and it was 
deemed advisable to carry a stock on 
the main line of the Lehigh Valley 
and Pennsylvania railroads which run 
through Wilkes-Barre, thus affording 
excellent shipping facilities to towns 
in central Pennsylvania. <A. H. 
Bradley has been placed in charge of 
the new branch. 














Van Winkle Comments on 
Radio Outlook 


“In the case of radio there seems 
to be so many questions, with their 
full quota of uncertainties,” said F. 
D. Van Winkle, president of the Post 
Glover Electric Co., Cincinnati, to a 
representative of Ture Jopper’s Saces 
MAN, “that I really doubt as to what 
extent jobbers are justified in divert 
ing their efforts from selling elec 
trical supplies. 

“That electrical concerns, jobbers 
and dealers alike, have been overcome 
with the radio idea seems reasonably 
certain in my mind. Some of them 
have even taken down their former 
signs and now feature ‘radio supplies’ 
as if they expected to make use of this 
department for the balance of their 


lives. Our house has sold quite a lit- 








aboard for Ft. Worth and the 


“Al 
wild west. A perfectly good flivver guar- 
anteed to never kill you more than once,” 


says K. S. Deichman, power apparatus 
specialist, Western Electric Co., Dallas 
(at the wheel). Next to Mr. Deichman is 
A. F. Hamam, assistant supply special- 
ist, and in the rear L. T. Dysart, acting 
credit manager, and H. B. (Hard Boiled) 
Baker—that’s what the girls call him. 
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Portable Duplex Outl t] 


Arrow Duplex Table Outlet 
display carton lets to secure current. 


The Arrow Duplex Table 
Outlet is of handsome de- 
sign, nickel finish, has six 
feet of silk cord and a con- 
venience plug for attaching 
to the source of current. 





THE ARROW ELECTRIC Co. 
HARTFORD, CONN. 


RROW 








A new Arrow product 
of refinement— 


The Duplex Table Outlet 


HE Arrow Duplex Table Outlet permits the use 
of electric appliances without the necessity of at- 


SBVeeeBeeBeBBBRnaBanQBRE EE EE O&O 






taching to chandeliers, wall fixtures or baseboard out- 


SRBAWVWeBse BeBe seseeanana wy 


COUPON 


As an introductory offer, 
we will see that you are 
supplied with one No. 99 
Duplex Table Outlet for 
$1.50 if this coupon is re- 
turned to us during the 
month of July. 


A LAKBEEBEEBEEEEEE EER ESE SE SE |S 


The complete line of Wiring Devices 
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jobbing channels with the distribution 


tion was 


Comparing the distribution of electrical supplies through 
of electrical 
from central stations to,show the economy of the former was 
the purpose of the display reproduced above. 
the central feature of the exhibit of the 
Supply Jobbers’ Association at the recent Atlantic City con- 


energy 


This illustra- 


Electrical in his territory. 


vention of the National Electric Light Association. 
large illustrations above show the similarity between a central 
generating station supplying energy to the surrounding terri- 
tory and a jobber distributing supplies to all classes of users 
The lower panels show the economies effected 
for manufacturers and purchasers by wholesale distributors. 





The two 





tle radio material, and I believe that 
the development of the radio field will 
be continued indefinitely. No one can 
foresee, however, the changes which 
are almost certain to take place, and 
my thought is that electrical supply 
had best forego a 


houses certain 


amount of business rather than in- 
crease their stocks to the point where 
obsolescence all the 


profits that have been made during 


may consume 
the period of abnormal growth. 

“Development of the electrical job- 
bing industry has been through con- 
tinuous attention to staple supplies, 
and I feel that it is here rather than 
elsewhere that our future growth and 
prosperity centers.” 

* * * | 
Larger Quarters 

The Electric Supply Co. has moved 
from 386 Jackson street to its new 
location at 144 East Sixth street, St. 
Paul, Minn., where it is provided with 
improved facilities for serving its cus- 


tomers. 
* * * 
Issues Radio Manual for 
Amateurs 


Radio telegraphy and_ telephony 
from the amateur’s viewpoint is cov- 
ered in a 208-page manual and cat- 
alog issued by the Manhattan Elec- 


trical Supply Co., New York, N. Y. 
Practical descriptions and clear illus- 
trations are used to bring out the gen- 
eral theory, and circuit diagrams are 
given for sending and receiving set- 
ups, itemized lists of materials for 
several different kinds of sets being 
In addition to the practical 
information of value to the amateur, 


included. 














This looks as though some of the Pacific 
Coast jobbers might have been playing the 
ponies, but we were told they were only 
riding them. From left to right are Mr. 
Stubbs of the Stubbs Electric Co., Port- 
land; Roy Worth, Pacific States Electric 
Co., Seattle; George A. Boring, Pacific 
States Electri¢ Co., Portland, and Bill 
Deming, once of the Electric Supply Co., 
Memphis, Tenn., but now to be found any- 
where on the coast between Tia Juana and 
Seattle. 





the manual contains illustrations and 
descriptions and prices on a wide va 
riety of equipment and parts for th: 


home radio station. 
* * * 


New Building for Fobes 


The main house of the Fobes Sup 
ply Co., formerly located at 285 
Couch street, Portland, Ore., has been 
moved to Eighth and Davis streets, 
the new quarters affording additional 
space and better facilities for giving 
service to its customers. 

* * 


- Branch in Boston 


The Sager Electrical Supply Co., 
which maintains a jobbing business 
in wiritg devices, appliances and sup 
plies at 301 Congress street, Boston. 
Mass., has opened a branch store at 
26 High street, Boston. 

* *& 


Opens Radio Department 

The Schimmel Electric Supply Co.. 
526 Arch street, Philadelphia, Pa.. 
has opened a radio department, de 
voting the sixth floor of its building. 
where a complete assortment of radi: 
material will be carried. A numbe: 
of booths have been equipped wher 
demonstrations of various types of in 
struments will be given. D. M. Trill 
ing, manager of the radio department 
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Announcement 


of 


FIXTURE MERCHANDISING 
METHODS AND POLICIES 


The Albert Wahle Co., Inc., has been formed to design, 
supervise the production of and merchandise a complete line 
of residential and commercial lighting fixtures, manu- 
factured by a number of leading fixture manufacturers. 


Quantity production, coupled with an unusually efficient 
sales plan, permits the marketing of this line of exceptional 
quality at prices very attractive to the consuming public. 


Distribution is made wholly through distributor-jobbers 
upon a genuine protective policy rigidly adhered to, which 
permits resale of the line through legitimate electrical chan- 
nels upon a basis insuring ample profits for each factor. 


Assignment of territories among reputable electrical sup- 
ply jobbers is now being made, and your inquiries concern- 
ing the details of the plan are invited. 


# 


Albert Wahle Company 


INCORPORATED 


224 Fifth Avenue New York City 
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Steel City 


Cash In on the 


Big Building 
Boom! 


Have you watched the 
building statistics? 


Have you noticed the big gain? 


It is predicted that this country 
is in for the biggest building boom 
in history. This will mean a big 
demand for everything electrical. 
Steel City Wiring Devices and Con- 
venience Outlets will help to solve 
some of the problems of your cus- 
tomers. You can unhesitatingly 
recommend them because they are 
made right, priced right and have 
stood up under the most rigid serv- 
ice tests. 


Better familiarize yourself with 
all their good points. Send for our 
convenient catalog. A few of our 
specialties are illustrated in this 
space each month. 


Remember, we make everything 
used in modern wiring installa- 
tions, and have a reputation to 
maintain. You will find it com- 
paratively easy to sell the “Steel 


City Line.” 
LET’S GO! 


“Sell ’em Something More” 


woY 
1207-1223 Columbus Avenue 
PITTSBURGH 23 2: PA. 





Clectrre Ca 














\ 
| 





is arranging a series of informal talk: 
for the benefit of dealers who wis): 
to familiarize themselves with thx 
subject. 
* * * 
New Building for W E Branch 
at Portland 

A three-story brick building is be 
ing built by the Western Electric Co. 
for the exclusive use of its branch 


_house at Portland, Ore., the location 
| being at the corner of Park and Flan 


ders streets. It will be ready for oc 


cupancy the latter part of August. 
* * * 


Freight vs. Express Rates 


In a recent circular issued by tli 


| American Railway Express Co. at 


| tention is called to economies of time 
| and transportation charges which can 


be made by routing certain shipments 
weighing less than 100 lb. via express 


in preference to freight. In addition 


| to an actual saving in transportation 


charges on many shipments, the ex- 








press routing in a majority of cases 
eliminates the drayage charge for 
both shipper and consignee. 

Since any freight shipment weigh- 
ing less than 100 lb. takes the 100-Ib. 
rate, it is possible to make shipments 
of 30 to 60 lb. by express for thie 








Pencils! Pencils! Well, why not? On 
needs a pencil if one signs an order. 
doesn’t one? Anyway, the Nassau & Su! 
folk Association of Electrica] Contractor 
& Dealers had a big day at Bay Shore. 
L. I., not long ago, and when Carl P 
Darcy of the Parr Electric Co. New 
York City, wasn’t busy umpiring the ba! 
game, he gave away pencils bearing the 
imprint of his company. 
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110° TwiN-LiTe 5% 
FIRST [“HEMCO is on Every Twin-Lite ] SECOND 
PRIZE MADE OF CONDENSITE PRIZE 
WILL LAST A LIFE TIME 
® 
Can You Answer These Questions? 
A FIRST PRIZE of $10.00 and a SECOND PRIZE of $5.00 will 
be given for the best answers received during the month of July to 
the following questions. Contest open to all dealers, jobbers and sales- 
men. Winners will be published in September issues of the Trade 
Press. 
1. How do you prove the superior quality of HEMCO TWIN-LITES 
to customers ? 
2. How do you emphasize to customers the fact that HEMCO 
TWIN-LITES are made of condensite and moulded in one piece? 
3. What advantages are there in a one piece plug? 
es 4. What HEMCO talking points do you use in addition to indestruc- 
tibility and attractiveness? 
5. What sales methods have you found most effective in pushing 
HEMCO TWIN-LITES? 
6. What reasons do users give for preferring HEMCO TWIN-LITE 
i Plugs? 
7. How many turnovers a year do you have on HEMCO TWIN.- 
LITE Plugs ? 
8. How many Plugs do you sell to the average customer? 
9. How can we improve our co-operation in helping you sell 
HEMCO TWIN-LITE Plugs? 
Write your answers on your letterhead and mail to us—Today 
Address Dept. 16 
557 WEST MONROE STREET, CHICAGO 
NEW YORK OFFICE: 334 E. 40th STREET 
Pacific Coast Agents, New England Agents, Sole Export Distributors, 
Geo. A. Gray Co., Pettingell-Andrews Co., Cornelius-Scott Sargent, Inc., 
589 Mission St., San Francisco Boston, Mass. 20 Broadway, New York City 
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Re re ectors<* 


for 


very Lighting Need 


For over 25 years X-Ray Reflectors have been the 
standard for Show Window lighting because they 
give a high intensity and are properly designed to 
give uniform distribution and perfect light control. 
The same high efficiency and careful design has 
been carried into all of the 53 different types of 
silver mirrored X-Ray Reflectors now available. 


There is an X-Ray Reflector for every lighting need. 


f » Use X-Ray Reflectors 


for 
Show Window Lighting 
Show Case Lighting 
Industrial Lighting 
Interior Lighting 
Flood-lighting 













No 90 | 
Projector 7 


Engineering This Label 
- on all 
Service X-Ray Reflectors 


Remember X-Ray Service means 
more than selling reflectors. Tell 
your dealers and contractors our 
Engineering Departmentwill plan 





is your 


a e Guarantee 
their lighting for them gratis for 


and insure satisfactory results. Quality 
Sell More X-Ray Reflectors and they 
will sell more for you 


National X-Ray Reflector Co. 


New York CHICAGO 
31 W. 46th St. 231 W. Jackson Blvd. 
Engineers in all principal cities 


Los Angeles 
Security Bldg. 

















same cost as freight, the limiti)¢ 
weight depending on the traffic rates 
between different points. 

-*& * * 


Chantler Rejoins S. E. D. 


Thomas F. Chantler, formerly with 
the Society for Electrical Develo) 
ment, and who has been eastern editor 
of THe Jopper’s SaLesman for nearly 
two years, has rejoined the S. E. |) 
staff, and will devote his efforts to «x- 
panding the work of. the special ser- 
vice department in the preparation of 
selling and advertising helps. \t(r. 
Chantler’s interview and _— special 
articles have caused a great deal of 
favorable comment among our readers, 
and arrangements have been made for 
additional contributions. His person- 
ality, broad acquaintance and diver- 
sified experience in sales, advertising 
and editorial work especially fit him 
for his new work with the Society. 

* * * 


Opens Retail Store 


After being associated with tli 
Baltimore Electric Supply Co. for 
over 15 years, J. J. Smith has resigned 
to open a store at 224 North Liberty 
street, Baltimore, where he has put in 
a complete line of electrical and auto 
mobile supplies. 








F. J. Cram, secretary and sales mana ¢r 
of the Electric Appliance Co., San Frin- 
cisco, is the gentleman who guides ‘he 
destinies of that company in a sales wy 
Judging by his name, he is also the 1:4! 
who “crams” the coffers of the Elec‘ric 
Appliance Co. full of shekels. 
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I Believe You Serious-Minded 
| Salesmen Will Sit Down Tonight 


and Read This Message 


Being a Personal Word From B. G. Peck, Sales Manager 
of the Fitzgerald Mfg. Co. 


HAVE often wondered just what 
I prompts a jobber’s salesman to de- 

vote more time to any one of the 
articles in his catalog than he does to the 
ordinary run of merchandise displayed 
in the catalog. If I were able to read 
the minds of all of you busy men who 
subscribe to and read the Jobber’s Sales- 
man, I am certain that what I would find 
out would be of immense value to the 


Fitzgerald Mfg. Co. ° 


First of all I would try to analyze your 
thoughts as regards your job. ‘This is 
the most important thing that you have 
got to think about and, therefore, I 
would give it serious consideration. I 
would try to find out just what your job 
means to you, how seriously you look 
upon the many items you have in your 
line and if you realize that it is possible 
for one family of specialties to go a long 
way toward making up your entire sales 
quota. 


If I could get close enough to you to find 
out these things, I am very positive that 
| could sell you on the idea that the line 
of electrical specialties which we manu- 
facture and market under the trade mark 
name of “Star,” is one of the most im- 
portant—if not the most important— 
‘roup of household necessities listed in 


(Advertisement) 


your catalog. | realize that you have 
many other items to consider, but con- 
tend that the Star line embracing as it 
does so many items of actual need in 
every home, offers you a greater oppor- 
tunity than most any other line in the 
country. 


We have built up our business by sound 
constructive methods. We are known 
from coast to coast as the most progres- 
sive electrical manufacturers in the 
United States. From the very start we 
have advertised our line in the most in- 
fluential of America’s national mag- 
azines—and today the Star line of elec- 
trical necessities stands in a class by it- 


self. 


Your boss knows these things. He is 
looking for volume sales. He knows 
that the Star line is one of the easiest in 
the country to sell because of its popu- 
larity and, therefore, he naturally ex- 
pects you to sell a lot of Star products. 


Your viewpoint on this matter is in- 
tensely interesting to me. I should like 
very much to hear from you and want 
you to feel at all times that we stand 
ready to give you our closest coopera- 
tion. B. G. Peck, Sales Manager, Fitz- 
gerald Mfg. Co., Torrington, Conn. 
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Ward Harrison Elected Presi- 
dent of I. E. S. 

The Illuminating Engineering So- 
ciety has announced that the follow- 
ing will be the officers of the organ- 
ization for the fiscal year beginning 
Oct. 1, 1922: President, Ward Har- 
rison; junior past-presidents, George 
H. Harries and George S. Crampton; 
vice-presidents, F. M. Feiker, Wil- 
liam J. Drisko, Otis L. Johnson and 
G. Bertram Regar; general secretary, 
Samuel G. Hibben; treasurer, Louis 
B. Marks; directors, F. C. Caldwell, 
A. D. Curtis, P. S. Millar, Adolph 
Hertz, Walton Forstall, Frank S. 
Price, F. R. Barnitz, Clarence L. 
Law and A. L. Powell; section chair- 
men, New York, A. L. Powell; New 
England, Roy R. Burnham; Philadel- 
phia, Howard Lyon; Chicago, A. L. 
Arenberg; section New 
York, James E. Buckley; New Eng- 
land, C. A. Strong; Philadelphia, H. 
Calvert; Chicago, F. A. Rogers. 


* * * 


secretaries, 


Big Generator Installation 

Two 65,000 kv-a. 12,000-volt ver- 
tical water-wheel generators, the larg- 
est ever built, are being made by the 
General Electric Co. for the Niagara 
Falls Power Co., to be installed in the 
latter's power house No. 3 at Niagara 
Falls. These generators will be driven 
by 70,000-hp. I. P. Morris hydraulic 
turbines. Each generator will be 35 
ft. in diameter, 26 ft. high, and will 
weigh about 700 tons. 


Power Club Takes Up Stand- 
ardization 


At a meeting of the Electric Power 
Club in Hot Springs, Va., early in 
June, it was recommended that a 
committee be appointed to again take 
up the question of temperature rating 
of motors and to attempt to work out 
an agreeable single standard of rat- 
ing such as 40 deg. without over-load 
rating or any other single standard 
basis. The report of the transformer 
section showed the adoption of trans- 
former voltage standards from 44,000 





io 220,000 primary and 6,600, 11,000 
und 13,200 secondary. Progress also 
was reported in the standardization of 
electric tools, a committee reporting 
the draft of a set of standards cover- 
ing electric tool specifications and 
standard sizes. 

It was voted to move the headquar- 
ters of the club from St. Louis to 
Cleveland. 


* * * 


Small Motors in Demand 

A much more lively demand for all 
stock sizes of motors 2 hp. and smaller 
has been in evidence during the past 
few months. Starting when produc- 
tion was necessarily at low ebb, the 
demand has grown in volume faster 
than production could be accelerated. 

As a result, temporary shortages of 

some types of motors have made them- 

selves apparent. 
* * #* 

Issue Booklets to Aid “Elec- 
trify America” Movement 
The Joint Committee for Business 

Development, which is in charge of the 

“Electrify America” movement in- 

augurated by the National Electric 

Light Association, has published a 

series of five guide books covering 

“Organization,” “Lighting,” ‘Appli- 

“Wiring” and “Industrial 

These books are designed 


ances,” 
Power.” 





JOINT COMMITTEE for BUSINESS DEVELOPMENT 
Representing 


lect ty Electrical Jobbers 
Elect Dealers Elect Manufacturers 
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ORGANIZATION 





















Chart Showing Organization for the 
“Electrify America’? Movement. 


IGEST OF THE NEW 


, 


for use by local electrical organiza- 
tions in different communities to stim- 
ulate better and greater use of electric 
service. 

The committee, which is composed 
of 30 men representing all branches 
of the industry, has announced that 
its working plan calls for constant and 
steady development of all phases of 
the commercial end of the electrical 


. business and it is proposed that this 


work be continued over an indefinite 
pericd rather than to make it a “cam- 
paign” or “drive.” Headquarters 
have been established at 29 West 39th 
street, New York City. 

* * # 


To Install Mercury Turbine 


The first commercial mercury boiler 
and turbine plant in the world is be- 
ing installed by the Hartford (Conn. ) 
Electric Light Co. at its Dutch Poin! 
generating station. The 
2000 kv-a. capacity, and is of General 
Electric manufacture. 
are being provided to analyze its per- 
formance. The _ turbo-generator is 
mounted on top of an oil-fired mercury 
boiler containing a charge of about 
30,000 lb. of mercury, the vapor from 
which operates the turbine at a rather 
low pressure. The exhausts from the 
mercury turbine produces steam in a 
modified water boiler and this steam 
will be introduced into the steam lines 
of the plant. 


unit is of 


Arrangements 


* * * 


Changes in General Electric 
Personnel 

J. G. Barry, sales manager of the 
General Electric Co. since 1917, and 
manager of its railway department for 
many years, and A. H. Jackson, of tlic 
law department, were recently elected 
vice-presidents of the company. Mr. 
Barry has been connected with tlic 
General Electric and Thomson-Houws- 
ton companies for 32 years, 
first employed in the production ¢- 
partment of the latter company i 
1890. A year later he was tra’ 
ferred to the construction departme:t 
cf the Boston office and in 1894 «) 
tered the department «t 


being 


railway 
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The glow of the radiant heater, a comforting 
accessory in present day electrical homes is an- 
cther service relying upon dependable wire. 
Dependable wire up to the convenience outlet in 
the baseboard is the responsibility of the wireman. 
Reliable heater cord from the outlet to the appli- 
ance should be provided by the dealer. Good 
heater cord stands the hardships of this service 
without calling attention to itself through failures. 
Other kinds of heater cord may last long enough 
to be worth the price, and then again, they may 
not. 


PARANITE heater cord is especially made for 
this service. The conductor is of No. 34 copper, 
where the average other cord is of No. 30. 
PARANITE is made in several sizes and with any 
desired covering. Be sure of the service from your 


heater cord by using the PARANITE standard. 


Indiana Rubber & Insulated Wire Co. 


Chicago Office, 210 South Desplaines St. 


Jonesboro, Indiana 


New York, The Thomas & Betts Co., 63 Vesey St. 


“7s PARANITE ::: xo 














THE JOBBER'SfRJSALESMAN 











Yes, you'll find them anywhere along the Pacific Coast—the salesmen for the Pacific 
States Electric Co—and these are the boys that make Portland their headquarters. 


George A. Boring, local manager, is third from the left. 


Hal Drew is still smiling 


over the way he cleaned up with the rollicking dominoes the night before. 





Schenectady, following the organiza- 
tion of the General Electric Co. Mr. 
Barry worked up to the position of 
assistant manager of this department 
in three years, and in 1907 was ap- 
pointed manager, in which position he 
exerted a marked influence on many 
aspects of the company’s sales prob- 
lems and policies. His success in this 
department led to his appointment in 
1917 as general sales manager, and to 
his present promotion to vice-presi- 
dent. 

Announcement has also been made 
of the appointment of Walter S. Goll 
as manager of the Fort Wayne (Ind.) 
Works of the General Electric Co. to 
succeed F. S. Hunting, recently re- 
signed. Mr. Goll was born in St. 
Louis, and was graduated from Sibley 
College, Cornell University, as a me- 
The same 
year he entered the service of the St. 
Louis & Suburban Electric Railway 
Co. In April, 1897, he became con- 
nected with the railway engineering 
department of the General Electric 
Co. at Schenectady, and since that 
time has been associated with G-E 
interests. In October, 1918, he was 
appointed assistant general manager 
of Fort Wayne Works, from which po- 


sition he was recently promoted. 
a * * 


Credit Managers in Position to 
Help Dealers 


In explaining how the credit man- 


chanical engineer in 1896. 


ager of electrical supply houses can 
assist contractor-dealers in the solu- 
tion of their financial problems, Ken- 
neth McIntyre, of the Society for 
Electrical Development, told delegates 





at the third annual convention of the 
National Electrical Credit Association, 
held in Detroit, that the granting of 
lose credits is injuriously affecting the 
entire electrical industry. He said 
that lack of capital as well as mis- 
taken buying policies are oftentimes 
the direct result of a lack of business 
training, and that credit managers can 
render assistance to such dealers by 
establishing themselves on cordial re- 
lations so that their advice will be 
welcomed and put into practice. Other 
addresses at the convention included 
“Creative Credit Management,” by M. 


C. Barrell, Western Electric Co., Bo,- 
ton, and “Comparative Financi:! 
Statements and Their Value as , 
Basis for Credit,” by F. A. Ferguson, 
Westinghouse Electric & Manufactur- 
ing Co., Chicago. 

Clarence Kaeber, credit manager of 
the Electric Storage Battery Cv.. 
Philadelphia, was elected president of 
the association, and S. B. Anderson, 
of the Pacific States Electric Co., San 
Francisco, was elected vice-president 
Frederic P. Vose was re-elected sec- 


retary-treasurer. 
* * 


Booklet on “Home Electric” 

The Society for Electrical Devel- 
opment is preparing for issuance in 
July a booklet on “Organizing and 
Exhibiting the Electric Home.” It 
will be well illustrated and contain 
64 pages. The subject will be treated 
in several sections under the follow- 
ing heads: Foreword; historical fore- 
word; value of an electric home ex 
hibition; starting an electric home 
campaign; organizing an_ electric 
home; financing the home; securing 
the home; arranging for wiring, ap- 
pliances, decorating and furnishings; 
advertising and publicity; exhibiting 
the home. 

The usual number of copies of this 
booklet will be distributed to members 
of the Society, who can also obtain 
extra copies at cost. The booklet will 
also be available to non-members. 








Witness one of the livest bunch of electrical salesmen in the vicinity of Detroit 
and the place where you can usually find them congregating on Saturday morn'n:. 
The place is the A. T. Knowlson Co., Detroit, and the “go-getters” are (left to right): 
O. G. Landon, A. T. Knowlson Co.; Gordon Robinson, district representat!<. 
Bussmann Manufacturing Co.; Mr. Olcott, district representative, Tubular Woven 
Fabric Co., John Georgi, assistant sales manager, A. T. Knowlson Co.; J. Caldwe'l. 
A. T. Knowlson Co.; F, G. Lafferty, vice-president, A. T. Knowlson Co., A. Deve! 
and John Pearson, manufacturers’ representatives; C. J. Henry, district representat!: °. 
Arrow Electric Co., and last, but not least, F. J. Lamar, A. T. Knowlson ©». 
originator of a new ramification of poker known as “Lamar’s Special” (not an 


cream sundae). 
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Light cuts costs— 
hast 


mecuns lower Prmes to row 








Here’s the third gun 


in the Store Lighting Campaign— 
in The Saturday Evening Post of July 22 


F YOU have started your store 
lighting campaign, this page 
will help you sell more prospects. 


If you are just starting, it will 
prepare the merchants in your 
vicinity for your first calls. 


The Store Lighting Sales Portfolio 
suggests how you may take full 
advantage of this adver- 
tisement and the others 
which have gone before. 
Edison Mazpa Lamp 
Agents everywhere re- 


port that with the aid of the na- 
tional magazine advertising, the 
Sales Portfolio and the special 
Agent helps, they are bringing in 
new and profitable business dur- 
ing what is ordinarily the slack 
season of the year. 


And here’s some more interesting 
news. The back cover of The Ladies’ 
Home Journal for August will carry 
a four color advertisement of Edison 
Mazpa Lamps for home lighting. The 
illustration is by Norman Rockwell. 
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Broadcasting the Gospel 
of Complete Wiring 


The comfort and convenience of complete wiring 
of the home are being pointed out tohome owners, 
builders and renters throughout the country this 
year by the General Electric Company in a broad 
educational campaign. This campaign, designed 
to reach all classes of your potential market, will 
be one big factor in maintaining and increasing 
summer wiring business. 


Popular magazines totalling in circulation over 
two million—which ordinarily means_ several 
times that number of readers—will tell the gen- 
eral public what complete electrical convenience 
means in terms of comfort and lessened house- 
hold labor. 


Architects and builders, also, will be informed 
and their co-operation secured by advertising 
along the same lines in their favorite publications. 
Thus is the way paved for electrical contractors’ 
local sales effort. 


ap = | 
me lectric 


General Office C. Sales Offices in 
Schenectady, NY. © mip an y all large cities _,,.,.., 


§-12-22 
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Which Means More Wiring Sales 
for the Contractor Who Sells 


The sales effort ofevery individual contractor 
will constitute the other big factor in main- 
taining summer sales. For G-E national 
advertising will be doubly effective if fol- 
lowed by active sales work. 


No amount of national advertising can suc- 
ceed in the absence of local sales effort. 
Advertise complete wiring, talk complete 
wiring, SELL complete wiring. This is the 
way —the best way—to get cash returns. 


The ultimate purpose of G-E publicity this 
year is to secure for theelectrical contractor 
and his job the same consideration that is 
given to the plumber and the fixtures that 
heinstalls. The electrical part of the home 
must occupy its rightful place in the plans. 
Theunited constructive effortofwide awake 
electrical contractors will put it there. G-E 
advertising will help. 





saealore Com 5 a ny 




















G-E Tumbler Switch 





G-E Twin Convenience Outlet 


“lectric 


Sales Offices in gins 
all large cities 
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You Cannot Go Wrong 


wa =~ CMr. Salesman 


a 


If you will use the “SELFBLO” as a 
leader in trying for the prizes offered 
in the “Sell "Em Something More’’ let- 
ter contest. 


We Will Pay $50.00 


for the best 3 letters to US describing 
how you used the “SELFBLO” in get- 
ting the dealer to ‘Sell "Em Something 


More.” 


Your dealer can sell a “SELFBLO” on 
top of almost any kind of a sale. You 
show him how. Write us how you did 
it and be in line for a prize. 











Size overall 274x514 It Blows Itself in 20 seconds. 
A Flame that will run any solder. 


The best “‘attention getter’’ you can carry. 


Ist Prize $25.00; 2nd Prize $15.00, 3rd Prize 
$10.00. 


Time limit Aug. 31st. Letters to be sent to 
US. Same letters may be entered in ‘‘Jobber’s 
Salesman”’ contest if desired. 






Southern Rep. Middle West. Rep. 
Wetherbee Bros., L. W. Stewart 
1405 Englewood Sales Co., 
Ave., 327 Dixie Term. 
Dallas, Texas Cincinnati, Ohio 


Western Coast Rep. 
Graf Sales Co., 304-310 ‘Williams Bldg. 
San Francisco, Calif. 


Hunt-Lasher Co., Inc. 
LYNN, MASS. 


Successors to the good will, trade names, trade marks, formulae, etc., of 


the Federal Mfg. Co., Inc., of Boston, Mass. 














| S. E. D. Elects New Directors 


At the semi-annual meeting of th 
board of directors of the Society fo. 
Electrical Development, held May 20. 
the following new directors wer. 
elected : 

Representing Manufacturers: R. (. 
Lanphier, vice-president and, genera! 
manager, Sangamo Electric Co. 
Springfield, Ill., for one year to fill 
the unexpired term of W. D. Steele. 
resigned. 

Representing Contractors: Walter 
H. Morton, secretary, Sanborn Elec 
tric Co., Indianapolis, Ind., for four 
years, to fill the unexpired term of 
A. Penn Denton, resigned. 

Representative At Largé> Howard 
Ehrlich, president, Electrical Trade 
Publishing Co., Chicago, for one year. 
to fill the unexpired term of Charles 
W. Price, who resigned as a director 
in the “at large” group. 

Representing Affiliated Group: 
Charles W. Price, for four years as 
the first director in the newly created 
“affiliated group.” 

The board also ratified the previous 
action of the executive committee in 
accepting the resignation of L. A. Os- 
borne, as a director in the manufac 
turer’s group and the election of Cal- 
vert Townley, assistant to the presi 
dent, Westinghouse Electric & Manu 
facturing Co., to fill the unexpired 
balance of Mr. Osborne’s term of of 
fice, two years. 

W. W. Freeman was re-elected 
president of the Society and the same 
five vice-presidents were also elected 
for the coming years. In accordance 
with the by-laws the seniority of th« 
vice-presidents was decided by lot, as 
follows: First vice-president, J. F. 
Montague; second vice-president, J 
R. Strong; third vice-president, A. 
W. Burchard; fourth vice-president, 
Fred Bissell; fifth vice-president, J. 
R. Crouse. The present executiv: 
committee was re-elected with the sub 
stitution of Calvert Townley for W. 
D. Steele and Walter H. Morton for 
Fred B. Adam. 


* * * 


“Forty-Niner” Party 

On May 27 an electrical “fort; 
niner” party was held under the au 
spices of the Rocky Mountain Ele: 
trical Co-operative League at Sal 
Lake City. Nearly 800 persons wer: 
present, representing all branches 0’ 
the industry in Salt Lake and nearb 
cities. 
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John H. Bauer 7 Bauer & Company, Electrical Contractors. Buck & Sheldon, Specifying Engineers 


“We saved $548.08 by using Wiremold Conduit and 
Fittings for this installation in the new Goodyear 
Plant at Middletown, Conn.” — Bauer & COMPANY 


HE cost of this job if the usual practice had been followed would have 
been $1,538.73. The cost complete with Wiremold Conduit and Fittings 
and the necessary iron conduit for risers was only $990.65. 


With iron conduit for feeders and risers, in combination with Wiremold Conduit 
for final circuits, Mr. Bauer saved time, labor, and cut the cost of materials. 


Wiremold Conduit is the surface raceway that is generally used where speed and 
economy of installation, neatness in appearance and low cost of materials 
are essential. Its use often means just the difference between making 
a profit on a close price and breaking even or actually losing money. 
This advertisement runs in the July electrical magazines. 
It makes it easier for you to sell Wiremold Conduit be- 


cause it proves conclusively that Wiremold is the eco- 
nomical conduit as well as the really satisfactory conduit. 


THE AMERICAN WIREMOLD CO. Hartrorp, Conn. 


WIREMOLD 


CONDUIT 
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Only 2% 


Replacements 


Annum 


for All Causes 


That’s one record of 
Hemingray Glass Insula- 
tors. 


It is but one of many facts 
which a questionnaire to 
Hemingray users brought 
out. Hemingray Glass In- 
sulators have a long and 
successful record of service 
on Medium Voltage Power 
Lines ranging from 6,600 to 
33,000 volts. This record 
covering a period of more 
than 25 years is the best pos- 
sible proof of their practical 
efficiency. 


Bulletin No. 1 tells in de- 
tail the many advantages of 
Glass Insulators. Upon re- 
quest a copy will be 
promptly forwarded. 


HEMINGRAY GLASS 


COMPANY 


MUNCIE, INDIANA, 
wu. & A. 




















Joins S. E. D. Staff 


Announcement has been made 6; 
the appointment of W. M. Ro 
borough as a member of the field fore. 
of the Society for Electrical Develo) 
ment. He will devote his time to 
questions concerning illumination, co 
operating with central-station light 
ing departments, lamp, fixture and 
glassware manufacturers, jobbers. 
fixture dealers and contractors. Mr. 
Rosborough is a graduate of a tech 
nical school of South Carolina and 
for eight years has been with the 
National Lamp Works of Gener:! 
Electric Co. 

* x * 


When a Feller Gets a Thrill 


You start out in the morning chuck 
full of “wim and wigger.” 
The first icicle you bump into, hands 


you, “Nothing doin’, I don’t want any 


electrical goods today.” 

You go through your motions al! 
day without getting a glad hand. 

At four you drop into Jones’ store 
more to cool off in front of a fan than 
anything else, feeling three shades 
bluer than navy. 

And then, Oh, Boy! just about 
quittin’ time old Jonesie flings down 
his John Hancock on the biggest or 
der you've bagged that month. Oh. 
Sweet Thrills !—The Live Wire. 




















If M. G. (Gil) Gilbert, salesman for i 
Electric Railway & Manufacturers Supp! 
Co., San Francisco, gets behind his ord 
pad and pencil the way he does in fro! 
of the ball he must have writer’s cram), 
because whenever the ball is hit betwe: 
second and third base Gil is always the: 
to give it a reception. 
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Jobbers’ Salesmen: 


Have you told your dealers about this 
Clearsite Counter Stand? It is very 
simple and quick to adjust, attractive- 
ly colored, effective in showing the 
Clearsite construction, and assures 
quick, easy sales. Have thern write 
us for one TODAY. 








The ten sound, sure-selling arguments:-- 


1—Easily inspected; capacity plainly visible. 
2—Small, strong, clear window permanently attached. 
3—Link melts immediately under the window. 
4—Economy “‘drop-out’’ link used exclusively. 

5— Insulation cap has fluted grip. 

6—Screw shell is securely fastened. 

7—Breakage eliminated in handling or use. 
8—Lighter weight minimizes freight costs. 

9—Priced right to jobber and consumer. 


10—Packed in usual standard carton quantities and in 
attractively colored retail packages. 
















Shows When It Blows 





















Economy Fuse & Mfg. Co., Chicago, U.S.A. 


SALES OFFICES IN PRINCIPAL CITIES 
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Wit You T-Orr Or- 


Will work or play occupy most of your time this 
Summer? This question is asked merely to re- 
mind jobber’s salesfellows that the summer 
months can be made the most profitable time of 
the year for them. 












This country is cursed with a tradition that dur- 
ing summer “‘business is poor.’ Tradition once 
said that the world was flat, but you know what 
happened to that theory. Make July and 
August your biggest months this year—we will 
show you how to do it with “The New Do- 
manco.”’ ! 
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The Vea No-Burn-Out Heating Ele- 
ment during the Panama-Pacific 
Exposition was attached continu- 
ously from the opening to the 
closing day, eleven months, or 

the equivalent of 25 years of 
ordinary house use. 


VEA Ae 
NO: <: 
HEATING ELEMENT 
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“CasHIN’ Tus SUMMER? 


You would not pass up a sure thing at the Horse 
Races, certainly not! You havea sure thing this 
summer by wagering your time against in- 
creased earnings. Don't pass up this chance. 


The average salesfellow will not be hustling dur- 
ing the warm days of July and August—place 
yourself above the average. Dig in, and go after 
one of the cash prizes offered by THE JOB- 
BER’S SALESMAN. You can't lose, even if 
you don’t win a prize, for the extra effort you 
make will be rewarded by additional orders. 


$100.00 For The Best Letters 


THE JOBBER’S SALESMAN is offering three prizes 
($50, $30 and $20) for the best “Sell ‘Em Something 
More” letters sent in by salesmen. You can show your 
dealers how to sell ‘“‘Domanco” irons and win one of 
these prizes. 





















Features that Sell “DOMANCOS” 


Popular priced, backed up with quality and 
performance, equal to any electric iron, re- 
gardless of price. The New Domanco is 
now $5. 

The Vea Heating Element will not burn out; 
and we agree, if by any chance one should 
burn out, to replace the iron without cost. 
Profitable to handle—giving both the job- 
ber and retailer a good margin. 


Remember, too, we're helping to build up 
a real ‘‘dealer demand”’ by our advertising to 
30,000 electrical dealers, every month. 

If you decide to ‘cash in” this Summer, 
write or wire today for a sample and full de- 
tails. We offer all the cooperation possible. 


DOVER MANUFACTURING CO. 


DOVER, OHIO 


CENTRAL WESTERN REPRESENTATIVES: 


THE STANDARD ELECTRIC SALES CO., 105 W. Monroe St., Chicago, IIl. 


DOMANCO 
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| Volume in Selling Appli- 

ances 

’ i ‘ | (Continued from page 8) 
he DUN N Analyzing the foregoing, we find 

that the house-to-house salesman is 

absolutely necessary to move the major 

































is an easy one to acquire. But like all good appliances. We find that the dealer 
: Soa a is unable to secure and hold this sales- 
habits Duncan Watthour Meters must man; that on top of this the dealer has 


not the finances necessary to do a 
volume of appliance business. Now, 
what is the answer to this? As we sev 
it, and as we have definitely proved 
to the satisfaction of many of our 
jobbers doing tremendous volume of 
business in our appliances, it is retail 
operation of house-to-house men work- 
ing for the jobber and operating 
throughout the entire territory that he 
controls, co-operating with the dealers 
in that territory. 

We have practically every one of 
| our thirty-odd distributers in the 
| United States sold on this method of 
operation at the present writing, but 
it has taken us a long time to get 
them all in harmony with our view 
point. Today the jobbers who years 
ago were strongest for a “wholesale 


, , only”’ policy are the most enthusiastic 
Jobbers’ Salesmen are the logical. sponsors eee eet GA eels appli 


for this important and profitable job. Get _ ance business. 

“6 ” | The plan is simply this: The 
 aataeel trade to try Duncan once and you jobber must absolutely divorce his 
will need to extend little effort to keep the re- major appliance business—cleaners, 
orders coming in. 


- first be introduced. 








washers and ironers—from his supply 
business, and set this up on an inde- 
pendent footing, just the same as a 


“Duncan” has manufactured meters for distributer would who was organized 
merely to secure appliance business, 
more than twenty years. He knows how, and had no other interest at stake. 


and furthermore, has done a big job of ad- Our plan is for the jobber to set 
tisi th f tt es t up such an independent department 
VErUSIng Ue TACt LO YOU PEcepecuve CUsior with a man at the head who absolutely 
ers. Your,trade knows about them. Your knows the house-to-house selling pro 
. . sé 9 . f i it exi : ry imself 
job is to start the “Duncan” habit. A eS 
“' a : : grown up in this business from a retail 
Duncan” buyer is a satisfied customer. Get salesman. This man then employs 


commission salesmen, educates them 
‘ | in the mechanical points of our ap 
being placed. pliances and sends them out into the 
territory to sell at retail in the various 
cities, selling on the jobber’s paper. 

the jobber carrying the account and 
DUNCAN ELECTRIC MFG. CO. financing this business, and the dealer 
securing a percentage on this busines: 
Lafayette, Ind. ~“ the use of his store, his name and 

is good-will. 

Under this plan the jobber docs 
Manufacturers of Meters for more than 20 Years. not eliminate the dealer when th: 
jobber develops a retail selling organi 
zation. Instead, he gives the dealer 
the finest sort of co-operation he ca’ 


your share of the big meter business now 
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A Sales Manager Who Builds 


Business for the Future 


L. F. STAHL, Sales Manager of the Indianapolis 
Electric Supply Company, believes in building busi- 
ness on staple merchandise. He is lookin? beyond the 
fickle demand of fad and fancy and builds for perma- 
nent profit, prestige and %ood will. 


Mr. Stahl foresaw a steadily increasing, demand 
for ILG Ventilating, Fans. The Indianapolis Electric 
Supply Company is profiting, by his vision. Today 
this company stocks ILG Fans in all sizes — and Mr. 


Stahl has an ILGAIR installed in the kitchen of his 


home. 


Prompted by public welfare, promoted by the 
300d health appeal, and stimulated by national adver- 
tising, the demand for ILG Fans is reaching, every 
town and city on the map. Mr. Stahl realizes— “It’s 
a proposition with a future”’. 


See the ILG Window Display — learn about 


our national advertisin?, program and 
co-operative dealer sales policy. Send 
tor a copy of ILG TELL TALES — a 
24-page illustrated book that tells the 
whole story — it’s free upon request. 
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THE ILG IS THE ONLY VENTILA- 
TING FAN MADE WITH A FULLY 
ENCLOSED SELF COOLED MOTOR. 


FOR OFFICES - STORES: 


FACTORIES « PUBLIC BUILDINGS ° 
RESTAURANTS: THEATRES: HOUSES Etc - 


‘LG ELECTRIC VENTILATING CO?2854 N.crawrorD Ave. CHICAGO 
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Avoid the 


Summer Slump 


Fan sales will help prevent a summer 
slump for many a jobber and dealer. The 
fan business served last year to carry 
the trade through the depth of the 
business depression. 


Business in almost every line has 
shown a steady acceleration since the 
first of January. 


The president of an internationally 
known manufacturing company is quoted as 
saying "This coming summer is the most 
important one for business in the last 
fifteen or twenty years". It is pointed 
out that business has been gradually 
gaining momentum after two years of de- 
pression, and @ summer slump might mean 
the loss of all that has been gained. 
Everyone is urged to keep on selling and 
to increase sales, if possible, by re- 
doubled effort. 


Let everyone engaged in electrical 
merchandising sell fans and more fans this 
month. With average weather conditions, 
extra sales efforts on fans will be well 
repaid and any summer slump which may be 
at hand can be averted. 


The Emerson Electric Mfg. Co. 


St. Louis New York 

















get. The jobber goes to a dealer 
who has been doing an insignificaitt 
business in major appliances, becaus: 
of the reasons outlined above, and 
places trained salesmen in the city to 
operate out of the dealer’s store, can 
vassing every home in the community, 
advising housewives that the John 
Jones Electric Co. is the livest electri 
cal concern in the city, and, incident- 
ally, endeavoring to get a demonstra 
tion on the particular product that lhe 
is selling. He brings in a volume of 
business that on a percentage basis 
only, with no expense attached to it, 
is very profitable to the dealer. 

This means that the jobber builds 
up a big organization of retail sales 
men that are in his employ—not in the 
dealer’s employ—who can be moved 
about a city or from town to town, as 
circumstances warrant, in order to 
keep the men satisfied, to go out and 
build up a volume of business for the 
distributor and manufacturer at « 
profit to a dealer who previously was 
making but little profit out of the ap- 
pliance business. 

Now the first question you will ask 
is: “How can the distributer hold 
these retail salesmen in his organiza- 
tion when the dealer cannot?” The 
reason is very simple. The jobber 
has the opportunity of doing a tre 
mendous volume of business in his en 

















Either Elliott Reid, sales manager of th 
Westinghouse Lamp Co., New York City. 
has a keen sense of humor or he’s one 0! 
those optimistic golfers that always think 
the next round will be their best. That's 
just like a salesman; always looking on 
the bright side, 





























W. J. GRIFFITH 
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NATIONAL 
MAZDA 


























This is one of a series of advertisements 

. written by men in the field who know best the 
+ 

We Build Business way to Build Their Business Around Lighting, 


and whom experience has taught that such 


e o 
NATIONAL LAMP WORKS 
A round Lighting pe soa ; business building is extremely profitable. 


ALE 


NATIONAL MAZDA LAMPS 
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NEW PRICES 


AND 


LARGER PROFITS 


Hartford _ Switches 


Effective as of July 1, 1922, new prices and 
discounts will prevail on Hartford Time 
Switches. 


This new price and discount schedule has been 
arranged so as to provide a larger margin of 
profit for you. 


It also provides for better profit to the Con- 
tractor-Dealer. 


Remember Hartford Time Switches have been 
standard practice with Electrical Jobbers, 
Contractors and Central Stations for a quar- 
ter of a century. 


They are generally regarded as the most prac- 
tical, and the best automatic time switches 
made. 


There is a Hartford Time Switch of just the 
right type and just the right capacity for prac- 
tically every time switch purpose. 


Every Contractor-Dealer, every Central Sta- 
tion, every store keeper is a prospective Hart- 
ford Time Switch customer. 


Shipments within 24 hours are being made 
from stock of types and capacities that consti- 
tute 95% of the time switch demand. 


A. HALL BERRY 


71-73 Murray Street, New York 
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tire territory. He can use methods of 
organization, methods of educating, 
methods of holding these salesmen, 
and tying them close to his organiza- 
tion that the dealer cannot afford to 
employ. 

In addition to this, a jobber has the 
one important thing to hold before 
the salesman continually which thie 
dealer has not, and that is oppor- 
tunity. In an organization of 1,000 
men, such as we have in one terri- 
tory at the present time, there are 
opportunities for retail salesmen to 
advance that are concrete, and tliat 
are actually wonderful opportunitivs. 

It takes a high calibre man, a real 
organizer, and a real businessman to 
handle the entire business that an or- 
ganization of 1,000 men will produce. 
As this organization grows, there must 
be field managers, sub-branch man 
agers, etc. These positions pay well, 
and they are the incentive for welding 
the organization together and keeping 
the men on their toes. 

In addition to this, we have schools 
organized at the different distributing 
points where the new men come in and 
learn the mechanism and selling points 














Most drink mixers have an electric 1\0- 
tor as an integral part, but here we fine a 
motorless drink mixer that is reputed (0 
be perfectly reliable. He (not an “i'’) 
is Cleveland McClean, porter for the E!+¢- 
tric Appliance Co. of New Orleans «nd 
official drink mixer for Billy Low wen 
he visits his southern house. He can mix 
anything from an orangeade to a—)ut 
that is dead language and likewise }'0 
hibited. 
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The New C-H 
Toggle Switch’ 





Now Ready For 


The C-H Flush Toggle Switch 
with characteristic C-H snappy, 
positive mechanism is now in pro- 
duction with a steady shipment to 
supply jobbers in all parts of the 
country. 


In the C-H Toggle Switch, the con- 
tacts are moved directly by the operating 
arm. Positive breaking does not rely on 





















Your Lighting Circuits 


any spring action, since the spring snaps 
the moving contact away after it is dis- 
engaged from the heavy brass stationary 
contacts. 


The wiping action and double con- 
tact increase the life of the switch. 


The depth of the switch is only 7 in. 
C-H Cat. No. 7207 is the Single Pole Type. 
C-H Cat. No. 7209 is the 3-point Type. 
(Same plate for both switches Cat. No. 7217) 


Manufactured by 
THE CUTLER-HAMMER MFG. CO. 
Switch and Specialty Department 


: Milwaukee, Wis. 
Offices and Agents in Principal Cities 
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ggle Switches 
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Beardslee Home Lighting 
Fixtures are appropriate for 
the modest home and espe- 
cially for those people to 
whom quality is paramount, 
but who must keep their pur- 
chases well within certain 
limits. The exterior metal 
parts of these fixtures are 
all made of heavy gauge 
brass which will not rust 
and fall apart. The char- 
acteristic design and orna- 
mentation of these fixtures 
were selected for, their 
artistic merit and_ their 
ability to harmonize well 
with the average home treat- 
ment. The finish, a genuine 
antique sand blast with pol- 
ished high lights retains its 
lustre indefinitely and_ will 
always look pleasing. 
Hundreds of dealers are selling 
these fixtures and more than 
fifty jobbers carry them in 
stock. Shall we send a copy of 
the C-1 catalog showing the 
full line and give you sales 
making particulars? 





Jobbers and Their Salesmen. Above is one of a series of advertisements appearing 


iu Electrical Merchandising, Electrical Record, 


National Electragist and on the 


back covers of BEARDSLEE TALKS (our own 16-page monthly magazine which 
is sent to more than 25,000 dealers, jobbers and architects). These ads are steadily 


increasing the sale of Beardslee Home 


Lighting Fixtures, many of which are 


ordered through jobbers and more of which could be. Question the dealers in 


your territory and you will find you are 
easily be yours. Attractive catalogs are 


passing up good business that could 
furnished to jobbers who stock these 


carton-packed, artistic lighting fixtures, and an interesting booklet is now ready 


for them to distribute. 


BEARDSLEE CHANDELIER MFG. CO. 


218 S. Jefferson St. 


Chicago, Ill. 
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of a machine before they go out into 
the territory. Then, we have nationa| 
and local contests affording priz 
money and particular distinction in 
the way of getting into our 100 per 
cent club that furnishes further ince 
tive for these men. The 100 per cent 
club is an organization of 100 per cent 
salesmen who achieve a certain goal 
and are consequently eligible to this 
club, which is national in its scope, 
and which gives each member a lape| 
button to wear and an insurance policy, 
on their life up to $1,000. 


Such organization work for the job 


‘ber means a big stock of consigned 


cleaners all over the territory for the 
retail men to work with. Whether this 
is profitable or not or whether it is the 
correct method of operation can best 
be determined by listening to the fa 
vorable comments of  distributers 
throughout the country who are using 
this plan with great success and are 
securing a big volume of business at a 
very substantial profit to themselves. 

This is absolutely the answer to 
volume in appliance business for the 
jobber, and this is the thing that de- 
termines whether a particular jobber 
will succeed in distributing appliances 
or whether he will fall by the wayside, 
and step out in favor of a distributer 
who will properly organize to get the 
business. 


Jobbers who are using this plan are 
meeting with good success. Some of 
these organizations are in their in- 
fancy. Some of them have been oper- 
ating for years. When a jobber be- 
comes sold to the point where he will 
place his resources behind the plan, 
then we will take charge of the organ 
izing of his department. All we ask 
is that the jobber give us the “go 
ahead” signal, and we will then camp 
right on the job to see ‘that his appli- 
ance department is organized and 
placed on a basis that is entirely sat 
isfactory to him. 





Worth Remembering 


It’s today that I am livin’, 
Not a month ago, 

Havin’, losin’, takin’, givin’, 
As time wills it so. 


Yesterday a cloud of sorrow 
Fell across the way; 
It may rain again tomorrow, 
It may rain—but say, 
Ain’t it fine today? 
—Douglas Malloch. 
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731 Plymouth Court 





R. R. Donnelley & Sons Co. have 
something of unusual importance 
for jobbers of electrical supplies 
who are planning to bring out new 
general catalogues for the 1923 sea- 
son and who wish to take advantage 
of the most expert compiling service 
and be represented by the most ef- 
fective catalogues. 


Our layout men will be glad to go 
into the matter in detail with you at 
your office without expense or obli- 
gation. 


R. R. Donnelley & Sons Co. 


Jobbers’ Catalogue Department 
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HY do Forty of the 

Foremost Legitimate 
Jobbers of the Country 
Merchandise Williamson. 
Lighting Fixtures? 


Because the Williamson Policy 
provides 100% Protection to 
Jobber, Dealer and Consumer. 


More than 400 salesmen are daily 
presenting Williamson Lighting 
Fixtures to the trade. 


R. WILLIAMSON & Co. 


NEW YORK CHICAGO SAN FRANCISCO 
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Ldn Lix pression of 
Jobbing Judgment 





ILLIAMSON-made 
Lighting Fixtures are 
carried in stock in large 
quantities in over forty 
different Jobbing Centers. 


R. WILLIAMSON & Co. 


NEW YORK CHICAGO SAN FRANCISCO 
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Every Em- 
eralite has 
this attach- 
ment that con 
verts ordinary 
electric light 
into eye-saving 
daylite. 

Uses stand 
ard Type B 


lamps. 
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Mahker+ of Lighting 
Devices since 1874 


The Lamp That Leads 


EMERALITE is the recognized LEADER of LAMPS 
because it represents conscientious devotion to an ideal 
supported by persistent national publicity. 

The wise dealer knows the danger of substitution and 
identifies himself with leaders—they sell easier, need no 
apologies and please his customers. 


ETES 


Did you ever see a customer 
who was dissatisfied with his pur- 
chase of an Emeralite? PRICE 
will never be a_ substitute for 
VALUE in lamps or anything else. 
Honest merchandise fairly priced 
and nationally advertised de- 
serves boosting. 


There is an Emeralite for every 
location. If you can’t find just 
what you want in the catalog, 
write us. 

See that your dealers display 
Emeralites prominently. 


H. G. McFADDIN & CO. 
37 Warren Street, New| York City 
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That “Something”’ In 
Selling 

(Continued from page 10) 
ing. The story-telling stopped for a 
minute and I could see them all think- 
| ing. Suddenly the youngest looked at 
| the clock, and then jumped out of her 
chair, with ‘Come on, sis, we'd better 
go to bed.’ Not a word was said 
about it being their bedtime. Their 
mother let them sell themselves.” 

My friend, the salesman, knew 
what I was thinking about while he 
was talking. He knew that I was re- 
viewing the battles I had _ gone 
through with to force my little girl to 
go to bed at the correct time. He 
knew that in my home my little gir] 
created an issue at 8 p. m., and that | 
squared away like a pugilist to break 
down her opinion. He knew that by 
| telling this incident he was selling me 
on a happy practice for my own home. 
As an aside, may I say that since | 
awakened I find my little girl tickled 
to death to be sold on right conduct. 
It makes her happy and I actually be- 
lieve that the little midget has sensed 
| the “mouse” and is using it on us. 
| “All right,” he continued, “I’ve 
| 





already given you the secret, but let 
| You'll 
| remember that earlier in the evening 
I asked you how you liked warm-air 
heat and you replied with considerable 
feeling that warm-air heat was abom 
I knew more about the merits 


me come back at you again. 


inable. 
of warm-air heating than you will ever 
What did I do; fly back at 
| you, give you a chance to put up your 
| guard and get ready for battle? No, 
| sir; if you remember, I looked right 
into your eyes and grinned, and you 
_ felt that you had scored and the battle 
_was done. A little later I explained 


know. 





-| how Sam Brown, my neighbor, has a 


unique scheme for taking cold air out 
of the hallways and from around 
windows, how he pulled outside air 
into his furnace and how he forced 
warm washed air into his rooms. If 
you'll remember, I also remarked that 
Brown never had a cold. Then | 
dropped the subject. 

“Honestly, now, old man,” he con 
| tinued, “are you so sure now about 
your opinion of warm-air heat’ 
Haven't you for the last hour been 
secretly unselling yourself on steam 
heat?” 

He was right! 

“Why? Because I didn’t meet your 
issue. I refused to argue. I mig! 
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—Another member of the family of 


DURABILT PRODUCTS 
is now offered to the Trade. 


We plan to have DURAWIRE main- 
tain in its field the same high quality 
held by DURADUCT and DURACORD 
in their respective fields. 


DURAWIRE is made in both regular 
Rubber-covered and Flexible Cords. 


“Durabilt Products 
are Quality Products’’ 


TUBULAR WOVEN FABRIC Co. PAWTUCKET. R. I. 
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It’s a Safe Bet 


That 8 out of the 10 customers on 
whom you call have immediate use for 
some “Unilets.’’ Don’t pass up the op- 
portunity of swelling your monthly 
sales by neglecting to mention “Uni- 
lets” every time you call on a contractor 
or industrial. 


APPLETON products include “‘a fit- 
ting for every requirement.” They are 
nationally known as products of qual- 
ity, built with an engineering experi- 
ence behind them to be conveniently 
and easily installed. 


“Unilets’’ are furnished in either 
Black Enameled or Hot Galvanized fin- 
ish. Other fittings in Black Enameled 
or . Electro-Galvanized, according to 
where they are used. 


You will find in our catalog a fitting 
tq meet the most difficult or unusual 
wiring problem. Get one. 


The Portable Type Reelite is something that 
your customers are looking for. They are an es- 
sential part of the lighting equipment in factories, 
etc., for use around machines and for lighting 
during erection of machinery or repairing. 


The Reelite eliminates the expense of replacing 
cords, for there is no excess cord to be left lying 
on the floor, subject to the deteriorating effect 

“of oil and grease. When thru with Reelite, wire 
can be reeled up out of the way. 


Construction: Reelites are black enameled, Drop 
Cord Type is 514” in diameter with 12 feet of 
approved portable cord. Portable Type is 714” in 
diameter with 25 feet of approved portable cord. 
Either type furnished with cover which can be 

. mounted to 314” or 4” Outlet boxes, 


Appleton Products indude 
“Unilets,’’ Outlet Boxes and Covers, Laundry Fittings, 
Locknuts and Bushings, Meter Terminal Fittings, En- 
trance Fittings, ‘“‘Pagrip’’ Metal Molding and Fittings, 
Conduit Clamps and Hangers, also Switch Boxes. 





PPLETON ELECTRIC COMPANY 


GENERAL OFFICES AND FACTORY: 
1703 Wellington Avenue at Paulina 


CHICAGO 











have proven logically that you wer: 
wrong, but you wouldn’t have liked m. 
for it. Good selling is convincing 
man without offending him. If you 


‘| ean direct his thought so that |i 


thinks he himself has discovered tli 
great truth—he thinks he is even 
smarter than you, and what a great 
and glorious feeling he has for you. 
That's selling! 

“Let’s use this touchstone again. 
We will assume that there’s a man in 
your office organization that blocks 
some of the constructive ideas you are 
trying to put over. You battle with 
him daily. You actually hate him and 
he doesn’t love you. You’re both un 
happy over this unpleasant situation 

“My friend, if this continues from 
now on, youre to blame. You can 
own and control that man’s opinion of 
you—dominate him if you wish 
thus carry out your ideas—if you wil] 
only use a little intelligent selling.” 

What was I thinking while he was 
talking? I was paralleling his illu 
stration with the mental picture of a 
real persoanlity that I do dislike and 


and 











Robinson D. (Bob) Cope, district repre 
sentative for the Landers, Frary & Clark 
Co. of New Britain, Conn., and sometimes 
known as “Reginald,” “Alexander,” 
“Robbo,” and a few other pet monickers. 
is waving a fond farewell to the boys of 
the Matthews Electric Supply Co., Birm- 
ingham, Ala., as he boards a 10-mile-an- 
hour unlimited for New Orleans. If you 
want to learn how to sell “Universal” irons 
just send an S. O. S. for Bob, for he could 
sell a carload of irons on the Island of 
Yap without straining himself in the least 











THE JOBBER’SfA)SALESMAN 





















LEWIS 
| ee ff SAFETY 
~ SWITCHES 


Cat. No. 30222, 60 amp. 2 pole, 





250 volts, single throw Industrial Cc d 
Control Type. Quick-break, posi- _ 
tive-make. Cat. No. 30222 


The Complete Line 


Switches for all 
Requirements 


Backed by a 
Strong 
Jobber s’ 





Policy 

Cat. No. 14211. Service en- 

trance, one, two and four cir- 
Cat. Pte eM ‘ee cuit, adaptable for all meter 
amp. pole, 5 volts, installations, giving access to 
service en trance t , all or branch fuses only. 
adaptable for all meters 
or small motor installa- This is a “dead front’ type 
tions. entrance switch, 


The Lewis Electric Company 


Minerva, Ohio 
Western Sales Office: 431 §. Dearborn St. Chicago, III. 








| 



























THE JOBBER’SfA)SALESMAN 





We'll Help You Win; , | 
the Prize and 
$20 More! 


Stan 


‘UNION | 
RENEWABLE 


NEC .sTO 
Pa s 


AAA 


WN — 7 


If you are competing for that prize offered by 
the Jobber’s Salesman to the men who turn in the 
best stories on extra sales, we'll help you win it 
and, in addition, give you twenty dollars, provided 
“Union” Fuses help you turn the trick. 

Sales volume depends, first of course, upon 
merit, and next upon how well the merit is known 
to the users of the product. 

As to the merit of “Union” Fuses, whether Re- 
newable or Non-Renewable, we don’t have to tell 
you that they stand “ace high.” Most users know 
that, too. But those who are not as yet “sold” on 
the “Union” are fast being converted by our exten- 
sive advertising campaign in, the thirty-five best 
known, most widely read, publications read by 
consumers. 

This advertising is of sound, forceful selling 
value. It is vitalized advertising, quic ck to catch 
the eye, yet subtle and persuasive in the way it 
will affect the men who read it. You can depend 
on it producing the desired results. 


Isn’t it plain to you that you can easily sell more 
fuses of the “Union” kind, backed by our strong 
advertising campaign, than you can sell of fuses of 
questionable value without extensive advertising? 
Why, “Union” Fuses are practically sold before 
you offer them. 


Whether you win or lose the prize, you make 
more money and more friends by selling the 
“Union” line than any other we know of. 


Let us tell you more about them. You may 
have a copy of our new 96-page catalog for the 
asking. 


Don’t forget then, make up your mind to win 
one of the prizes, and we’ll give you twenty 
dollars extra, if “Union’’ Fuses help you 
make the sale. 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch and Outlet Boxes, 

Cutout Bases, Fuse Plugs, Automobile 

Fuses, Renewable and Non-Renewable 
Fuses. 

NEW YORK 
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RENEWABLE & 


NON-RENEWABLE FUSES 
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' would like to control. 





| said, smiling, 
| weapon I’m giving you, unless the end 








a 


In fact, I was 
two steps ahead of him and I had «| 
ready doped out a selling plan to over- 
come the resistance encountered, aid 
he knew, as he talked, that I was 
thinking this—and knew I was selling 
myself. Nice situation, isn’t it, to 
have a man gazing with a searchlighit 
into your innermost thoughts? That's 
selling. 

“Just one warning, my friend,” }« 
“this is a dangerous 


for which you use it is always good. 
It is a beautiful art. It makes living 
an art rather than a disconnected 
hodge-podge of pleasant and unpleas 
ant experiences. You control the ex 
perience — your environment — vou 
iron out other people’s imaginary 
troubles. It transfuses life with di 
rection and intelligence. People like 
to have you use it on them because it 
promotes harmony. 


“How much easier, better and 
pleasanter it is to get acquainted 
with the hotel clerk, to shake hands 
with him, to give him a cigar now and 
then, or even a pleasant smile, even 
though it takes time and _ intelligent 
effort, than it is to wait until he hands 
you a poor room and then fight it out 
with him. He will take pains before 
hand not to hand you the poor room, 
if he’s sold on you. 

“This isn’t a milk and water doc- 
trine of conduct or of selling. I don't 
advocate avoiding obstacles. Go to 
the mat every time, but get such a 
hold on your adversary that you can 
make his own weight throw him. 

“T don’t agree with an article which 
I recently read in one of the popular 
magazines that you should avoid the 
trifling issues and concentrate on the 
larger ones. The charm of personal 
relationship is only as strong as its 
weakest link. Go to the mat on trifles, 
but blind the other fellow so that lhe 
will not recognize the trifle or the en 
counter as a battle. Sell him on his 
own narrow-mindedness and_ inspire 
him to be a bigger man. Be carefu! 
to keep yourself out of the picture !”’ 

“How do you use this in selling 
electrical merchandise?” I asked him 

“Easy. We sell jobbers. It wasn't 
so long ago several of our customer 
were crying for us to take back som: 
of their stock. Cancellations began t: 
come in. Here was a pretty well d 
fined issue: shall we or shall we no! 
take back our merchandise? We d' 
cided that we would not. Did our 
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ETS Scvailed c can now no nels afford to be dado this 
vital business producer, EU, ie 


Gifirst for the increasing 
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WYNKOOP HALLENBECK CRAWFORD CO. 


Compild 4 hab hE TSE Eaton, 
THE coun TCATALOG 
NATION. ST. F Lata : 


* 80 LAFAYETTE STREET NEW YORK CITY 
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MARATHON “ZONE” 
MERCHANDISING CAMPAIGN 


Based on Lowest Prices Ever 
Quoted for Products of Equal 
Merit. Puts New Life Into 


Business. 


Jobbers and Retailers are invited to 
write for details of our local news- 
paper, circular, demonstration and 
window-display campaign on 

Motors—%-H. P. to retail at $13.50 
Grinders with Buff - - 25.00 
Ventilating Fans—18 in. - 37.50 
Ceiling Fans—just out - 42.00 
Other products in proportion. 


Send for circulars and discounts 


MARATHON ELEctRIc MEG. Co. 


36 Island St., Wausau, Wisconsin 

















puen walk in on the jobber and fig 
| with him about it? It we had we 
would have smeared up his place wii i! 
it would have looked like a European 
battlefield. We would have taken our 
dolls and gone home; or more likely, 
the jobber would have kicked us into 
the street, and not only us but all of 
the good-will which we had taken four 
years to build. We dodged the issix, 
turning a deaf ear to the jobber’s com 
plaint, and went into the field and s«/d 
some of his stock for him. Then we 
took the orders and laid them on his 
desk—with a smile. He never men 
tioned cancellation, but he did say, 
and said it so one could hear it over 
_ in New Jersey, that if our men could 
sell that stock right in his own front 
yard ‘he’d be d if his men would 
not have to find a berth somewhere 
else.’ Friend jobber sold himself on 
_ the idea of putting some steam into his 
own organization.” 








People learn how to live by learn- 
ing how to sell away obstacles. It’s 
so much easier and one is so much 
happier if one controls his associates 
by using intelligent direction rather 
than by surrendering to the impulse, 
the instinct or the emotion. In other 
words, goats put down their heads and 
| butt. Don’t be a goat! 























The Los Angeles Electrical Supply ©: 
of Los Angeles may not be the bigge 
electrical supply house on the coast, 
with J. L. Martin at its head it’s sure 
stepping along. “Los Angeles may | 
growing fast, but we’re just a few jum: 
ahead of it,” says Mr. Martin. 
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Taking an Inventory 


By C. A. Smith 
Author of “Hardluck Sam” 

OST jobbers’ salesmen know 

what inventory is, hating it for 

its drudgery, detail and mental strain. 

All are consoled, however, by the final 

result, namely, absolute knowledge of 

what you have, where you got it, how 

much it cost, and whether it is live or 
dead stock. 

How many jobbers’ salesmen take 

regular inventories of themselves— 

their working tools, ideas, plans and 





“‘ Guardians of Electric Service’’ 





5791-5791-A 


Externally Operated 
Entrance Switches 


methods? The salesman is working 


always with one end in view, the sell- 
ing of merchandise for money. The 
greater the results attained, the larger 
are his returns. 

Unless he takes careful stock of 
himself often, he gets into that famous 
“rut.” On the other hand, if he 
checks up on each phase of his work 
and the results, he is bound to pro- 
gress. He finds a leak here, lost 
motion there, faulty records some- 
where else, and discovers some stunts 
and tricks of the trade which have 
outlived their usefulness. 

If he is wise, he cleans house. He 
brings out new arguments, makes use 
of ideas lying idle, widens his field, 
increases his speed, and naturally 
forges ahead. His mind is stimulated 
by the self-analysis, and his morale 
improved by the results. The good 
that comes from his first inventory 
spurs him to repeat it at the proper 
time. Thus is formed the valuable 
habit of never being satisfied, and con- 
stantly striving to better all former 
records. 

Let him ask himself the following 
questions: How can a certain idea be 
used to advantage? Why did such and 
such a deal fall flat? How can he 
improve his approach, methods, 
records or plans? Is there anything 
lacking in equipment? Is the work 
hindered by any handicap or health, 
state of mind, or lack of co-operation? 

Having found the obstacles, he will 
devise and perfect a logical, con- 
structive line of action in each case 
which will mean more business, 
prestige and good-will for himself and 


lis firm, with less effort and strain. | 
'f the jobber’s salesman will ask | 
himself the foregoing questions, and 

| 


never stop until the correct answers 


re found, he can travel the heights | 


without fear of the valleys. Get the 
sclf-inventory habit. It’s sure fire. 


Big 10% Reduction 


One, if not the best bet, on the entire safe- 
ty switch line is house and apartment entrance 
work with meters. In every jobber’s territory 
from one end of the country to the other, 
city after city, lighting company after lighting 
company is insisting upon externally operated 
switches. 


Every jobber’s salesman with a punch has 
a sale for entrance switches. There is no en- 
trance switch quite like the “Circle T”’ with its 
quick break attachment, ample wiring room, 
large assortment of knockouts, and excellent 
finish of the box which is made from Armco 


Ingot lron. 


WITH THIS ADDED 10% RE- 
DUCTION this switch is right down in 


price to material of far less value. 


If sales departments will sell close 
and energize vigorously, a very rapid 
turnover on this line can be accom- 
pilshed. It is being accomplished, and 
scores of jobbers playing the game. 


Our Bulletin No. 51 gives full detail 
“k of this and complete line represent- 
me--ingS one of the largest 30 amp. — 
“| switch assortments on the market. with Maser ‘Tien 





The Trumbull Electric Mfg. Co. 


Plainville, Conn. 


New York Chicago Philadelphia San Francisco 
114 Liberty St. 40 S. Clinton St. Boston 595 Mission St. 








“‘Guardians of Electric Service’’ 
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“Red Devil’ Tools 


are 


Long-Lived Tools 


ADE of better- 
than - ordinary 
materials, they give bet- 
ter - than - usual service 
and stand a lot of hard 
work. 


“Red Devil” Pliers, Nippers, 
Connectors, Climbers, Buffalo 
Grips, Havens’ Clamps, Line- 
men’s Tool Belts and Straps, 
Electricians’ Knives, Tweezers 
and other tools, will serve faith- 
— and well throughout a long 
life. 





National advertising makes them 
easy-selling tools. 


Prompt deliveries are now avail- 
able. 
The “Red Devil” Tool Cata- 
log and trade price list are 
yours for the asking—no ob- 
ligation. 


Smith & Hemenway Co., lnc. 


Manufacturers of ““Red Devil’’ 
Electricians’ Hand Tools 


266 Broadway, New York City 





















The House of Schimmel 


Progress of Schimmel Electric Supply Co. Told in Interview 
with President of the Company 


WENTY-ONE years ago an im- 

migrant with less than one dol- 
lar in his pocket; today the head of 
one of the largest wholesale elec- 
trical supply houses in the East— 
that, in brief, is-the story of Samuel 
Schimmel, president of the Schimmel 
Electric Supply Co., which is located 
in its new and commodious six-story 
building at 526 Arch street, Phila- 
delphia. When you add to that the 
fact that Mr. 
Schimmel is still 
on this side of 
forty and his firm 
is not more than 
fifteen years old, 
you have a com- 
plete picture of its 
progress in the 
past and of its 
possibilities for 
the future. 

For if there is 
any outstanding 
characteris- 
tic about Mr. 
Schimmel it is his 
utter disregard of 
the present. In 
the haleyon days 
of high prices and 
abundance of 
profit he warned 
his associates of 
an inevitable pe- 
riod of drought; 
and in 1921 he 
dared to plan and to carry out an 
extensive program of expansion which 
included the erection of the new offices 
and warehouse. 

But first a word about the head of 
this House of Schimmel. Mr. Schim- 
mel came to this country in his early 
teens, an orphan from a small town in 
Galicia. Unlike the majority, the 
death of his father when he was still 
a child did not prevent him from get- 
ting a good education. More than that, 
his early teachers must have imbued 
him with a thirst for learning that 
wealth and a good name could not 
quench. A visit to his home gives one 
the impression of being in the presence 
of a scholar rather than face to face 
with an astute and far-visioned busi- 
ness man. - 








Samuel Schimmel, 
Schimmel Electric Supply Co., 
Philadelphia. 


He began life in America as a 
peddler, and for the want of anything 
better—or was it one of those acci- 
dents in which the commercial history 
of this country abounds?—his pack 
did not contain notions and dry goods, 
but mantels and gas supplies. But 
even then, his was the mind of tlic 
wholesaler. Instead of going about 
ringing door bells he soon changed his 
policy and before his first year in the 

business was over, 
he was what one 
might call a 
wholesale peddler, 
selling to retail- 
ers in different 
_ parts of the coun- 
try. This travel- 
ing from city to 
city also gave him 
an opportunity to 
study the country 
from 
angles. His spare 
moments he de- 
voted to studying 
and perfecting 
himself in the 
language of thie 
land, in its his- 
tory and its liter- 
ature. 

“No 
how 
earns, he 
always save a 
little,” is a bit of 
advice he has given to many of the 
younger men who have come under 
his observation. This law he adapted 
early in life, and thanks to his adher- 
ence to it, it was not long before he 
was able to open a savings account in 
one of the banks of Philadelphia. 

This habit stood him in good stead 
when he decided to go in business 
for himself a few years later. Thus 
in. 1904 he was the owner of a modest 
store on Second and Market streets. 
Philadelphia. It was in this little un- 
assuming and inconspicuous store that 
the foundation was laid for the Schim- 
mel Electric Supply Co. 

Asked to what he attributed tlic 
progress which his company has mac 
he said: “There are two factors 
which I believe are absolutely essen- 


various 


matter 
little 





or eee J 
President of the 


one 
should 
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The First Splicing Clamp Was a Klein Splicing Clamp! 


It is a fact that the Klein Splicing Clamp is the ancestor of all splicing 
67 years of experience in making linemen’s tools still keeps it ‘the 


clamps. 
first. 


~~ 


The old-timers know that specially designed joints permit a Klein Splicifig 
Clamp to work freely, without loss of alignment—that the handles are prop- 
erly spaced to avoid crushing of fingers—and that the dies are snugly fit to 


gage and 
Equip 


Mathias 









will not injure the wire or sleeves when twisted. 


your outside gangs with the best! Buy Klein Splicing Clamps! 


Here's a sample of Klein advertising for this 
month in magazines that go to your customers. It 
is about a tool that sure is worth bragging about ! 
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As the Flapper Would Say: 
“IT’S THE BEE’S ANKLES” 


Retails for $2.75 


1014 inch x ,°, inch 


Just the Thing for Bobbed Hair 
GUARANTEED FOR 2 YEARS 


which means that at any time a “*Tamco’’ curling iron proves 
defective, not due to misuse, within two years, it will be re- 
placed free of charge. 


Write today for catalogue and liberal discounts. 


TRIANGLE APPLIANCE MFG. CO. 
514 W. Van Buren Street Chicago, Ill. 








Conoatandic® Romeat! Votheat tomas for Signs 
CUT DOWN CURRENT BILLS 


The only lamp on 
the market that 
is rated and guar- 
anteed not more 
than 10 watts. 


Its concentrated 
filament gives 
brighter and bet- 
ter light. 

Two very good 
reasons why 
Signlites sell 
readily to electric 
sign users every- 
where. Start sell- 
ing them now. 
Write today for full 
details and discounts 


Manufactured exclusively for 


Save Sales Co. 
261 Broadway, NewYork City Signlite with blue bulb 








Signlite with clear bulb 





























tial in business. One is the service 
you render to your workers, and tlic 
other is the service which you give {o 
your customers.” 

Amplifying this thought Mr. 
Schimmel explained that he consid- 
ered. it just as poor a business policy 
to be the devil at home and ange] 
abroad as it is a poor domestic policy. 
Mr. Schimmel considered his business 
as he does his home, and he wants 
everybody in his commercial home to 
be happy. In fact, he makes it ; 
part of his business to be personally 
interested in the welfare of every one 
of his employees. Though taken up 
with important matters he always has 
time for any one of his employees 
who might come to seek advice. One's 
usefulness is commensurate only with 
the amount of good he does. And 
Mr. Schimmel believes in beginning 
at home. This has brought about a 
spirit of contentment which is after 
all the best incentive to complete co- 
operation. 





he considers it the 
basis of all permanent business rela- 
tionship. One must service to survive 
and he services best who serves best. 
This lesson is constantly brought 
home to everyone connected with the 
firm, from office boy up 

Mr. Schimmel is essentially an op- 
timist. He believes in the soundness 
of America and in her ability to wea- 
ther any storm; and he believes in 
the great future of electricity. 

As far back as eight years ago, 
when he was still trading under the 
name of “General Gas & Electric 
Supply Co.,” he came to the conclu- 


As for service 


sion that one cannot serve two mas- 
ters and serve them both well. As 


| of the two he chose the latter, and 


gradually developed one of the finest 
electrical supply houses in his part 
of the country. The new building 
occupies 42,000 square feet of space 
and contains all the facilities that 
modern equipment can provide. 
“The past two years of readjust 


, ment,” he said in answer to a question 


as to his outlook for the future, “has 
shown us that this country is funda 
mentally sound. It can weather mos! 
any storm. 

“The reason we are not entirel) 
through with our readjustment is b: 
cause many of us have not yet throw’ 
off our war-time psychology. Man) 
are still unwilling to face the new 
conditions. This is just as true © 







































July, 1922 THE JOBBER'SfA)SALESMAN 





the worker as it is of the retailer | 
and of the manufacturer. The sooner 


some of the workers, for example, 
realize that the war is over and much 
that has come with it is gone, the 
quicker labor will return to normal 
and be better off.” 

“Should the central station also be 
a jobber?” he was asked, coming back 
to the more specific problems sof the 
wholesale distributor. 

‘“Emphatically no,” was Mr. Schim- 
mel’s answer, “I do not believe in a 
dual allegience. The central station, 
particularly in big cities, has all it 


can do to supply current, without try- 


ing to compete with the jobbers in 
that territory. In my opinion the 





central station would profit more if | 


it kept its hands off the electrical sup- 
ply business. If there are a number 
of distributors in a city they would 
co-operate with the central station to 
spread and popularize the electrical 
idea, whereas in those cities where 
the central station is a competitor 
they look on with suspicion at every 
move made by the central station. 
‘Let not thy right hand know what 


thy left hand is doing’ may be a good | 


rule in charity, but it can hardly be 


carried out consistently in business. | 


Perhaps the central stations will some 


day themselves attest to the truth of | 


this statement. 

“The same is true of the whole- 
sale jobber and distributor. He should 
attend to that branch of the business 


and not be a jobber and a contractor | 


at the same time. They are two sepa- 


rate and distinct kinds of business | 








and they should be run independently. | 


“Nor do I believe one should cater 
to both whelesale and retail at the 
same time. They, too, are separate 
branches of the business and should 
be carried on independently. 

“Of course, we all know electricity 


is still in its infancy. We, particu- | 


larly in the East, have barely 
scratched the surface. If I size up 
the tendency correctly the future of 
the electrical business will lie with 
the man who has some _ technical 
knowledge together with a knowledge 
of merchandising. As the electrical 
lea is developed it will be found that 
only they can give the best service 
ho know something definite about 
‘he material they sell. 

“The trouble with some of those in 
‘ie business today is that they do not 
illy appreciate the value of electrical 














RACINE 


MOTORS 


A Motor for Every Use 


Every jobber can cash in on Racine small 
motor sales. Write us today for complete 
information and get our new discounts and 


REDUCED PRICES 





Type F. 1-8 H.P. A combination grinder and polisher for 
heavy duty; grinding, polishing, and driving small machinery. 


Diam. of Motcr 3; inches Weight cf Grinder 

Length of Motor............444 inches Size of Wheel 

Diam. of Shaft..... fs inch Height to Center of 
Shaft 


1814 lbs. 


2x4 inches 


47% inches 


The Racine line of Small Motor Equipment includes motors, 
grinders, polishers, buffers and sewing machine motors of es- 
tablished quality. Built by a house that for years has been a 
leader in small motor building. We have a strict jobber 


policy. 


Sell’em Something More 








HIGH SPETD UNIVERSAL MOTORS 





STANDARD ELECTRIC SALES CO. 


General Sales Agents 


105 W. Monroe St. 


Chicago, IIl. 
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Western Red and Northern White 


CEDAR POLES 


v, 


The Brand of Quality 





Better Preservation for Poles 


THE VALENTINE-CLARK CoO. 
Minneapolis Spokane 


Philadelphia Toledo Chicago New York 





























merchandising. The electrical mer- 
chant of the future will be the min 
who will combine a knowledge «f{ 
matters electrical with an apprecia- 
tion of electrical merchandising.” 





George W. Johnston 


(Continued from page 23) 
Johnston one of those business cris: 
that either break a man or make him 
stronger. His office and warehous: 
were completely destroyed by fire. 
Though this fire came like a thunder 
bolt from a clear sky and seemed 
destined to undo in a few minutes 
what it had taken years of hard work 
to build up, it affected Mr. Johnston 
differently from the ordinary indi- 
vidual. He seemed to look at it «s 
simply another test to show his met- 
tle; with a bulldog tenacity and a 
sacrifice of both comfort and _ pleas- 
ure he stuck to it, and from the ashes 
of the past he wrought the triumph 
of the present. 

As an individual Mr. Johnston is 
as remarkable as he is as a business 
man. But few employes have ever 
left him without a feeling of love and 
respect, and as a friend they have 
never known a ‘better or truer one. 
In spite of the fact that Mr. Jolis- 
ton is “business” and strictly busi- 
ness from the time he enters his of 
fice in the morning until he leaves 
it at night, which is sometimes not 
until 11 o'clock or after, he has come 
to realize what many a business man 
never learns, that he does not live 
solely to make money, but is simply 
making money to live. The weakest 
point in the president of the Mid 
West Electrical Co. is his big heart 
and anxiety to pay and to give to 
his fellow-man’s | welfare—to help 
those that need it. 

Among the best citizens of his 
community Mr. Johnston enjoys a 
enviable reputation. Although his 
personal attention to his rapidly 
growing business has compelled him 
to give up many positions and offices 
of trust and honor, his advice is a! 
ways sought by the various under 
takings and orders of which he is * 
member. He holds at the presen! 
time many honored positions, and ‘t 
is a well-known fact that whateve’ 
he gets into he is not the one to rid: 
and drag his feet—he’s pushii 
every minute. He is a thirty-seconc 
degree Scottish Rite Mason, and 
member of the Knights Templar. t! 
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Shrine, the Royal Arcanum, the 
Bp. P. O. E. and the American 
[egion. He is vice-president and 
director of the Omaha Rotary Club, 
on the advisory board of the State 
Savings and Loan Association, presi- 
dent of the Omaha Service League 
for Boys, and on the executive com- 
mittee of the National Electrical 
Supply Jobbers Association. He is 


| 


also a valued member of Omaha’s | 


three most prominent clubs, the Oma- 
ha Club, the Omaha Athletic Club 
and Happy Hollow Golf Club 


(where he turns in a score that is | 
well under the three-figure mark). | 
During the war Mr. Johnston was a | 


captain in the U. S. Army and is now 
a major in the reserve corps. He 
lives in a beautiful home in Omaha 
and is the happy father of four 
charming girls. 

Now here is a man who has won 


unqualified success! But what one_ 


thought can express the essence of 
it all? Perhaps there is none that 
fits in as well as the creed of the 
Rotarians, most beloved of all his 
clubs: “‘He profits most who serves 


best.” 








| 


Here is a case where the manufacturer | 
has the jobber where he wants him, for | 


( D. (Dent) Slaughter, Allied Industries, | 


Sin Francisco (on the left), and H. F. 
'obey) Yost, Trumbull Electric Manu- 
facturing Co. San Francisco (on _ the 
‘vht), have Charlie Sumner of the Alex- 
iider & Lavenson Electrical Supply Co., 

ine city, between them. This picture 
‘nay not get by the censors, but it is the 
only one we had on Dent and Tobey so 
“we had to print it. 











a -SAVE 


“The Quality Incandescent Lamp” 








UR Growth in 

less than four | 
years—from obscu- ey 
rity to the largest 
independent lamp 
producers in this 
country—is an en- 
: dorsement of our 
/\ |] policy 


A \ “QUALITY 
/ 

eect AHEAD 

OF PRICE” 


Our plans for the future 
include features which 
will establish for us even 
a stronger position with = 
the leading buyers. Ki \ 





Our proposition is worth | 
asking for. \ 


























SAVE ELECTRIC CORPORATION 


615-623 Front St. 220-254 36th Street 
TOLEDO, OHIO BROOKLYN, N. Y. 


Executive Offices: Toledo, Ohio 
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Connect Receiving Set to Lamp 
Socket 


A radio receiving set designed by 
the Bureau of Standards, in which the 
usual batteries are satisfactorily elimi- 
nated and instead connection is made 
to the ordinary electric lamp socket, 
has been announced. ‘The apparatus 
constitutes three stages of radio fre- 
quency amplification, a crystal detec- 
tor, and two stages of audio frequency 
amplification. It may be used with 
the ordinary outside antenna system, 
a coil aerial, or other special forms 
of antenne. Eliminating as it does 
the drawback of storage and_ high 
voltage batteries to the general use 
of radio receivers, the new circuit may 
be considered a distinct improvement, 

In the announced amplifier unit 
both the filament storage battery and 
the dry battery used in the plate 
circuit are replaced by a special trans- 
former and an electron-tube rectifier 
and accessories, the aggregate bulk 
and weight of which is less than that 
of the batteries. It uses a small 10- 
volt dry battery in the grid circuit 
which is required to deliver only a 
very small current and should have 
a life of at least several months. In 
order to reduce the hum of the alter 
nating current, there are more ad- 
justments to make than in the ordi- 
nary amplifier supplied from batteries. 

* * * 
Co-cperative Buying of Radio 
Not Successful 


From different parts of the country 
come reports regarding the organiza- 
tion of syndicates of dealers for the 
purchase of radio equipment at less 
than usual trade discounts. Dealers 
are invited to become members at a 
stipulated fee, for which they are to 
receive better prices than they can 
obtain from their jobbers. 

A plan of this kind has an appeal 
to the dealer, especially if he is oper- 
ating purely on a price basis and does 
not that 
not 


know reputable manufac- 


turers will distribute through 


such channels. From the price stand- 


point, the jobber’s salesman has no 
argument against such competition, 
but there are so many disadvantages 
to co-operative buying that they more 
than offset the price differential. 

* * # 


-KDKA Heard in Chile 


A new record in_ long-distance 
broadcasting has just been established 
by KDKA, the Westinghouse station 
at East Pittsburgh, Pa., Frank F. 
Reb, chief operator of the S. S. Santa 
Luisa, reporting that he had heard 
the station from his location at Iqui- 
que, Chile, 4,200 miles East 
Pittsburgh. 


from 


* * * 


Radio Used as a Barometer 
Many experienced radio enthusi- 
asts are able to predict with a fair 
degree of accuracy the advent of 
When the 
heavy, as 


cloudy or rainy weather. 


“static” is particularly 








If electrical manufacturers don’t believe 
the jobber’s salesman has his hands full all 
they need do is take a look at this photo 
of Barney Coates, salesman for the Elec- 
tric Appliance Co., Dallas, Tex. Nobody 
can say that Borney hasn't got the dope— 
he’s got two fists’ full. 





evidenced by loud sounds in the tele 
phone receivers, it is a fairly certain 
sign that bad weather is at hand. 
This may be observed on small crystal 
sets as well as on more elaborate ones. 
Beginners who have never had ex 
perience with static will probably 
have an opportunity to get well ac 
quainted this summer. 

* * * 


New Super-Regenerative Cir- 
cuit Described 


A new process of amplifying incom 
ing radio impulses, using only two 
tubes and securing an amplification up 
to 300,000 times the strength of the 
impressed voltage, was described and 
demonstrated by Edwin H. Armstrong 
at a meeting of the Institute of Radio 
Engineers in New York. The prin 
ciple of operation of this new circuit, 
which was classed as “super-regener 
ative” by the inventor, is based on the 
free oscillation, which is quantitative 
and without a lower limit. It has been 
discovered that if a periodic variation 
be introduced in the relation between 
the negative and positive resistances 
of a circuit containing inductance and 
capacity in such a manner that the 
negative resistance is alternately 
greater and less than the positive re- 
sistance, but that the average value of 
resistance is positive, then the circuit 
will not of itself produce oscillations. 
However, during those intervals when 
the negative resistance is greater than 
the positive, the circuit will produce 
great amplification of the impressed 
emf. 
set up during the periods of negative 
resistance are directly proportional in 
amplitude to the amplitude of the im 


The free oscillations which ar: 


pressed emf. The forced oscillatiois 
produced by the exciting emf. and tli 
free oscillations caused by any norma! 
variation in tube operation are bot! 
small. 

Absence of spark interference is 
feature of the new circuit which wa 
demonstrated by Mr. Armstrong ): 
receiving the broadcasting program 0! 
the Westinghouse station in Newark. 
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THE IDEAL INSULATION 


Jobbers—It most perfectly meets every desirable electrical 





and mechanical requirement in wireless practice, and its cost 
compares favorably with any material of whatever nature 


sold for similar use. 


Every RADION part moulded by us has been designed only 
after a survey of the needs of the radio industry with a view 
to our future position in this field, and due regard to the pro- 
tection of our reputation as oldest and largest specialists in 


Hard Rubber. 


RADION Standard Parts include Panels, Dials, Sockets, 
Knobs, Insulators, Tubes, Rods, Discs, Bases, etc. 


RADION PANELS in black, brown and mahoganite are ad- 
mittedly superior in finish, resistance to warping, and easy 
working qualities. It has not taken manufacturers, dealers 
and amateurs long to discover this fact. 


In insulation value RADION is supreme. Competitive tests 
by the highest electrical authorities have established this fact. 


Jobbers—Our new plan of merchandising makes an attrac- 
tive proposition for every jobber who is ready to co-operate 


with us in the distribution of RADION PANELS and PARTS. 


Write at once for terms and discounts. 








Photographic reproduction showing grain of mahozganite panel. 


DNitaseler-baWul-tactlnabte)ey:)a Ges 


11 Mercer St., New York 





















































THE JOBBER’SfJ|SALESMAN 











a 





AND THEN HE TOOK UP RADIO 





Come To DinneR 
PHIL-- PLEASE 
IT'S GETTING 










Just a few 


PLEASE Come 
To YouR Dinwer- 
THAT RADIO 


































on ALICE! ive 
Got wJz!?!? 
THERE'S AN 


ORCHESTRA 
PLAYING °'TS 
GREAT . 






















1 AFRAID HELL 
STARVE To DEATH 


ee, 
DocToer-- HE'S SO ' 
AFRAID HELL MISS 
SOMETHING we won't / HOO-RAY. 
Leave THAT RADIO (VE GoT 
For A MwvuTe beg wt! 
3- 
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The list of = —— is ; tadianiog to assumq@ the proportions of the’ U. S. 
census, but it remains for Briggs to illustrate the rabid fan trying his darndest 
not to miss anything coming through the air. Circuses have nothing on radio, with 
fond fathers humoring the boys so they (the fathers) can get in on all the fun. 





N. J. The amplifying power of the 
circuit was demonstrated to be far su- 
perior to that of an ordinary two- 
stage amplifier set by receiving broad- 
casting through a loop antenna inside 
the steel structure of the Engineering 
Societies Building. 


*+* + 


Radio Bill Introduced in 
Congress 

A bill to regulate radio. operation 
has been introduced in the House of 
Representatives by Representative 
White of Maine. This bill, which is 
indorsed in its substance by the recent 
radio conference called by Secretary 
Hoover leaves the act to regulate 
radie communciation approved Aug. 
13, 1912, as the basic law upon this 
subject, amending it only so far as 
is deemed necessary to carry out the 
recommendations of the conference de- 
signed to meet the situation caused 
by the enormous expansion of the 
wireless art. The bill grants enlarged 
powers of regulation, clarifies ambigu- 
ities in the present law and adds a 
number of sections of minor conse- 


quence. 
It asserts federal control over 
radio communication between the 


states and with foreign countries and 
requires that no such communication 
shall be carried on without a license 


from the Secretary of Commerce. It 
establishes 20 different classes of trans- 
mitting stations with appropriate wave 
allocations to each and specifies the 
nature of the service to which each 
class of station shall be limited. This 
classification does not, however, ex- 
clude the establishment of still other 
classes of stations. Undue interfer- 
ence by the military and naval sta- 
tions of the government with private 
senders is provided against. The 
secretary is authorized to refuse a 









license to any person or corporation 
seeking, in his judgment, to monopo- 
lize radio communication. Licenses 
are to be for ten years or less, witli 
privilege of renewal, but there shall 
be no vested property in them or in 
the wave lengths authorized. A 200- 
meter wave length is set aside for 
amateur operators. 
* + 


Carrier Current Used to Switch 
Lighting Circuit 

Over three miles of underground 
cable and one mile of aerial construc- 
tion feeding two street-lighting cir- 
cuits at 4,400 volts were switched on 
and off by means of relay and carrier 
currents in a recent test made at 
Lynn, Mass., by radio engineers of 
the General Electric Co. before rep- 
resentatives of the Associated Edison 
Companies. In the station a high- 
frequency generator with a vacuum 
tube was used to change the 110-volt, 
60-cycle energy to carrier-current fre- 
quency. The output of the high-fre- 
quency generator was then superim 
posed on the 4,400-volt, four-mile 
street-lighting feeder circuit. 

The demonstration was arranged to 
control either of two street-lighting 
circuits in Little Nahant. One circuit 
consisted of 18 incandescent lamps 
and two arc lamps, and the other com- 
prised two 1,000-watt searchlamps, 
two 500-watt floodlamps and a pen- 
dent lantern. Each circuit was con 
trolled by a carrier current relay, 
and the switching was accomplished 
by control of the frequency of the 
carrier current supplied to the relays. 





Helping the Dealer Organize a 
Radio Department 


By Arthur J. McGivern 
Sales Manager, Manhattan Electrical Supply Co., Chicago 





N ORDER to be successful in mer- 

chandising radio equipment, the 
dealer must follow the old policy of 
satisfying his trade. A dealer who 
will sell an unsatisfactory receiving 
set will soon find the line unprofit- 
able, and his dissatisfied customer 
will lose confidence in the dealer and 
in the other lines that he handles, 
while the one who sells equipment 
that satisfies the buyer will see his 
sales and profits grow in a way that 
will be an agreeable surprise to him. 





The good-will which he creates wil! 
be reflected in every line of merchan- 
dise that he handles. 

The public has only a vague idea 
of radio equipment, and this condi- 
tion makes it necessary for the dealer 
to guide his customers in the selection 
of outfits that will give satisfactory 
service. This brings us to the ques 
tion of the various types of radio 
equipment that are available and thc 
results that can be expected fron 
them. (Continued on page 86 
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RADIO 
EQUIPMENT 





Three Reasons Why You Shoul« 


Standardize on 


TRECO PRODUCTS 


1st—Sold through Jobbers. 


2nd—We guarantee every article to 
be perfect. 


3rd—Prompt and courteous service 
at all times. 


Write for Catalog and Discount Sheet. 





Treco Metal Products Corp. 
228 WEST BROADWAY 
New York, U. S. A. 
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New Radio Products, Illustrated 




















































The R-3 Magnavox radio made by the 
Magnavox Co, 870 Seventh avenue 
New York City, operates on the electro- 
dynamic principle, one ampere cur- 
rent being obtained from the filament 
battery. The instrument is particularly 
adaptable for use with two and three- 
stage amplifiers and is desirable for use 
in homes and offices where a large num- 
ber of people want to listen in. The 
list price is $45. 








A compact receiving set, combining 
a tuner, detector, two-stage amplifier 
and loud speaker, and built in the 
form of an attractive table lamp, is 
being marketed by the Capitol Phono- 
lier Corp., 54 Lafayette street, New 
York City, under the trade name of 
“Radio Phonolier.” The instrument is 
designed for those who have no knowl- 
edge of radio equipment but desire 
to hear broadcasted concerts and news 
with a receiving set built to harmo- 
nize with other home furnishings. 











The electron tubes illustrated above are four of the most popular types 
marketed by the Radio Corp. of America, 233 Broadway, New York City. The 
Radiotron UV-203 is a 50-watt tube designed especially for long-distance trans- 


mission. 


for C. W. telegraph sets for transmission up to 200 miles. 


UV-202 is the popular 5-watt size for low power radiophone sets and 


UV-200 is a detector 


tube which will operate from a one-plate battery ; it can also be used as a tone 
frequency amplifier for magnification of telephone currents in vacuum-tube re- 


ceiving circuits. 


Kenetron UV-217 is designed for use with 50-watt power tubes 


to produce a direct-current plate supply from an alternating-current source. It 


is rated at 150-watts. 























The Automatic Electric Co., Chicago, 


has placed on the market a_ radio 
head set embodying some unusual 
features. The receiver is designed with 
single electromagnet which acts on the 
exact center of the diaphragm, causing 
it to vibrate as a unit and not in 
sections, thus greatly eliminating dis- 
tortion and false overtones. The re- 
ceiver is so designed that the voice cur- 
rent magnetism has an almost complete 
soft iron path which gives clear repro- 
duction of both weak and strong sig- 
nals. Practically no consideration has 
been paid to the resistance, careful at- 
tention having been given to proper 
effective impedance and design of the 
magnetic circuit. The head set is of 
standard size, but weighs only 12 oz. 
complete with head band. The shells 
and caps are made of bakelite. The 
company has established o list price of 
$10 for this head set, which will be mar- 
keted exclusively through established 
jobbers and manufacturers. 








The Manufacturing 


Cutler-Hammer 
Co., Milwaukee, will soon place on the 
market its latest development, the C-H 


vacuum-tube rheostat. It will be fur- 
nished in two styles—with vernier ad- 
justment for control of detector tubes, 
or without vernier for control of ampli- 
fier tubes, ‘They are designed to carry 
1 ampere and have an operating range 
of from 0 to 4 ohms; 2 amperes may be 
carried in an emergency. A “full off” 
position is provided, eliminating the 
necessity of additional switches in the 
“A” battery circuit. A “full on” -posi- 
tion is also provided which makes total 
battery potential available, rendering 
charging unnecessary until its full volt- 
age has dropped below tube require- 
ments. A nickeled pointer indicates the 
amount of resistance in the circuit. The 
spring contact fingers are adjustable, 
and are so mounted as to lie in the 
direction of travel of the resistor, insur- 
ing smooth, quiet and positive regula- 
tion. The large number of turns of low 
resistance each cut out or in, one at a 
time, provides fine gradation of control, 
minimizing clicking in the receivers 
during filament ajustment. The rheo- 
stats are designed for panel mounting 
and are readily adjustable for panels 
from 0.125 to 0.5 in. in thickness. 
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for RADIO 


—from tiny screw-machine parts 
to complete vacuum tube sets. 
LAWSAM,—the best that can be 
manufactured—if it’s Lawsam you 
may be sure it sells. 


LAWSAM parts—LAWSAM com- . 


plete sets—are manufactured in 
Lawsam’s two large factories. 


LAWSAM is one of the few manu- 
facturers protected on making crys- 
tal-detector sets. 


LAWSAM sells through the jobber. 


When it comes to Radio come to Lawsam. 


LAWSAM ELECTRIC COMPANY, INC. 


Sales Office 
122 FIFTH AVENUE 
NEW YORK CITY 


Factories—Brooklyn, N. Y. and 
Elizabeth, N. J. 


SAM ForRADIO 
LawsaM forRADIO 
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New Radio Products, Illustrated 

















The Cruver Manufacturing Co., 2456 Jackson boulevard, Chicago, has brought 
out a detector and two stage amplifier with rheostats built into the panel as 


shown above. 


sensitive adjustment can be obtained without over-heating. 


A rheostat is provided for each detector and amplifier circuit, and 


All metal parts on 


the face of the instrument are nickeled, except the binding posts which are fin- 
ished in black. The metal parts inside are lacquered brass, and the jacks have 


phosphor bronze prongs. 
the V. T. socket piece. 


short-circuits the condenser in the detector circuit. 


Fixed condensers of the proper capacity are built on 
The grid leak is tested for 2 megohms resistance, and 


The instrument is designed 


with automatic filament control circuits, which make it possible to switch the 
bulbs on and off by plugging the receiver into either the detector or amplifier 


circuits. 


The company is making a non-filament contro] instrument which is 


identical to that described except that the filament control is omitted, and _ is 
also making a detector one-stage amplifier and a two-stage amplifier. 








The American Hard Rubber Co., 11 
Mercer street, New York City, has 
developed a special form of hard rub- 
ber prepared exclusively for radio ap- 
paratus, and is marketing a line of 
panels and parts. Extensive tests have 
been made of this material and it is 
claimed that “Radion” has a phase an- 
gle difference of 05 for frequencies 
ranging from 129 to 694 kilocycles per 
second, wave lengths from 484 to 2600 
meters, and a dielectric constant of 
8.9. The vacuum tube socket base il- 
lustrated above is furnished complete 
with metal fittings. 





ee IBY pe 
Somat Ff if eal 





A new vernier adjuster which is de- 
signed to permit close and sharp tim- 
ing has been developed by the Riley- 
Klotz. Manufacturing Co., 8 Division 
place, Newark, N. J. It can be at- 
tached to any panel by drilling a hole 
through which the bushing is inserted 
and clamped by means of a nut. 








A battery that will test from 28 to 
88 amperes, depending upon _ the 
temperature, has been developed by 
the Carbon Products Co., Lancaster, 
Ohio. It is designed for general ser- 
vice, but particularly for ignition and 
similar duty where high current 
capacity is required. 








A line of jacks designed for use 
with all standard radio plugs has been 
placed in the market by the Treco 
Metal Products Corp., 228 West Broad- 
way, New York City. They are made 
of nickel-plated brass, the springs 
being of nickel silver and the contacts 
of silver. They are designed for 
mounting on 0.1875in. or 0.25-in 
panels. 








A new type of radio head set recently 
brought out by the Stromberg-Carlson 
Telephone Manufacturing Co., Roches- 
ter, N. Y., is. equipped with a one- 
piece bi-polar permanent magnet, slot- 
ted soft-iron pole pieces and corro- 
sion-proof diaphragm. The receiver 
shell is of cast nonmagnetic insulating 
material that is unaffected by mois- 
ture or temperature changes. The 
head band is of the spring wire type 
with slide and swivel adjustment, light 
in weight, and covered with webbing. 








“Treco” variable condensers, made 
by the Treco Metal Products Corp., 
228 West Broadway, New York City, 
are made in two general types, one 
having 22 stationary and 21 movable 
plates, with a capacity of 0.001 micro- 
farad, and the other type having 12 
stationary and 11 movable plates, with 
a capacity of 0.0005 microfarad. 








A variometer with a wave-length 
range of 160 to 600 meters is being 
marketed by the Betts & Betts Corp., 
511 West 42nd. street, New York City. 
Kiln-dried wood impregnated with 
orange shellac is used to prevent mois- 
ture absorption. Rotor connections are 
made with a phosphor bronze spring 
which engages the shaft, insuring a 
positive, self-cleaning contact. 
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TheRADIO PHONOLIER 


Table Lamp—Radio Phone 
Awarded First Prize at New York Radio Show 


Three Stage 
Loud Speaker 


For long distance clear re- 
ception. Guaranteed wave 
length 150 to 3000 meters 
accomplished with our 
new 


“All Wave” Coupler 


No stretch of the imagina- 
tion can conceive of a 
more beautiful, practical 
or efficient 


RADIOPHONE 


Built entirely of copper. 
The base, which is the 
loud speaker, finished in 
bronze, silver or gold. 








You Can Give 
Demonstrations 


With the 


Radio Phonolier — 
With or Without An 
Outdoor Aerial 








Patents Pending 


Territories Now Being Assigned. Write! 


CAPITOL PHONOLIER CORPORATION 


54 to 60 Lafayette Street, New York, N. Y. 
ee 
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The 


Peirce Wireholder 
for RADIO USE 


Are you selling your share of Peirce 
Wireholders for Radio use? 


They give the Radio Fan just what he wants. 


An insulator complete in itself—nothing 
else required for supporting the aerial and 
running the lead to the instrument and to 
ground. 


Easy to install—no tools required—simply a 
jab, a few turns and it’s in, ready for use. 


Mechanically and _ electrically correct. 
The base is made of steel, hot galvanized. 
The insulator is made of vitrified brown 
glazed porcelain. 


The cost is low. 


Carried in Stock by Leading Radio Dealers 


HUBBARD & COMPANY 


PITTSBURGH, PA. 














Helping the Dealer with 


a Radio Department. 
(Continued from page 80) 


The simplest and most inexpensiv: 
outfit is the one with a crystal de 


| tector. While it may receive cod 
| messages for 40 or 50 miles, it is use 
_ less to expect satisfactory results in 





receiving radio telephone communica 
tions or musical programs for more 
than 5 or 10 miles from a good broad 
casting station. Its use is limited to 
a head set only, and, under the most 
favorable conditions, messages will 
not be received as loud as from an or- 
dinary telephone. As these sets with 
all equipment sell for about $30 and 
the demand for them is limited by 
their range, the dealer can hope for 
but little profits from their sale. 


The next type of instrument to be 
considered is one with good tuning 
equipment with an audion or lamp 
detector. These are much more efh- 
cient. Variometers are used for 
tuning. What is known as the regen- 
erative circuit is utilized, and this in- 
creases the signal strength a hundred 


| fold, and makes it possible to hear 


good broadcasting stations located 
hundreds of miles away. Such an 
outfit retails at about $120 for the set 
itself and all necessary equipment. 
This outfit can only be operated with 
a head set. Its usefulness is limited 
by the number of persons who can 
listen in at one time, and after the 
novelty wears away, listening to 
programs every evening in this man- 
ner will excite but little enthusiasm. 
The next type of equipment to be 
taken up is the one which gives really 
satisfactory results. It consists of a 
regenerative tuner and audion detec- 
tor with two stages of amplification. 
The two additional lamps and _ the 
equipment used with them increase 
the signal strength so that a loud 
speaker can be used. Speeches and 


| musical programs are brought out 


loud and clear and may be enjoyed 
by a number of people. Such an out- 
fit with all necessary equipment re- 
tails for about $250. 

Some dealers fear that this price 
is too high and that they could sell 
only a few of such sets. Many buy- 
ers, too, think they want less expen- 


| sive outfits, but right hree is the ques- 
| tion which will determine the success 


or failure of the dealers in the radio 
line. If the dealer is to be success- 
ful, he must sell his customer an out- 
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We're Not Ze2iiad 
the Radio Salesman 
Alpead of Hime 


Here’s how wedoit— 


All leading radio publications have carried 
prominent display advertising and other 
extensive publicity on Bradleystat Perfect 
=s= |) /- Filament Control for many months, and 

— A) jaradestat | | | ae contracts are signed for still greater sales 
(WIRELESS AGE f = . effort in the immediate future. 



























& 
a» | x2 ZZ Pay Dh.. /1ae This campaign is creating tremendous pub- 
A. a ; WS eS lic interest in Bradleystat Perfect Filament 
———C_— , — Control, manifest by the daily flood of in- 
y Sa i) quiries from radio users and dealers in every 
re | N\\ state of the Union. Sales are mounting sky- 


ward, augmented by repeat orders from 
satisfied dealers who quickly appreciated 
the intrinsic merit of the Bradleystat when 
first announced. 


Jobbers’ salesmen do not have to introduce 
the Bradleystat to radio dealers. It is a 
standard filament rheostat of radically dif- 
ferent design and principle from wire-wound 
rheostats, but a decided improvement over 
them, and the mention of the name suggests 
the best-known and best-liked filament 
rheostat in the radio field today. Tell the 
REGISTERED U. S. PAT. OFR, dealer you carry a Bradleystat stock and 


PERFECT FILAMENT CONTROL see what happens to your order book. 


Get your share of this radio business 
by writing for our sales plan, now 








Retail Price 


$1.85 





The Bradleystat is a graphite-disc rheostat (not a 
carbon-grain type) superior in every way to the 
ordinary wire-wound filament rheostat. It has no 
vernier, no double knob, or other distracting and 
troublesome attachments, and yet affords: (1) Louder 
Reproduction, (2) Quicker Tuning, (3) Greater 
Range, than any wire rheostat. Send for latest 
descriptive bulletin. 











AY 
MK VEST 
GIES 







492 Clinton St., Milwaukee, Wis. 


Manufacturers of graphite compression rheostats for 20 years 
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Quality Insulated Parts 


Immediate Delivery 
Jobbers Protected 


Binding 
Post 





V. T. Socket 








Aerial Insulator 


V. T. SOCKET—Made of Bakelite, with Phosphor Bronze 


Contacts. 


AERIAL INSULATOR—High grade composition material, 
with galvanized eyelets. Fully tested for strength. 


LEVER SWITCH—Triple contact springs, which give better 


wiping contact. 


BINDING POSTS—With nickel plated washer and washer 


head screw. 


Manufacturers and Jobbers 


Who Assemble Your Parts 


@ @eerr 


We are equipped to build and deliver promptly any spe- 
cial parts made from insulation materials, and will be pleased 
to make quotations from either samples or drawings. 


Hoosick Falls Radio Parts Mfg. Co. 


Hoosick Falls, N. Y. 

















| set?” 


fit that will really satisfy him, and 
nothing less than a set that will bring 
out the programs from distant s|:- 
tions loud enough for the ordin: ry 
home will do it, regardless of 
price he pays. 

When the dealer explains that (/ic 
better programs are broadcasted |v 
powerful stations in large cities 
account of the facilities and talent 
that are available, the purchaser \ i! 
readily agree that he wants an out! 
that will receive these programs, «11 
when the limitation of cheaper st 
and the results that can be obtain 


3 


— 


t 


—) 


by a good outfit are made clear, ||) 
dealer can find many buyers for st 
that will satisfy. These 
will enthusiastically recommend t!i: 
dealer and his equipment to their 
friends, and as the dealer’s profit i; 
greater on good equipment, he will be 
well repaid for guiding his customer 
in the selection of an outfit that gives 
satisfactory results. 

When such an outfit is offered }) 
the dealer, the question is always 
asked, “How far can I hear with this 
The greatest care must be 


customers 


_used in specifying the range of any 


| receiving set. 











ers. 


The strength of the 














Yes, sir, this is Captain W. B. (Bill 
Clayton of the supply department, Sout! 
west General Electric Co., Dallas, Te». 
and he’s just as genial as he looks. When 
Bill isn’t fixing his Buick car or wateril 
the lawn around his pretty new home o'' 
in Highland Park he’s writing letters (0 


| the salesmen asking why they don’t ser‘ 


in more orders for meters and transfor! 

















Herbert H.Frost } 


NATIONAL FACTORY DISTRIBUTORS 
TO THE ELECTRICAL-RADIO JOBBER 
FOR THE FOLLOWING 


RADIO APPARATUS 


Unequalled results identify this Apparatus as 
highest grade workmanship and abundant value. 


Dealers: Inquire of your local Jobber. 


UNNINGHAM 7; RaDi0 


VACUUM TUBES — Equipment 


Nationally recognized as the ideal Detector 
or Amplifier Tubes for use with Radio 
Receiving Sets, Cunningham Tubes today 
are the choice of those who want 
the finest results from their 
equipment. 


FROST FONES 


Ideal Receivers for use with Home Radio Sets. Combine 
maximum efficiency with permanent sensitiveness. 


REMLER RADIO APPARATUS 
Radiates Quality 
Every Remler item is first studied and tested for its 
practical Radio utility before being marketed. 


FROST IMPROVED PLUG AND JACKS 


No. 137. Cord Tip Plug. No. 132. Plug only... $1.00 


Both plugs are inter- 
changeable with other 


Specially designed for 
standard makes. 


Radio Panel Work. 


FROST RADIO PROTECTOR 


Frost Extension 





Cord and Plug 


Comes in lengthsfrom 
10 to 100 feet. Loud 
speaker can be placed 
anywhere and con- 
nected with Radio 
set with Frost Radio 
Extension Cord. 


Listed by Underwrit- 
ers’ Laboratories under 
April, 1922, regulations. 
No interference. Never 
Grounds. Mounts in- 
doors. Price $1.50. 
Good deliveries on this 
approved device. 


Prices on the above Radio Apparatus will remain at a standard level long after inferior goods have 
been purchased at cut prices and found to be unsatisfactory. Your trade knows and asks for 
Are you supplying them? 


Frost Radio Apparatus by name. 


Write, wire or phone your nearest Dealer or Jobber 


HERBERT H. FROST 


National Factory Distributors to the Electrical-Radio Jobber 


154 West Lake Street 
CHICAGO, ILLINOIS 
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You Can’t Appreciate It 
Until You’ve Heard It 


This remarkable loud speaker carries every sound to the 
ear as steady as a bell. Positively eliminates all distortion, har- 
monics and metallic sounds. 
We invite comparison for 
beauty of tone and fidelity 
of reproduction with any 
loud speaker on the market. 
A voice from the Richtone 
is like a person speaking in 
the room. 

‘“Tinniness’ is but a lack 
of resonance. All richness 


and resonance of tone de- 





pend upon sound chambers 


in resonant musical instru- 


ments. 


Rich ton 


LOUD SPEAKER 


has an initial perfected sound chamber (patented) with a graduated 








series of Ten others each increasing the resonance of tone. No other | 


horn has a single sound chamber. 


In addition, it has two sound projectors, the second augmenting the 





first one. Each made on curves patented for this purpose and available 

























to no other horn. | 


Built of heavy brass tubing, wire brush finish, there is no danger of 
denting as with a rolled tin horn. 


List price, Twelve Dollars. 


Jobber’s discounts quoted only to legitimate jobbers. Recognized 
jobbers send for our representation proposition. 


International Variable Condensers 


Built with the accuracy of a watch by men who are experts. Cost 
a little more but worth more than they cost. Will work smoothly for 
years without short circuiting of plates. 


List prices: 43 plate $4.50; 23 plate $4.25; 17 plate $4.00. 


INTERNATIONAL RADIO CORPORATION 
43 BRANFORD PLACE 
NEWARK, N. J. 

















sending station must be consider d, 
as well as the efficiency of a receiving 
set. Many sending stations are liin- 
ited in their effiective range to 50 or 
100 miles, while the big stations o)- 
erated by the Westinghouse company 
at Pittsburgh and Newark, by tlie 
General Electric Co. at Schenectady, 
N. Y., and by the Detroit News, have 
been heard across the continent. 
Then, too, the many things not 
clearly understood, but generally 
termed ‘atmospheric conditions,” 
cause signals to come in loud and 
clear one night, while on the next 
reception from the same _ station 
might be unsatisfactory. It will be 
safe to say, however, that a good set 
will receive programs satisfactorily 
every evening from good broadcast 
ing stations, located within a radius 
of 200 or 300 miles, and that under 


favorable conditions such _ stations 


can be heard for 1,000 miles and even 
for greater distances. 

The dealer's business will not be 
confined to selling high-grade receiv- 
ing sets alone, for he should carry a 
line of accessories, such as_ storage 
batteries, high voltage “B” batteries. 
detector and amplifier tubes, battery 
chargers, head sets, lightning pro- 
tectors and antenna equipment. He 
should also carry a supply of parts 
for those who prefer to make up their 
own receiving sets. 

To assist the dealer in selecting sal- 
able parts, the following list of neces 
sary equipment and their retail prices 
to make up a good receiving set, may 
be useful: 


2 Variometers ..... ; re $5.00 each 
1+ Variocoupler ..........:...........-. €00 each 
Be RS SUD onsen cw ea ee each 
) Bwich Wve? oo.Sc. ccc ... 55 each 
16 Star binding posts....................12 each 
S Btar sockets ._......:.:...:.x...... BOP each 
6 Switch points ......... ... 03 each 
2 Amplifying transformers .... 4.25 each 
DG ei, eee ee: 1.00 each 
LEAD ic cctig eee cae 1.25 each 
1 Phone condenser .................... 85 each 
i Grid. condemser ..:..............:..: 85 each 
t.. Verwser rhecestat |..........:. 1.50 each 
@ Piam “rheastats -......4..:..... 1.00 each 
1 Poetentiometer §...523:...08,0. 2.00 each 


1 Formica panel, 7 by 18 in.... 3.00 each 
1 Formica panel, 7 by 12 in... 2.00 eac!) 
20° Spaghetti tubing. ................ .08 ft. 
25’ No. 14 bare copper wire... .25 lot 


It should be unnecessary to say that 
in organizing his radio department. 
the dealer should secure the services 
of a competent radio man, for it is 
necessary to install good sets prop 
erly, and the various parts and ac 
cessories, like all other merchandise. 
can only be sold successfully by thos: 
who understand them. 
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Duntley Vernier Variable 


Vernier 
Plate 






and Plain Condensers 


Vernier 
Plate 









to 


Attention 
Jobbers! 
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Vernier Adjustment Switch Vernier Adjustment 
44 plate Lever 22 plate 


Patents Pending Patents Pending 





Speed and accuracy in tuning up are features 

















of these condensers. Without removing the Style | Catalogue No. No.of | Capacity List Price 
fingers from the knob you can ina few seconds | Plates Microfarads| (RETAIL) 
tune your instrument to the proper wave | 87V_ counterbalanced 87 002 $15.00 
length. When the spindle is turned to the With | 64V counterbalanced 64 0015 12.00 
proper position for your station, it is only Vernier re a ay oa 
necessary to adjust the Vernier knob (the Adjustment | 2 22 “0005 6.00 
smaller of the two) to eliminate the foreign 14V | 14 .00029 5.50 
noises. It thus combines two instruments in Plain aP = eens ans 
one which is quite an smprovement over the Without 43P B ‘Ol 5.25 
plain variable condenser. Besides this it gives Vernier | 23pP 23 0005 4.25 
you a clear and loud connection easily and Adjustment | 11P 11 .00025 3.50 
quickly. The Vernier adjustment gives you an Plain 

adjustment twenty times as fine as is possible Without | 43P 43 001 3.50 
with the plain condenser. The back pane Vernier | 23P 23 0005 _ 2.80 
mounting and non-conducting operating shafts oem, uP :- ro = 
make shielding unnecessary and reduces fixed iieaie j ; 





capacities to a minimum. 


We also manufacture Contact Points, Knobs, Dials, and Jacks. 


Write or wire today for complete jobbers prices and discounts. 


W. O. DUNTLEY COMPANY 


Fisher Building Telephone Harrison 5408 Chicago 
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WITHIN 


3 
THE WIDTH OF A HAIR 


That’s the accuracy test for 


STANDARD 


Variable Condensers 








. } 
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ae. 


~ 
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Attractive selling features 








Solid brass rod construction machined to an accuracy of 
.0005 of an inch to insure perfect plate alignment. 


Minimum capacity only | /30 of maximum permitting 
finer tuning without the use of vernier. 
Genuine bakelite ends large enough to protect plates. 


In short, a precision instrument attractively designed to 
sell on sight. 


NOW IS THE TIME FOR QUALITY 
NOT QUANTITY ORDERS 


41 plate .001 M F capacity........................ $4.00 
21 plate .0005 M F capacity...................... ..$3.50 
11 plate .00025 M F capacity....................---- $3.25 


We have a strict jobber, dealer policy and offer attractive 
discounts and prompt deliveries on trial orders to the jobbers. 


STANDARD RADIO PARTS & MFG. CO. 


127 N. Dearborn St. Dept. 1008 
CHICAGO, ILL. 





| be charged. 


— 


Chicago Ordinance to Govern 
Radio Installations 


An ordinance requiring the iss. 
ance of permits before the instali.- 
tion of a radio set of any charact:r 
and in general treating such instal] .- 
tion in the same manner _ that 
electrical wiring installations are 
treated has been introduced into tii 
City Council in Chicago. The appli 
cation for a permit under the new 
ordinance -would have to be accom 
panied by a drawing showing a plan 
view of the property, the details «| 
installation of the antenna, and «|! 
buildings and wires adjacent to tli 
latter. If the application and tli 
proposed plans are in proper form. 
a permit authorizing the installation 
of the apparatus described will !« 
issued. The ordinance provides for 
inspection during or after installation 
and for reinspection of such stations. 
For inspection a fee of $3 for re 
ceiving station only and $5 for trans- 
mitting and receiving stations will 
Reinspections wiil be 
charged for at $1.50 per hour, with 
no charge less than $1.50. _Instalia- 
tion requirements are made for recei\ 
ing stations only and for combined 
transmitting and receiving stations. 
When it is necessary to do any wir- 
ing to take power from street mains 
the ordinance provides that the work 
can be done by licensed electricians 
only. Estimates of a yearly revenue 


_ of $100,000 have been placed on the 


license features of the proposed ordi 
nance. Penalties of from $5 to $100 











for each violation of it are provided. 


_ and each day’s use is constituted 


separate violation. 


| * * * 


How to Reduce Interference 
From Static 


The increased interference of static 
to radio communication during tlic 
summer months will, according to 
some authorities, have a material e{ 
fect on the sales of radio equipment. 
Undoubtedly this is true, but nu 
merous radio engineers are working 
on the problem in the effort to reduce 
the effect of static as much as possible. 

According to F. D. Pearne, chic! 
instructor, department of electricity, 
Lane Technical High School, Chicago. 
a recognized authority on the sul 
ject, the elimination of static is de 
pendent largely upon the design 0! 
the apparatus at the receiving station 
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Maximum clearness without 


distortion or foreign noises, 
whether used with Crystal, 
V.T. Detectors or Multi-stage 





his is the high grade plug 
at comes attached, when 
esired, to AUTOMATIC 


ELECTRIC HEAD SETS. 


will take care of any kind 
! cord terminals, will fit 
ny kind of jack and will ac- 
nmodate two head sets. 


th this plug attached to 


r head set you can be 


» the head set is properly 
ed.” Plugs can be or- 
-d separately. 


Amplifiers. 


AUTOMATIC ELECTRIC 
HEAD SETS are the per- 
fected product of a scientific 
organization with over thirty 
years outstanding leadership 
in the manufacture of tele- 
phone equipment. These 
Head Sets are made only in 
one style and resistance — 
the very best. Resistance 
has been subordinated to a 
definite scientific design 


which gives the best results| 


under all conditions. 


Automatic Electric Compa 





With Plug at- 

LIST $4 ( tached, $11.50. 

PRICE “== Separate Plugs 
each, $1.50. 


We have a fixed and definite jobber-dealer policy that 
will work to the best advantage of all accredited elec- 
trical or radio jobbers and large manufacturers of com- 
plete receiving sets. Every precaution is exercised to 
retain good will by the fullest co-operation. 


Write for discounts and other details. 


ENGINEERS, DESIGNERS & MANUFACTURERS OF THE AUTOMATIC TELEPHONE IN USE THE WORLD OVER 
HOME OFFICE AND FACTORY: CHICAGO, U.S. A. 
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RADIOPHONES 


An attractive proposition 
for Electrical Dealers 





C&W No. 12 


Single Circuit Regenerative Receiver. 
Retail Pree isis, ce Ee $65.00 





C&W No. 11 


Regenerative Receiver and Two Stage Amplifier. 
Retail Price _...... Peet eee are, $125.00 


Two ultra-modern RADIOPHONE RECEIVERS designed 
by the Engineers of one of the foremost Commercial Wire- 
less Telegraph Companies. 


Extraordinary efficiency and selectivity is obtained with sim- 
plified controls that enable the operator to select the desired 
signals and easily eliminate interference from other sources. 


These receivers are unique in that many heretofore trouble- 
some and critical adjustments have been entirely eliminated, 
thus assuring efficient and reliable operation by persons with 
neither technical knowledge nor professional skill. 


Licensed under Armstrong U. S. Pat. No. 1,113,149. 


Will you be our sales agent? We have a most attractive propo- 
sition. Write for descriptive literature and complete infor- 
mation. 


CUTTING & WASHINGTON 
RADIO CORPORATION 


35 Water Street, 445 Security Bldg., 
New York Minneapolis, Minn. 


(Subsidiary Independent 
Wireless Telegraph Co., 
Inc.) 





























while that of interference is depen! 
ent of both the transmitting and r. 
ceiving apparatus. In some cas:s 
static can be cut down by connecting 
a very high resistance, such as 10,000) 
ohms or more between the aerial aid 
the ground, thus giving a path to tli 
earth for the static. 

In many cases a very loose cou) 
ling between the receiver circuits 
may reduce the static more than thie 
desired signals which, although muc!: 
weakened, may be read. Signals of a 
very high pitch can be read through 
moderate static much easier than thos: 
of a low pitch. There are at present 
some head sets on the market whicli 
are adjustable, that is, in which the 
natural pitch or tune of the dia 
phragm may be changed. 

If one is fortunate enough to pos 
sess a pair of these phones, static 
can be almost entirely eliminated by 
turning the pitch of the diaphragms 
to the pitch of the transmitted sig- 
nals. Many types of circuits have 
been suggested as useful in reducing 
static, which although effective in 
stations equipped with a small aerial, 
are often of little use with stations 


| using a large antenna. 








This fact has often led to the in- 
stallation of two aerials, one large 
and one small, and it is often possible 
to get messages 


on the small one 











Here is a chance to see how they do 
things in California. This attractive little 
building houses the establishment of 
W. A. MeNally & Co., electrical con 
tractors and dealers of Pasadena, Cal 
And the inside is just as attractive as th« 
outside. 
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“Take the guesswork out of 
your Radio buying” 


Buy from a reliable house 
Everything Guaranteed 











A complete line of Radio Parts 
Dials—all sizes and colors 

V. T. Socket Bases 

Condensers 

Contact Switch Knobs 

Strain Insulators 
Jacks—Plugs 


We have a jobber policy—Write us 


RONEL ELECTRIC COMPANY 
WATERBURY, CONN. 
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A QUICK SELLER 
TO RADIO USERS 


“All-American” 


Audio-Frequency 











Amplifying Transformer 





AA Audio-Frequency 


Transforiner 


Strengthens and clarifies tone-qualities. 

Windings are thoroughly and scientifically insulated with 
treated paper. 

Coil is impregnated in a vacuum, making it permanently mois- 
ture-proof. 

High-Silicon Steel Laminations are insulated with heavy oxide 
coating, lacquered. 

Assembled in one-piece cast aluminum frame, with Bakelite 
Delecto panel and nickeled binding posts. 


LIST PRICES 
Type R3—Audio Transformer, 10-1 Ratio........................ $4.50 
Type R2—Audio Transformer, 3-1 Ratio........................ 4.25 


formers, 50 Watt Tube Sockets, Variable and Fixed Condensers, 
SEND FOR CIRCULAR. 


RAULAND MANUFACTURING CO. 
35 So. Dearborn Street 
CHICAGO 





Also ask for our “All-American” Radio frequency Amplifying Trans- . 



































WIMCO SERVICE 


for Jobbers and Dealers 


As representatives of many of the leading Radio Manu- 
facturers, we invite your inquiries for any standard ap- 
paratus. 


A complete price list, with Dealer and Jobber discounts 
will be available for distribution during July. Your 
request for a copy now will insure early delivery. 


We invite Jobbérs inquiries for WIMCO products—CW 
Inductances, Dials, Switch Levers, Binding Posts, Con- 
tact Points, Switch Stops, etc., etc. 


We distribute Frost Plugs and Jacks, Arkay Radio 
Horns, Detectors and Vernier Adjusters, Cutler Ham- 
mer Radio Rheostats, Klosner Vernier Rheostats, 
Standard Amplifying Transformers, etc. 


TRY WIMCO SERVICE 


Wireless Manufacturing Co. 
CANTON, OHIO 


MANUFACTURERS 3 DISTRIBUTORS 








| 
| 
| 
| 
| 
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which cannot be received on the larg: r, 
The latest suggestion, however, is tie 
one in which the engineering depart- 


_ ment of one of the largest radio cor- 


porations in this country stated tliit 


| if it were possible to find the space, a 


single wire aerial of great length 
(1,200 feet) pointed directly at the 
station from which is desired to re- 
ceive, would greatly reduce troubles 
-caused by static. 

The elimination of interference de- 
pends upon both the transmitter and 
receiver design. The more nearly that 
the transmitting oscillations are un- 
damped; that is, the more sharply 
that the radiated energy is confined 
to single wave lengths and at tie 
same time the lower the resistance of 
the receiver circuits and the more 
sensitive the detector, the more cer- 
tainly it is possible to prevent inter- 


| ference. 


* * * 


Regulate Radio in Philadelphia 
A booklet containing tentative reg- 
ulations for the use and installation 


| of radio apparatus has been issued by 


_ the electrical department of the Phil- 


adelphia Fire Underwriters’ Associa- 
tion, 131 South Fourth street, Phila- 
delphia. The section dealing with re- 


| ceiving sets takes up questions regard 


_ ing ‘the installation of antenna, lead 


in wires, ground wires and protective 
devices, while the section on transmit- 
ting stations covers these points as 


| well as devices for protection against 


surges. 
* * * 


Tips for Jobbers’ Salesmen to 
Give Radio Dealers 


Tell dealers to advise the pur 
chasers of complete sets to leave tl 
sets strictly alone and not tampcr 
with them, once they are in oper: 
tion. 

Shifting the tubes on a_ two-ste) 
amplifier often helps increase tl) 
strength of the receiving signal. 

Don’t let the battery become ful!) 
discharged. 

The patient investigators of troub! 
have the best receiving sets. 

* * #* 


_ New York Association to Mee! 











It has been announced that the ai 
nual convention of the Empire Sta‘ 
Gas and Electric Association will | 

held at Lake Placid, New Yor'! 

Thursday and Friday, October 
| and 6. 
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Danger— Lightning — Fire 


eliminated in radio by using the 


AJ}, PROTEX ANTENNA PLUG 













ee 


cm ELIMINATES OUTSIDE AERIAL. PROTECTS FROM LIGHTNING. 





2 ELIMINATES LIGHTNING ARRESTER. ELIMINATES STATIC. 
' =m \ SAVES COST OF DO NOT USE FOR TRANSMITTIN 















ANTENNA EQUIPMENT. aaa, BRERA REE 
on FW} SAVES CosTOF —JINITS | 
CURRENT “se | INSTALLATION. =| 
DOES NOT CONSUME ‘gieu 
CURRENT. an Hee SSE, pose ats BR: 





JUST INSERT PLUG 
INTO ANY LIGHT 
| SOCKET AND TAKE 
GENERAL LEAD TO RADIO SET 





RADIO THIS MAKES YOUR 
MFG. CO. ANTENNA. 
EAST LIBERTY, 








PITTSBURGH, PA. 





<a sZzPnarecacn 





Radiola Type F Radiola Type FH Radiola Type FHH 
Crystal Set Audion Detector Tune Set Two Stage Amplifier 
List $12.00 List $45.00 List $45.00 


Write or wire today. Prompt deliveries. 


GENERAL RADIO MANUFACTURING CO. 


East Liberty, Pittsburgh, Pa. 
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obbers! 


Get Ready for the 
Big Dealer Demand 



































derwriters. 
NATIONALLY 
ADVERTISED 





Approved by the Na- 
tional Board of Un- 


SS AAV SY SOSEE ELL ee 


= = Super-Antenna = 


age eee 





Medd dd ddd 


Broadcasting Received from Electric Light Wires 
NO OUTSIDE AERIAL NECESSARY 


Robert Duncan, Jr., Chief 
Bureau of Standards, Washington, D. C., for 
radio reception over electric lighting circuits. This unit is constructed to 
withstand the most severe tests. Eight different hook-ups available. Elimin- 
ates outside aerial—lightning arrester—static. Protects from lightning and dan- 
gers of stringing antenna over power and lighting wires. Saves cost of antenna 
equipment and installation. 


The Super-Antenna has been designed by Mr. 
Engineer U. S. Signal Corps, 


Just insert plug in any light socket. The Sup:r-Antenna is shock proof— 
will not blow fuse or damage a receiving set in any way. Operates on any 
electrical circuit from 32 to 120 volts D. C. or A. C. with switch ON or OFF. 
List Price $2.80. 

OTHER SUPER UNITS NOW READY 


THE SUPER-FRENCH VARIOMETER is built of well seasoned birch, mahog- 
any finished All exposed parts nickel plated and highly polished. The 
ratio of inductance is several times as great as any other Variometer made and 
the tuning exceedingly sharp. It is super form (Honey comb) wound to 
zive highest efficiency—will accommodate the new wave-lengths as well as those 
now in use with extremely smal] losses. List Price $8.00. 


THE SUPER-FRENCH VARIOCOUPLER embodies the same high grade work- 
manship and is wound to a wave-length of 200—1500 meters. List Price $8.50. 


THE F. R. L. SUPER RECEIVER 2 2-Stage 
Audio frequency Receiving Set has several make it 
the most sensitive and efficient set on the market. 


-Stage Radio frequency and 
unique features which 
List Price $240.00 
THE F. R. L. SUPER AMPLIFIER can be used with any tuner circuits of 
2-Stage Radio frequency and 2-Stage Audio frequency and incorporates some 
of the patented features of the Super Receiver. List Price $198.00. 


Write or Wire TODAY FOR TRADE PRICES. 


SUPER-ANTENNA CO. 


Department 77 


Quincy, Illinois 










































RADIO APPARATUS 


ESIGNED and built by old timers ir. 


the electrical and radio industry. 
Our trade mark, our silent guarantee. 


We are also old timers in the toy business 
and know what the boy wants. 


LET US HELP YOU 


By giving your customers only the highest 
grade radio equipment; thereby eliminating 
the majority of reasons why it don’t work. 


Our Entire Department Devoted to Specializing on 


Variometers 

Variocouplers 

Variable Condensers, and 
Two Stage Audio Amplifiers 


Wire or Write for an Attractive Proposition 


EMPIRE TRANSFORMER _ DIVISION 
HARVEY ELECTRIC CO. 
2000 SOUTHPORT AVE. CHICAGO 




















Why Salesmen Succeed 
(Continued from page 16) 


about Many that 
word, but what do they mean to cov 


‘service? use 


vey? Here is the representative of 
one jobbing house, let us say, that is 
a model of all that is worth while in 
the jobbing business. He tells his 
customers that they will get ‘servic: 

and when he says that it means some- 
thing. But here, on the other hand. 
comes along the salesman (?) for 
some little ‘gvp’ concern that is im 
pelled by just one thought—get the 
money—get it somehow, 
get it. He, too, assures the customer 
that he will get 
has come to mean much, 
according to the understanding of the 





anyway, but 
‘service. The word 
or nothing, 


prospect. 
“Pascal, I think it was, said never 
to define a detinition with a definition, 
and sometimes I think that the old 
had us jobbers in 


must have 


For instance, every 


boy 

mind. jobber’s 
salesman and every jobber can answer 
right off, without a moment's hesita- 
tion, and say just what meaning at- 
taches to such words as fair compe- 
tition, co-operation, consistency, serv- 
ice, rules, agreements, and so on. But 
how do those definitions check with 
the actualities to which those 
are applied That's what I want to 
bring out—that we are fooling our 


words 


selves by this tendency of glossing 
over the shortcomings in actual busi- 
ness practice by a coating of pretty 
words. Let's 


spade a spade. 


commence to call a 
Then we will know 
what these anchors are that keep us 
from going ahead.” 


There is a story that illustrates 


_ Williamson's point quite clearly, al- 


though in a humorous way. It has to 
do with a negro parson who had 

great reputation for getting his 
charges to foregather at the river, 
and wade out into water up to their 
necks and be baptized in the good 
old way. He preached in a strange 
church one Sunday, and, of course. 
urged that all who had never been 
baptized to go with him to the river 
after the services and he _ proper!y 
ducked. Finally he called for a rais- 


ing of hands to indicate those thiat 


| had already had the experience. Away 


in the back of the church was one 


_very small negro that did not put up 


his hand, yet he had not been among 
those that previously had indicat: | 
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their intention to go to the river. The 
parson spied him and wanted to know 
if he had ever been baptized. “Yes- 
sur.” declared the little negro, ““I’z 
done been baptized.”’ 

“Where?” demanded the parson. 

“T wus baptized in a church—in de 


— church,” declared the vic- | 


tim. 
“Lissen to me, sinner,” stormed the 
parson, shaking a menacing finger at 
him. 
been dry cleaned.” 
| related that story to Williamson 
and he said to put it in. 


“You ‘aint been baptized. You's | 


“Tt illus- | 


trates just the point that I want to | 


make,” he agreed. ‘Just think of the 
many things that go to make up what 
we call a ‘good customer’—credit rat- 
ing, character, business ability, ag 
gressiveness, loyalty, and a lot more 
such qualities. Yet we apply that 
term very carelessly, and because it 
definite 
qualities such as I have mentioned. 


has come to mean’ certain 

we are prevented by its use from see- 

ing the conditions that actually are. 
“T believe,” he went on, “that the 


average man in the selling end of the | 


jobbing business has all the propel- 








Every electrical supply house has to have 
5 official grief expert and B. E. Chivens 
the expert at the Western Electric Co., 
!os Angeles. Chivens has power behind 
'm (as can be seen behind his left 
oulder) and usually finds a way to get 
ings done no matter how high work 
icks up on him. 











RADIO ACCESSORIES 


Variometer __ parts, 
wound and un- 
wound. 


Variometer com- 
plete with Knob 
and Dial. 


V. T. Porce- 
lain Socket made 
to fit any Tube. 


Wireless Ground 
Switch 100 amp. 5” 
break, 600 V. 


Write for our prop- 
osition to Electrical 
Supply Jobbers. 


Cat. No. 3333. Ground 
Switch, 100 Amp., 
600 Volt, 5 in. Break. 


List $3.50 





Cat. No. 9519. Variable Condenser, List $3.50 
Knob and Dial, List $1.00 





Barber Electric Manufacturing Company 


North Attleboro 


Massachusetts 














Kellogg Radio Supplies 


The Kellogg Switchboard and Supply 
Company have been Manufacturing tele- 
phone equipment of the highest grade 
for the past twenty five years and the 
same quality of material and care is used 
in making Radio supplies. 


Kellogg Radio Head Sets are the lightest 
on the market. Super sensitive. Simple 
adjustment. No sharp or interfering parts. 
Improves receiving qualities of your set. 


Kellogg high grade Tube Sockets, Insu- 
lators, Microphones, Plugs, Jacks, Con- 
densers are unsurpassed olan eC lellemn aele 


Kellogg Switchboard and Supply Co. 


Manu acturers of Hit th Grade Te le bhone F< uipment 
f fig 1 


Chicago, Ilinois 
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The Largest 
Selling Slider 


Rapid turnover on this small item 


returns a generous profit. 


Advertised Nationally 


All the way from Honolulu to Boston 


the significance of the 


mark is spread through judicious 
advertising in newspaper radio sec- 
tions and leading radio journals. 


G= 


More Sold Than All Other 
Sliders Together 






Special 
Summer 
Discounts 





Quality That Is the 
Hope of the Industry 


Better Electrical Contacts 
Spiral tip of continuous brass spring 
tunes on single wire and bow of 
spring on inside of slider sleeve main- 
tains uniform pressure on rod. 


Saves the Coil 


Can not cut or damage coil in any 
way. Slides easily. 


Neater Appearance 
Brass, highly polished. Black com- 
position knob. 


Every G-W Product Has Exclusive Selling Points 


Slider Rods 
Dials 
Crystal Receiving 
Sets 











G-W Aerial Insulator 


Unbreakable, weather 


wat’r proof, withstands enor- 


mous strain. 


Tuning Coils 


Wound Coils 
and 
Crystal Detectors 








Our Jobber’s Policy Protects Your Profits! 


We have a definite jobber policy that goes the limit in protecting the jobber. All ““G-W’’ products 
are sold exclusively through the jobber and all inquiries from dealers are referred to jobbers in their 


territory. 


Our discount 


aut methods of deing 


bu iness wll please you. 


Your request for ‘‘Jobber’s Discount 


Sheet’’ and further particulars will receive our immediate attention, 


GEHMAN & WEINERT 


Manufacturers of G-W Quality Radio Products. 
42 Walnut Street 


Newark, N. J. 































NATIONAL BRACKETS 


FOR 


RADIO AERIALS 


Think of the thousands of aerials 





Write for our new window card on 
“National 


Brackets 


Purposes.” 


National Metal Molding © 


that are being erected every day. 
Have you ever thought how easy it 
is to-erect a radio aerial by using 
National Brackets? 
field is a big one for you. 


The 


radio 





for Radio 


Pittsburgh, Pa. 











ling power that he needs, and that |\e 
knows how to make sales. But t!,\, 
neglecting to see things as they 

tually are—calling spades by thi ir 
wrong name, and all that—is a hani(i 
cap that will keep any man, or aiy 
organization, from making = mu\) 
progress. .Life is real enough. so 


_ why not insist upon talking about ti 


things of business in terms that « 

tually apply? Then, seeing them for 
what they are, we will know how ty 
deal with them properly. Now tli 
‘Sell "Em Something More’ idea that 
was inaugurated by Tue Jossen’s 
SALESMAN is excellent, and we are i), 
on it. But with some dealers and 
some jobbers’ salesmen, too, I suspect, 
there is need for telling them tl. 
story about the little boy whose folks 
had the minister as a guest for din 
ner. 

“Little Willie had been told not to 
ask for any of the chicken until after 
the minister had had his fill. Final], 
his mother, speaking very sweetly. 


_ said: ‘Willie, won’t you have some 


_ literal minded Willie, ‘I 


more chicken?’ ‘More!’ snorted the 


‘aint had 


| some, yet!’ That is my point of view. 





Let’s be honest enough with ourselves 
to insist upon seeing and discussing 
business as it really is, regardless of 
the fancy names that may previously 
have been applied to it. Then we will 
be in a fair way to get ahead. 





Personality 

Taking it all in all, “personality’ 
is about one-half the battle in sales- 
manship, says T'rumbull Cheer. 

By personality is meant a some 
thing in one that favorably impresses 
those coming within range. 

There are many men who work 
hard and know their lines who can- 
not put the game across because the) 
cannot put themselves across. 


A salesman is rarely made; he is 
one by instinct. A man can develo) 
natal sales instincts and must do sv 
to grow, but a real salesman has it i) 
him by nature, and a whole lot 0! 
men fail as salesmen even thoug! 
they know their lines and work lik: 
fury, simply. because they do no 
know men and how to win the cus 
tomer to themselves as well as t 


| their goods. 





Personality is not entirely gayet) 
boisterousness, ‘“‘hail - fellow - well 


met-ness.”” Such people may becom 
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as big bores as their opposites | 


just 
who take themselves and life too seri- | 


ol sly. 
Back of personality must be a real 


person who as instinctively commands | 


respect as he does a good fellowship 
fecling. 

There is about an equal number 
of salesmen who fail because they 


overdo the jovial side as because they | 


don't get on as attractive human be- 
ings. 

In these days salesmen are under 
fire, and many who do not measure 
up will find a jolt ahead. 

On guard, ye salesmen! 





If I Were a Salesman 


(Continued from page 17) 
ledger, thinks that profit means do- 
ing all of the business in town at a 
loss, keeps his office in his hat and his 
brains in his feet, and has the big 


idea that because he is in business | 


he’s a business man, and is, therefore, | 


entitled to credit. I'd cultivate the 
acquaintance of one good banker in 
each town who knew everybody in the 
town, and then I’d be able to get 
some real facts and honest opinions 
that would make the credit depart- 
ment sit up and take notice. 

If I were a salesman I'd save my 
shekels till I became a_ stockholder 
in the company I represented. Then 
I could say We, Us & Co. Then I'd 
“dividend”’ and 


something of the painful process by 


know what means, 
which a whole lot of business and 
a liberal portion of “grief” is trans- 
formed into a fairly decent dividend. 
I'd think in terms of the whole 
business and pass on the glad tidings 
of a prospective piece of new busi- 
ness in the lines which I didn’t know 
to the salesmen from my own house 
who could land the orders in the “live 
box.” Of course, if I were a stock- 
holder and part owner of the whole 
business, I’d boost for the house every 
chance I got. Id attend the stock- 
holders’ and probably the directors’ 
mcetings, and quietly, unobtrusively, 
and tactfully sell myself te the big 
men I’d meet there. 
lf I were a salesman I'd try to get 
inside viewpoint. I'd try to put 
iiyself in the position of the office 
inager, the fellow with the worried 
‘k and the grouchy disposition, and 
nder how he got that way. 
Very likely I’d discover that not 





PORCELAIN 
RADIO INSULATORS 


Antennae insulator for amateur 
or professional use. Made white 
or brown glaze. 






(Half Actual Size) 
No. 100 “Little Joe”’ 


Especially 
adapted for 


heavy antennae 
work. Made in : 
white or brown 7 <= 
1 (Half Actual Size) 
giaze. No. 200 “Big Joe’’ 


If you have Porcelain troubles, it may be that 
our Service Department can be of assistanceto you 


TRENTON PORCELAIN CO. 


TRENTON, N. J. 














RADIO INSULATORS 


For Prompt Delivery 
To meet the demand for Insulators for Aerials of Radio Installations we 


have designed and now offer our Radio Insulators 
Nos. 0, 1 and 2 shown below. 


NW 
aUauaus 


























Length Diameter Hole 
ES ee a ree ee een ee 214" 15%” 32” 
Ae Aste Set © emer is Y ng “4” 
Peme ee ere eet ee 4\4” 2%” 


Made of pure white vitrified porcelain, brown glazed. 


Our well known Jobbers’ Policy covers the marketing of Radio Insulators 
as well as our other products. 


Illinois Electric Porcelain Co. 


Macomb, Illinois 
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Variable 


Condensers 





Variable condensers to be eff- 
cient must be well made. Loose 
joints or faulty construction soon 
allow the plates to get out of 
alignment and decrease their effi- 


ciency. 


A seasoned organization backed 
by a half million dollar equip- 
ment has placed the United 
Condensers in the front rank 
with radio engineers the country 


over. 


Prices—43 plate $4.50 
OP State 2.02.05 4.30 
| eee. 4.00 


without dial or knob. 


Liberal discounts to jobbers 
and dealers. 


We invite with 
Radio Manufacturers who are inter- 
facilities and 


Radio 


correspondence 


ested in using our 


services for manutacturing 


Equipment. 


United Mfg. & 
Distributing Co. 


536 Lake Shore Drive 
Chicago, IIl. 

















| sword’’—but 


all the troubles of business are con- 
fined to the road. I believe I’d try 
and find out what per cent of the 
office grief and of my own troubles 
on the road is caused by the negli- 
gence, carelessness and indifference 
of myself and other salesmen. I be- 
lieve I’d be as courteous and consid- 
erate in the home office as I'd try to 
be in the office of my customers. 
Then if the “big chief” called me 
in on the carpet some day and said: 
“I’ve been watching you! You are 
made of the right kind of stuff for 
‘department manager,’ and some day 
(who knows ) you may be ‘general 
manager.” I'd surprised, of 
course (who wouldn’t?), but I could 
look back and say: “Oh, boy; it was 
hard going, but it was worth it!” And 
then I’d realize that I was about to 
find out what real responsibility and 
business managership means. 


‘Side Lines”’ 
By James Edward Hungerford 


An order-taker takes what he gets. 
An order-getter gets what he takes. 
Opportunity doesn’t knock for a 


be 





* “knocker.” 


Cigar salesmen know the “ropes.’ 

A rolling stone gathers a gloss. 

He who hesitates is won. 

A “good liver’ seldom has one. 

If you dream, you're an “‘idealist.”’ 
If they come true, you're a “realist.” 
If you realize on them, you're a “‘cap- 
italist.”’ 

A customer’s idea of a good hand- 
shaker—the man behind the grip. 

Salesmen carry different “lines,” 
but all are interested in the same— 
“the dotted.” 

It’s easier to take orders, than to 
get them. 

Failure teaches a man how to suc- 
ceed. 

Things are thoughts, before they 
become things. 

A merchant who employs “The 
Golden Rule” gives good measure. 

“The pen is mightier than the 
sometimes a salesman 
wishes he had a sword. 

The “kick” specialists of the road 
are the shoe salesmen. 

Salesmen are interested in “HOW 
TO SELL—AND WHAT,” but the 
“what” doesn’t interest them nearly 
as much as the “HOW.” 

No star in the firmanent shines 
brighter than a “star” salesman with 
his firm. 

















Radio Supplies 


The following items can be shipped 
immediately from stock 


List Pric« 


36 and 43 Plate Variable Con- 





densers _....... bo cuidalel cai at ae $5.00 each 

23 Plate Variable Condensers........ 4.00 each 
(All complete with Dials) 

he ee 1.00 each 
gg ak ere . 25 each 
Sperbit Crystal Detectors............... 1.50 each 
Sperbit Junior Detectors.................. 1.00 each 
2 Slider Tuning or Loading Coils 3.00 each 
fs in. and % in. Sliders.................... 25 each 
Varnished Tubing. .......... -10 foot 


Insulated Binding Posts, Hex. or 





ee i Rae ERE Ae SES RE eR -10 each 
Brass Phone Posts and Contacts: 
Narco No. 1 Switch Arms, 1% in. .40 each 
Narco No. 2 Switch Arms, 1% in. .40 each 
Narco No. 51 Switch Arms, 1% in. .55 each 
Narco No. 64 Switch Arms, 1% in. .45 each 
Aerial Insulators No. -14 each 
Aerial Insulators No. . 25 each 
Aerial Insulators No. -30 each 
PRG CORGCROCLS mnicsineeiccissecscrnccrsscee -30 each 
Grid Condensers, .00025 and .0005 

ag GENRE RNS See OS eine -25 each 
Grid Leaks, .00025 and .0005 M. F. .40 each 
Mounted Phone Condensers............ -70 each 
Crystal Cups .... pietaartunaets .20 each 
Elwood Head _ Receivers, 2000 

ohms SE SSEIGR CRS EEA 6.00 each 
Elwood Head _ Receivers, 3000 

0 RES EES LOE ED 8 7.00 each 


Send for our new catalog and discounts. 


NORTH AMERICAN 
RADIO CORPORATION 


422 First Ave. Pittsburgh 
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HIGH GRADE 


RADIO 
HEAD SETS 


ARMY AND NAVY TYPE: 











2500 Ohm, per pair. $10.00 
3200 Ohm, per pair. 12.00 
SWEDISH-AMERICAN TYPE: 

2200 Ohm, per pair $ 8.00 


Jacks, Plugs, Microphones, Etc. 
Ask for Trade Prices. 


COMPANY 
CHICAGO, U. S. A. 





























































SUBJECT: 


APEX-ROTAREX 





MONTHLY SALES LETTER 


JULY, 1922 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


THE ROAD TO PROMOTION 


TO ALL JOBBERS’ SALESMEN: 


Joe Stanton is not his name but in every detail this story is based on the actual experience 
of one jobber’s salesman. 
Joe had received a wire from the sales manager ordering him to report at the office at once. 
No reason was given for the summons but Joe was glad to be called in as it would give 
him an opportunity to spend at least one evening with the girl of his heart. 

Arriving at the office he proceeded at once to the office of the Sales Manager, Mr. 


Jackson. 


manager, 


“Good morning, Joe,” was Jackson’s greeting, 


wedding day?” 


Joe was taken aback. 


mance secret. 








New Discounts 


to Dealers on 


RSTAREX 


ELECTRIC CLOTHES 


WASHER 
and 
Home Double Roll 
IRONERS 


The following new discounts apply 
to ROTAREX WASHERS with Gal- 
vanized or Copper Tub and to Gas 


Heated or Electric Heated ROTAREX 
ITRONERS and are allowed on the 
various quantities of either machine 
or on mixed orders for both washers 
and ironers, 


Rete 2 MO Beak cc cee 22% 
ee Mi gereesoeccascdou oS 
oe ere: 
life EERE MPEP Ise re 40 % 


RETAIL PRICES, 
Rotarex Washer 
with Galvanized Tub........ $137.50 
West of Denver $152.50 
Wh Copper Tis << cc sa $152.50 
Vest of Denver $167.50 
Rotarex Ironer 
Gas Heated 
West of Denver $152.50 
Electric Heated 
West of Denver $202.50 








R. J. Strittmatter: K. 


Upon being admitted he found him engaged with Mr. Williams, the general 


as he shook hands, “has ‘she’ fixed the 


He fondly believed he had been successful in keeping his ro- 


He stammered his reply. ‘“N-n-no, she hasn’t. She 
says she won’t marry a traveling man. And I don’t 
blame her at that. I seem to be out of luck; it’s the 
only kind of work I’m good for, I fear.” 

“Not so fast, Joe,” Jackson interrupted. “As a mat- 
ter of fact I think you’re a worse supply salesman than 
you ever were; at least the orders you have been send- 
ing in are fewer and smaller than ever before. In fact, 
Mr. Williams has just ordered me to put a new man on 
your territory.” 

Joe’s face was a picture of gloom as he glanced from 
one sober face to the other. “I’m sorry,” he began. 

“Well, you don’t need to be sorry,” and Jackson smiled 
now as he spoke. “We have decided that we need you 
here in the office at the head of a sales staff of your own. 
You have been selling more suction cleaners, washers 
and electric ironers than any three men we have. I’m 
satisfied that you are quite as well qualified as I am, if 
not better, to build up our business on these specialties.” 

“There's a fine profit in them for us and for the dealer. 
But get our share of this business and build up big vol- 
ume sales. We must stop treating appliances as a side 
line. We must organize a separate sales department 
to push them properly.” 

“You have shown us that you know how to sell them 
and I am confident you can train a special crew of ap- 
pliance salesmen. You are to start at once and are to 
pick your own men. Come, let me show you your new 
desk.” 

You, Mr. Jobber’s Salesman, have ambition. But have 
you a definite AIM? If not, you should find suggestion 
and inspiration in Joe’s experience. 


Helpfully yours, 
THE APEX ELECTRICAL DISTRIBUTING CO., 








Sales Manager. 


maine 
















































































MR. JOBBER 


There is Electric Cleaner business to be had. If you don’t think so, read the following record of 
performance of two Sunshine Jobbers: 
United Vacuum Cleaner Stores, Fresno, Calif., 
857 Sunshine Cleaners, 391 sets attachments. 
Shipped from Feb. 15, 1922 to June 1, 1922. 


H. C. Roberts Electric Supply Co., Philadelphia, 
Pa. 808 Sunshine Cleaners, 238 sets attachments. 
Shipped from Jan. 26, 1922 to June, 1922. 


“A True Fish Story” (from Cosmopolitan’s Better Way, June 10, 1922) points a moral which is well 
worth while: 









“A naturalist,” writes James B. Thorsen in one 
of his clever insurance letters, “once divided an 
aquarium with a clear glass partition. He put 
a lusty bass in one section and minnows in the 
other. 


The bass struck every time a minnow approached 
the glass partition. After three days of fruit- 
less lunging, which netted him only bruises, he 
ceased his efforts and subsisted on“the food that 
was dropped in. 


Then the naturalist removed the glass partition. 
The minnows swam all around the bass, but he 
did not strike at a single ones HE HAD BEEN 
THOROUGHLY SOLD ON THE IDEA THAT 
BUSINESS WAS BAD. 


There’s a moral here if we need it—take another 
shot at the glass partition. MAYBE IT ISN’T 
THERE ANY MORE.” 







dealers started on the Sunshine Electric Cleaner. 
Sunshine Jobbers are making records because Sun- 
shine quality brings repeat orders and substantial 
profits for both jobber and Dealer. 


The “partition” has been removed. Business is to 
be had, everywhere. Don’t wake up after your 








SUNSHINE SALES CO. 
S Electric Clean 


signed to a competing jobber. Open territory is 
410 Seventh St<NewPhiladelphia,0. 
A Product of the Wise-Mc Clung Méy.Co. Its Guarantee of Quality 





limited. Now is the time to get your contractor- 
~ 














Laboratory Model 


Our No. 23 Outfit combining 
Laboratory Model Machine and 
five important Electrodes $25.00 
retail. This outfit, contained in a 
handsome silk lined case with in- 
dividual holders for Electrodes is 
ideal for home and _ professional 
use. It is the Shelton Leader 
backed by Shelton reputation. 


.Our Leader 


» 





VIOLET RAY W@ 
The Acknowledged Standard 


Our original No. 20 Outfit, the standard for 10 
years, is without real competition, if quality 1s con- 
sidered. At the price of $12.50 retail, and with im- 
proved electrical and mechanical features, it has 
caused an upheaval in the Violet Ray world. It is 
the combination of high quality and low price, that 
has made the Shelton Violet Ray line the acknowl- 


edged standard. 


This No. 21 Outfit includes our 
laboratory model of special shape 
and design. It represents the high- 
est development in Violet Ray Ap- 

paratus. New features in con- 

struction, as for instance, no ex- 

posed metal parts, protective boss 
of insulating material at cord-en- 

trance and other perfected details 
too numerous to mention, also 
special tungsten contacts of large 
diameter make this product. still 
more perfect. While this No. 21 
outfit is higher priced, it fully 
gives the value in return. Just 
compare Shelton Violet Ray out- 
fits with others. You can’t help 
but decide just one way. 





Laboratory Model 


Shelton Electric Co. 


New York, N. Y. 


16 E. 42nd St. 
30 E. Randolph St. Chicago, Ill. 

































































Laboratory 
Model 








Both hot and cold air blasts, 
Detachable heating unit. 


Type F. R. Motor 


Hair Dryer 1-25 


Model 4 Mixer 
A handy, sturdy, efficient 
drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 
enamel. 


Dental Engine (with stand) 

Equipped with S. S. White 
flexible shaft, sheath, hand 
piece and slip joint. Six speed 
foot rh stat. Motor has re- 
versing switch and three step 
pulley. Height of stand 48”. 


Dental Engine (with base) 

Same as stand model above 
except for highly polished 
heavily nickeled base. 


a 


Billiard Table Cleaner 


Cleans thoroughly without 
affecting nap of cloth, 


Upholstery Cleaner 


Dumore motor, operat- 
ing on direct or alter- 
nating current. Two 
leather bound China 
bristle brushes. 10 feet 
special vacuum cleaner 
hose. 25 ft. 
cord. 


BD Model 1 B. 
y \%”. 


oe 


lathe motor with rheo- 
stat foot control. 


Model 


portable Capacity 4”. Length 


10”. 


Capacit 
1 ” 


e &' 


Type A. Motor 
1-25 H, P. Smallest 
size for laboratory work. 


Type B same as Type 
A with nickel finish. 


Type C Motor 
Jeweler’s 
size 
Universal type. 


Once Again Sellin3 


Promises Keen Sport! 


TT salesman’s occupation has come back! 
Things used to sell themselves. Quality 
didn’t matter. Price didn’t matter. Any old 
kind of service would do. But now—what a 
change! Widespread economy in buying has 
forced a new factor into the sale of goods. 
Salesmen must now give sound reasons why 
the merchandise they offer should have the 
preference. 


Jobber’s salesmen who carry the dominantly adver- 
tised, quick-selling DUMORE line of electric tools 
and appliances will find sales resistance reduced to 
the minimum. The DUMORE name is an effective 
talking point. DUMORE performance is a constant 
source of satisfaction to user and distributor alike. 
To the former it means efficient power service and 
upkeep economy—to the latter it assures pleased 
customers which insure a permanent growth in tool 
and appliance business. 


Getting your sales manager to stock the DUMORE 
line will result in profitable new business for your- 
self. Remind him that the DUMORE line is com- 
plete. And, as you know, stocking one complete 
line cuts down the investment, speeds up the turn- 
over and increases the percentage of profit. Ask 
him to think it over. 


Wisconsin Electric Company 


1610 Sixteenth St., Racine, Wisconsin. 


Manufacturers of 


DUMORE 


ELECTRICAL TOOLS 
and APPLIANCES 


Model 2 A. D. Drill 

Capacity %”. Stroke 
Drills to cen- 
of 7%”. Ad- 

justable table. 


1 A. D. Drill 


Model 2-B D Drill 
Capacity 44”. Stroke 
3%”. Drills to cen- 
ter of 8” piece. Ad- 
justable table. 
Height 2914”. 


Helical gears. 


D. Drill 
Length 


Ball-bearings. Model 2-B D Drill 


1-16 H. P. Medium ¥% 
laboratory motor. 





Type D Motor 
H. P. Best size 
kinds of dental laboratory 
jeweler’s motor work. 


—igt 


No. 1 J. G. Grinder 
% H. P. motor. 15,000 R, 
P. M. Reach of arm 414”, Ey. 
tension 2”. Complete equip. 


ment. 


No. 2 O. G. Grinder 
1-6 H. P. Motor. 10,000 R, 
P. M. Motor spindle reach 
2%”. Ball bearings. Complete 
equipment. 


a 


No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spin- 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”, Com- 
plete equipment. 


No. 2 B. G. Grinder 
1-6 H. P. Motor. 10,000 R. 
P. M. Reach of arm 10”. 
Complete equipment. 


No. 2 C. G. Grinder 
1-6 H. P. Motor. Motor spin 
dle speed 10,000 R. P. M. At 
tachment spindle speed 50,000 
R. P. M. Complete equipment. 


No. 3 Multi-speed Grinder sd 
¥% H. P. motor. Six interchangeabl | 
dles and seven quick-change pulleys. ost 
speeds 3600 to 50,000 R. P. M. A re 
grinder. 
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JenKins Vernier 
Rheostat 
ad 


Indispensable for adjustment 
on Radio Frequency and 
Detector Tubes. Patent in- 
stant cut-off switch. Write 
for folder. 


Liberal discounts to 
dealers and jobbers. 


e Not 
SEF enkins inc 


59 E.Van Buren St. 
CHICAGO 
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Manufacturers of 


Tube Receiving Sets 
Crystal Detector Sets 
Two Step Amplifier Units 
Transformers 

Rheostats 

V. T. Sockets 

Adapters 


The Precel Audion Control Unit 
(Socket-Rheostat Combination) 
A universal “hit” 





The Precel “Special”? Rheostat 
List $1.00 





The Nationally-Advertised Radio Line 





Liberal Jobbing Discounts 


PRECEL RADIO 
MANUFACTURING 
COMPANY 


Main Offices: 
1051-2-3 Spitzer Building 
TOLEDO, OHIO 








The Reticent Buyer Who Balks | § 
at Questions \€ 
Every salesman knows the impor- | 
‘tance of maneuvering the buyer into | 
a position where he has to do the 
talking. A really skillful salesman 
| directs the conversation by means of 
_well-directed questions, but seldom 
| does much talking himself. 
But there are some buyers who 
| won’t be maneuvered. As a rule the 
| heads of big business enterprises are 
‘of that type. They are adverse to 
| talking, and sit there like a sphinx 
throwing the whole burden of the con- 
versation on you. 





These clams have proved the Water- 


loo for more than one good salesman. 

| They completely wreck your carefully 
laid plans for controlling the inter- 
_view. Yet these reticent buyers, when 

| sold, stay sold longest and represent 

| highly desirable business. 

| Probably few men have had more | 
| experience in selling to captains of | § 


|industry than Isaac Marcosson, a | 
writer for the Saturday Evening Post | ¢ 
|and the American Magazine. Mar- | 3 
| cosson’s job is to sell men who refuse | 
to be interviewed on the idea of giving 


| him the story of how they have accom- 


RADIO 


DIALS 


i! 


3-inch Size Now Ready 
Quick Delivery 


Any Quantity 
Write for Sample and Prices 
Manufadured by 


BARNHART BROTHERS 
& SPINDLER 


Monroe and Throop Streets - CHICAGO 





| plished the impossible. 
One of his largest sales was getting | 
James J. Hill to tell him how he had 
built the Great Northern railway. | 
Hill had for years resisted all efforts 
of newspaper men to interview him. 
| He not only did not like publicity, but 
| was violently opposed to it. 


| son sold him. 


Marcos- 


In speaking of his accomplishment 
at a Sphinx Club dinner in New York, | 
Marcosson said that he had been able 
to get the story by finding out be- | 
forehand what Hill’s biggest problem 
had been, and then going to Hill and 
| talking with him about it. 
| No man is so reticent that he won't 
| talk about the things that lie closest 
| to his heart. Hill wouldn’t talk about | 

things that other people were inter- | 
ested in—what he ate for breakfast, | 
his rules for success, or any such mat- 
|ters—but he talked willingly and | 
| freely about the things that interested 
him. 





The same is true in selling merchan- 
dise as well as ideas—before you 
really try to close a reticent buyer it | 
is a good plan to find out the one | 
| thing above all others that he is inter- 
‘ested in—The Live Wire. 


| 








Receiver and Two Stage 
Amplifier Units at $35 each 
will quickly boost your radio 
sales. 


JOBBERS 


Write for our proposition 
on these and other ATLAS 
radio specialties. 


American Radio 
Sales & Service Co. 


Dickson Building 
Mansfield, Ohio 
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NEWS 





















Tue Tusputar WoveEN Fapric Co., 
manufacturer of ‘“Duraduct” and 
‘“Duracord,” has announced that Gray 


Jones, formerly representing the com- 
pany at Pittsburgh, has moved his 
headquarters to 604 Mercantile Li- 
brary building, Cincinnati. He will 
continue to represent the company in 
southern Ohio, southern Indiana, 
western Pennsylvania, West Virginia 
and Kentucky. Ernest C. Alcott has 
been transferred from Detroit to his 
old stamping ground, New England, 
and will be located in Boston, while 
H. W. Kilkenny will take care of De- 
troit and Michigan from the Cleve- 
land office, in addition to northern 
Ohio, northern Indiana 
New York. 


and western 


THE ENGINEERING sTAFF of the 
National X-Ray Reflector Co., 235 
West Jackson boulevard, Chicago, re- 
cently acquired the services of three 
resident engineers located respectively 
in Philadelphia, Cleveland and St. 
George P, Prichett’s head- 
quarters will be in Philadelphia, while 
Robert P. Burrows will be at the 
Cleveland office. John S. Gulledge, 
the resident engineer of St. 
will assist the southern district man- 


ager, H. O. Bourkard. 


A. Hatt Berry, general 
agent, 73 Murray street, New York 
City, effective 
July 1 a new schedule of prices and 
discounts will prevail on Hartford 
time switches, affording larger differ- 


Louis. 


Louis, 


sales 


has announced that 


hodtcy « i 
a “is 5, 


De 


ts Citra Mo 








entials for both the jobber and dealer. 
These switches, he claims, have been 
standard practice with jobbers, cen- 
tral stations and contractor dealers 
for 25 years. Shipments can be made 
within 24 hours from stock of types 
and capacities that constitute 95 per 
cent of the time switch demand. 


JouHNs-MANVILLE, INc., Madison 
avenue and 41st street, New York 
City, and Johns Pratt Co., Hartford, 
Conn., have mutually decided to man- 
ufacture and market their respective 
products separately. Formerly Johns- 
Manville, Inc., has acted as exclusive 
selling agent for the Johns Pratt Co. 
Both parties feel that they can serve 
the trade more effectively and eco- 
nomically by concentrating on their 
own lines. This agreement became 


effective June 15. 


ANNOUNCEMENT Of a reorganization 
plan which provides for the issuance 
of $3,000,000 preferred stock, $2,- 
500,000 bonds and 80,000 shares of 
common stock has been made by W. 
A. Layman, president of the Wagner 
Electric Manufacturing Co., St. Louis, 
in a letter to the stockholders. Re- 
garding the operations of the current 
year, Mr. Layman made the follow- 
ing statement: “The electrical busi- 
ness of the country as a whole is 
showing a marked revival. Our pro- 
duction operations at the present time 
are on a basis of approximately 50 
per cent of the capacity of our plant 
facilities. Incoming business is at 
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the rate of approximately 70 per cent 
of the capacity of the plant. The 
number of employees of the company 
has increased from 1,219 on Jan. 1, 
1922, to approximately 1,900. There 
is every indication from the steady 
increase of our sales that the opera- 
tions of the year will show a profit 
after payment of interest on bonds, 
dividends on new preferred stock and 
making adequate provision for physi- 
cal depreciation of property. If the 
improvement in business which has 
been experienced since Jan. 1 
tinues throughout the year, within six 
months substantially the entire manu- 
facturing facilities of the company 
will be occupied.” 


con- 


Ovur ATTENTION has been called by 
the Apex Electrical Distributing Co., 
Cleveland, to a mistake that appeared 
in its full-page advertisement pub- 
lished in the June issue of THE Jos- 
In announcing the 
retail 


BER’s SALESMAN. 
increased discounts to 
dealers on “Rotarex”’ electric clothes 
washers and “Rotarex’”’ home double- 
roll ironers, the retail price of the 
“Rotarex” washer, with copper tub, 
east of Denver was erroneously given 
as $157.50 instead of $152.50. 


new 


Tue Feperart Evectric Co., INc., 
8700 South State street, Chicago, man- 
ufacturer of electric signs, appliances 
and fittings, has moved its New York 
office from 651 West 43rd street to 
the Bush building, 130 West 42nd 
street. 


|<) 


ya 





June 17 was a red-letter day for factory and office employes 
of the National X-Ray Reflector Co., Chicago, over 300 of them 
annual outing with their 


taking the day off to attend the 





families. 





They went to Riverside, once famous as the residenc 
of Ring Lardner, and as he might say, all jokeing to 1 side, 2 
good time was had by all. 
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To Further Williamson Plan 
of Jobbing Fixtures 


copper and the several alioys are | 


ERCHANDISING, not selling, 

was the keynote of an eight 
weeks’ course of intensive training 
just completed by a corps of 20 sales- 
men employed by R. Williamson & 
Co., Chicago. These 20 men, by the 
way, are the “business” end of the 
Williamson plan. 


missionary men for the jobbers who 


They are to act as 


are co-operating in the plan, and they 

leave the Williamson “school” not 
only equipped with a lasting knowl- 
edge of fixture merchandising, but 
with a profound appreciation of the 
manufacturing processes involved in 
producing “lighting furniture.” 

It was a part of the training of 
every student-salesman to actually 
work in every department in the fac- 
tory, so as to become familiar with 
each process, and thereby thoroughly 
know his ground and be in position to 
bring knowledge worth while to those 


The 


nature and extent of this training can 


with whom he comes in contact. 


better be realized by following the 
student-salesmen through the factory. 


First comes the foundry, where 


mixed in a crucible furnace. The 
student-salesman has seen the impor- 
tance of clean, live metals, the exact- 


ness of weighing the required propor- | 


tions of each, and the care and 
judgment exercised by the experienced 
smelter in bringing the molten metal 
to just the right temperature for pour- 
ing. 
not attained or if it is exceeded the 
metal will not “run’’; consequently, 
the moulds will not be properly filled, 
and imperfect castings will be the re- 
sult. In the making of the moulds the 


student-salesman has had an oppor- 


If this proper degree of heat is | 


tunity to observe how necessary it is | 


to get the right quality of sands, the 
correct mixing of them, and the care- 
ful making of the moulds, so as to be 
absolutely free from obstructions or 
imperfections, because a little neglect 


in the work at this stage would render | 


worthless all the labor that takes place 
before and after the operation, or else 
result in an imperfect product, which, 
of course, has no place in the William- 
son plan. After the moulds have been 
made, the metal poured into them and 











The activities of the sales force of the Westinghouse Electric & Mfg. Co. are 





directed by a committee composed of the heads of the various departments, and this 
committee holds monthly meetings for discussing business conditions and sales policies. 
the above photograph is the first taken since the supply department was reorgan- 
ized and the new merchandising department was established. Front row, left to right: 
John J. Gibson, assistant to vice-president in charge of merchandising and supply 
departments; G. Brewer Griffin, manager of automotive equipment department; W. S. 
ugg, assistant to vice-president; H. D. Shute, vice-president in charge of sales; 
Hi. H. Sniffin, manager of power department; J. C. McQuiston, manager of publicity 
lepartment. Back row, left to right: Charles Robbins, assistant to vice-president ; 
Roscoe Seybold, secretary of domestic sales committee; J. S. Tritle, manager of 
merchandising department; D. H. Faris, assistant manager of marine department; 
i. J. Pace, manager of supply department; W. K. Dunlap, acting vice-president; J. M. 
Curtin, manager of industrial repartment; M. B. Lambert, manager of railway depart- 
ment; A. A. Brown, manager of syndicate operations. 






‘TRADE oe "MARK. 


“AMERICAN BRaAND® 
WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


“ AMERICAN 
BRAND" 


Weatherproof and 


Bare Copper Wire 
and Cables 














When 


you recom- 
mend and sell 
“American Brand” 


wires and cables _ to 
your customers you not 
only give them the best 
wire in the Universe, 
but save them 


money by selling them 


you 
more 
pound. 
“American 
therefore, 
best 


footage per 


Brand” 
the 
obtainable, 


means 
wire 
quick turnover, more 
business and bigger 
profits for you and 
your house and satis- 
fied customers. 


American Insulated 


Wire & Cable Co. 


CHICAGO 














HAS NO EQUAL 
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Cold Facts 
for Hot 
Weather 
Selling 


I wish every J. S. could get 


* oe # 

Acquainted with STANDARD 
* * ox 

PADS this summer. When the 
* * oK 

Perspiration begins to roll, a 
* * 


Salesman can really appreciate an 


ee << 
Easy selling and steady selling 
Appliance like STANDARDS. I 
Started selling STANDARDS in 
The Summer ‘iat Funny thing 
About STANDARD PADS, too. 
They’re Pas sa + aude that 
Never made cn aren appliance 
Except sieiial ial So believe 
Me they Pa satel how. I'll 

x * ** 
bet every one of the workmen in 
Their sizeable factory over in 


Jersey, uses a STANDARD or 
x * & 


Two in his own home. I some- 


* *% * 
How have a feeling that they take 
* % * 
A real interest down there in 
* oo * 
Turning out a better pad. If 
* * * 
You'll take a tip, you go-getters 
* bo * 
Will lose no time getting in touch 
* oe * 
With the makers of “the Pad De- 
* * * 
Pendable” and learn about their 
* * * 
Proposition. 
* 


Stan Dard, J. S. 


Standard Elect’l 
Appliance Co. 
Beverly, N. J. 








| castings in the unfinished stores de- 
| partment and follow the  student- 
| salesman to the spinning and stamp- 


| 
| 
| 


| is cut from rolls, squared, circled, and 
| then placed on revolving forms, at- 


| requisite tools and skill, after going 
_through numerous operations, finally 
| formed into the desired shape. Sim- 
_ilarly, other items made of sheet brass 


| which produces the same result, but | 


| 
| 


time allowed for cooling, the moulds 
are broken and the castings taken out, 
after which they are chopped or sawed 
off and then tumbled to thoroughly 
clean them before the machining 
process begins. 

In the machine shop the student- 
salesman has had thoroughly im- 
pressed upon him the accuracy that 


is required in the proper alignment of | 


all drilled and punched holes, so that 


_when the assembly is completed the 
| result is mechanically correct. For 
| instance, when the arms are assembled 


| and that the fixture hangs straight | 


to the body that they fit as they should. 





| 


| and not off to one side, as is so often | 


_to utilize this process than the spin- | 
/ning process. The student-salesman | 


the case where the necessary jigs and 
drill fixtures are not employed. The 
quantity production basis on which 
Williamson-made fixtures are produced 


permits of the large expenditure that | 
is required to properly “rig’’ up to do | 


this work accurately and economically. 
We will now leave the machined 





Sidney Beatie. 


ing department, where the sheet brass 


tached to spinning lathes, and with 


are formed by the stamping process, 


at a lower cost, although it requires 
a much greater quantity of an item 








































The Only 365-day 
TIME SWITCH 


HAT the self-starter did 

for the automobile—the 
Barnes Self-Winding T i m « 
Switch will do for everyone who 
needs or uses a time switch. 


Here are the irrefutable sales 
facts that will cause the Barnes 
to dominate the field: 


Electrically Self-winding 

An Accurate Thompson Clock 

Reliable “H & H” Snap Switch 

Operates on Heavy Duty 
Transformer or Dry Cells 


Installed in Waterproof Cast 
Iron Box 

Clock and Trip Can Be in Dii- 
ferent Places 

Long Wipe Contacts 

Ample Reserve Power 


Never Needs Attention or 
Misses an Operation 


Saves Hiring Attendant 
Saves Electricity 


Makes Satisfied Customers Be- 
cause It Gives 100% Satis- 
faction 


On an 18 months’ test, at the Con 
necticut State Agricultural College 
it never missed an operation. 


If you do not carry the Barnes in 
stock write us for prices and full de- 
tails of this Self-Winding Switch on 
which you can make much profit a! 
little trouble. 


Ready for Immediate Delivery. 


J. O. MORRIS CO. 


Suite 1206, 1270 Broadway 
New York City 


BARNES 
Self-Windin 
TIME SWITCH 
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New Electrical Products, Illustrated 









































The Federal “Three-Thirty” time ele- 
ments renewable powder-packed fuse 
plug has just been announced by the 
Federal Electric Co., 8700 South State 
street, Chicago, as its latest develop- 
ment in fuse design. The new fuse 
was built particularly to supply the 
demand for protection of small motors 
against excessive starting current and 
line surges, and eliminating the neces- 
sity of using a plug three or four times 
the rating required to take care of the 
normal running current in order to 
withstand short-duration excess cur- 
rents. There are only three parts, the 
outer casing, the cartridge holder and 
the powder-packed renewable cart- 
ridge, and it can be reloaded in a few 
seconds without the use of tools. The 
plug is built rugged to withstand in- 
numerable short-circuits and overloads 
without injury to the holder itself. 
Likewise, large contact surface and 
substantial metal is provided. The 
same renewable element that is used 
in the regular Federal 3-30-ampere 250- 
volt cartridge fuse is used in the 
“Three-Thirty,” and only elements 
furnished by the manufacturer will fit, 
thus insuring that the fuse cannot be 
accidentally or intentionally overloaded. 








The Magee Furnace Co., Boston, 
Mass., which has been very success- 
ful in producing combination coal, 
gas and electric ranges, has brought 
out a new stove called “ElectriGas,” 
which is a compact and attractive 
combination electric and gas range. 
The electric part consists of an insu- 
lated electric oven or fireless cooker 
of good size and an electric broiler, 
which are controlled by means of a 
special patented switchboard. The gas 
part includes four burners and a sim- 
merer automatically lighted from a 
push button. The range is made in 
both ebony black and pearl gray por- 
celain finishes. It is also made in 
straight electric and straight gas as 
well as in combination. 





\ 1 


+e eee 


me femme | 444 | 





The “Hemco Tach-Lite,” a new shap- 
ed plural plug, is now being offered for 
sale by George Richards & Co., Chicago. 
It is sold in conjunction with the 
“Hemco Twin-Lite” plug. The “Tach- 
Lite” plug embodies a number of ex- 
clusive utility features. Any type of 
shade holder can be attached to it. 
The screw-type shade holder can be 
screwed on to the threaded end of the 
plug, while the clamp type can be 
fastened directly above the threaded end 
of the plug. Like the present “Hemco 
Twin-Lite” plugs the “Hemco Tach- 
Lite” has a number of _ exclusive 
mechanical features. It is molded in one 
piece of condensite. It will not crush, 
and is not affected by moisture or will 
it soften while used with a gas-filled 
lamp. The “Hemco Tach-Lite” is small, 
neat and compact, and it will retain its 
black, glossy finish indefinitely. 








the demand for high- 


To. satisfy 
grade small-size indicating instruments 
the Westinghouse Electric & Manu- 
facturing Co. has developed a new type 


known as “CX” ammeters and volt- 
meters, which are especially suitable 
for use on switchboard panels, for 
radio communication sets and farm 
lighting and other small charging and 
lighting panels as well as for use on 
marine, dental, telephone and telegraph 
panels. They are also furnished for 
use with a magneto to indicate speed 
and with search coils to indicate tem- 
perature. These instruments are cap- 
able of standing vibration such as is 
found on shipboard without imparing 
their accuracy or reliability, a com- 
bination of ruggedness and lightness of 
moving parts being provided in their 
construction. The case is punched 
from sheet metal and is made mois- 
ture-proof. The ammeters are self 
contained for currents up to 39 am- 
peres, but can be used with external 
shunts for higher currents. The volt- 
meters are self contained up to 50 
volts, but can be supplied for higher 
voltage with external resistance. 








A new type of dry battery especially 
designed for continuous and heavy duty 
service is being manufactured by the 
Twin Dry Cell Battery Co., Cleveland. 
One of the features of this cell is that 
the zinc pole is made in two strips 
which are placed on each side of the 
carbon and is serpentined throughout 
the electrolyte, thus exposing its entire 
area to the action of the electrolyte. It 
is claimed that total exhaustion of all 
active materials is made possible by 
this type of construction, giving the cell 
a high degree of efficiency. 
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New Electrical Products, Illustrated 

















A combination metal base, electric 
conduit for high and low-tension cir- 
cuits and a continuous electric outlet 
box has been placed on the market by 


the Dahlstrom Metallic Door Co., 
Jamestown, N. Y., under the trade 


name of ‘“Conduo-Base.” It provides 
two large concealed raceways for wir- 
ing, which are easily accessible by re- 
moving the base front. Any number 
of receptacles and outlets can be placed 
in the base at different points. 








The Cook electric water heater, man- 
ufactured by the Cook Electric Heat- 
ing Co., 717 Frankfort avenue, Cleve- 
land, is a combination of a hot-water 
storage tank with an electric heater 
the fireless cooker principle being ap- 
plied to it. The capacity is 2000 watts 
at 110 volts. After one-half hour of 
heating, the water will stay hot for 24 
hours, due to the insulation of the tank. 
The usual size is 10 gal., although the 
heater can also be supplied in 30 and 
66-gal. sizes. 





The Ingersoll Electrical 
109 W. Austin avenue, Chicago, has de- 
veloped a flexible metallic electric heat- 
ing pad for use especially in connection 
with electrotherapeutic and _ similar 
treatments. 








Manufactur- 


Westinghouse Electric 
ing Co., East Pittsburgh, Pa., has re- 
cently developed an approved line of 
indoor disconnecting switches, known 
as Type “S,” which are of simple, rug- 
ged construction and conform to the 
A. I. E. E. rules in regard to temper- 


ature rise and dielectric test. These 
switches are available in front con- 
nected types as high as 66,000 volts, 
and rear-connected types as high as 
25,000 volts, single throw, and double 
throw. Each blade is provided with a 
latch, so designed that the blade may 
be opened with a single pull on the 
hook stick, and the blade snaps into a 
locked position with a positive snap 
when closing. The same latch serves 
for both single and double throw as it 
will lock the blade in either position. 








EXTRA 
FIXTURE 
NUT 
WITH 
EACH 
SWITCH 





A small, rugged, 6-ampere fixture 
switch with several desirable advan- 
tages has been placed on the market by 
the McGill Manufacturing Co., Valpa- 
raiso, Ind. Through the use of the 
large nut it can be fitted to the knock- 
out of conduit boxes «nd with the small 
extra nut, supplied with each switch, it 
can be installed in ceiling fans, fixtures 
and canopies having a straight edge. 
The manufacturer claims that this will 
take the place of many devices now 
used where individual control is desired. 


Products 











R-300 RADIAL PORTABLE 
ORL STAND 

















One of the many adaptations of the 
“Hole Shooter,” an electric portable 
drill: brought out by the A. H. Petersen 
Manufacturing Co., Milwaukee, a few 
months ago, is shown in the illustration. 
The drill press stand is designed to 
hold the “Hole Shooter” at any vertical 
or horizontal angle. 








The Hush-A-Phone Corp., 41 Union 
square, New York, has brought out a 
device which is an auxiliary to a tele- 
phone, for which it is claimed that all 
sound waves not essential to trans- 
mission are absorbed. It is said that 
the device gives as much privacy to 
one’s conversation as that afforded by 
a booth. The list price is $10. 











Two new types of Matthews “Hold- 
fast” lamp guards have been placed on 
the market by W. N. Matthews & Bro, 
Inc., St. Louis, Mo. They are designed 
to fit the new mill type 25 and 50-watt 
mazda lamps. 
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understands all this, and can intelli- 


cently discuss the subject with anyone | 


interested. 

In the finishing process the metal 
passes through acid and other solu- 
tions that thoroughly cleanse it and 
provide a clean basis for the applica- 
tion of the desired finish. Some of 
these finishes require polishing and 
buffing; others, in addition require 
electroplating, and, finally, all of 


them must be covered with a coat of | 


lacquer to retain the finished surface. | 


The amount of important detail ob- 
served by the student-salesmen act- 
ually participating in this work would 


be too much to set forth in a limited | 


article. However, the importance of 
the finishing is such that no matter 
how well all the work up to that time 
has been done, if the finishing is im- 
perfect the entire article is valueless. 


From the finishing department all | 


parts go to the assembly and wrapping | 


floors. To merely pick up and bring 
together a number of pieces and wrap 
them up is apparently a simple task. 
However, when one realizes, as these 
student-salesmen do, that if one part 
is missing in a package, when the deal- 
er gets the package out on a job, ready 
for assembly and installation that the 
apparently simple error of omission 
becomes a very serious and costly 
proposition it will be readily appre- 
ciated that nothing short of 100 per 
cent perfection can be tolerated. To 
safeguard against this the student- 
salesmen have noted the careful em- 
ployes, the close supervision and the 
adequate inspection which have been 
provided, and will be able to show 
the dealers how their interests in this 
particular are being looked after in 
the Williamson factory. 

This idea of a salesman’s school, as 
well as the Williamson plan itself, was 
conceived by Sidney Beatie, who 
stated to a representative of THE 
JoBBER’s SALESMAN that encouraging 
progress is being made in the con- 
sumation of the Williamson plan of 
merchandising lighting fixtures. 

It will be remembered that this Wil- 
liamson plan is a movement inaugu- 
rated last year to bring together man- 
ufacturers of home-lighting fixtures, 


whose products could be merchandised | 


as one complete line and with one 
sales organization. The first step was 
‘o get together a group of manufac- 
turers, whose resources could be co-or- 
dinated so that each could devote the 


major part of his productive capacity | 




















Show This 


Combination to the 
Housewife! 


—she knows a good thing when she sees 
it! The Redtop Combination Cooker 
toasts and cooks at the same time. 


STOVE—6x8 inches. Made of heavy ma- 
terial, substantially built and nickel plat- 
ed throughout. Reflector pan, Fitzall 
Plug. Retails for $6.25. 


NOVEL COOKER—for frying, boiling, 
steaming, grilling, broiling and stewing. 


Retails for $1.50. 


Send for literature and 
trade prices 


REDTOP ELECTRIC CoO. 


Makers of Redtop Duplex Kitchenette—3 Heat 
Iron—Fitzall Plug—Upright Toaster, etc. 


8 W. 19th Street, New York, N.Y. 




















GUARANTEED 


Not for Merely ONE Year, but 


For the Life of the Clock! 


Which Is Many, Many Years 









The 
Mercury 


Automatic 
Time Switch 


Is the simplest device of its kind 
ever produced, 
A MERCURY CONTACT 
IS THE SECRET 






It eliminates all friction, arcing and corrosion. 

Many strong selling points, and we protect the jobber always. 
Prompt Service—Liberal Discounts. | 
Send for Literature. 


Mercury Time Switch Co. 
31 E. Woodbridge St. 
Detroit, Mich. 


Eastern Representatives 
Manufacturers’ Distributing Co., 291 Broadway, New York City 








“Sell "Em Something More” 
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/A REAL PROFIT GETTER 
AD-A-LITE GO-GET-EM_AD-A-LITE 


The Finest Two Light Device Made 


THE REASON 
Will take Shade Holder, has Spring 


Contact in Base of Socket, will seat 
in deep Sockets, handsome in ap- 


pearance. 





AD-A-LITE 


Made for Service 


LIBERAL DISCOUNTS 


Giving greater prof- 
its to every one. So 
have your house get 
a trial carton. 


M. PROPP COMPANY 


Manufacturers 


524-528 Broadway, New York City 
Chicago Office: 730-738 West 
Monroe St. 
Pittsburgh Office: 614 
Fulton Bldg. 

Frisco Office: For Counter Display 
05 BMilssion St. Ad-A-Lite Sales Booster 











A Way to Summer Sales 


ORTABILITY and adaptability make the 

beautiful Lamp Ette a good Summer seller. 

Simply unscrew the attachment plug from 
the socket and the Lamp Ette may easily and 
quickly be moved from place to place, from house 
to porch and back again. Consisting of a hand- 
some lamp attached to a rich silk brocade braid, at 
the other end of which is an ornamental plaque to 
serve as a counterweight, the Lamp Ette may be 
draped scarf-fashion over most any furniture or 
hung at will on the wall or side of the porch. And 
more, the Lamp Ette is a pleasing and useful ad- 
dition to any room or porch. It fits right in to 
beautify and to serve. 






Patented 
April 18, 1922 
Other 
Patents 
Pending 


Ever so many families with porches will be inter- 
ested in this handy, useful lamp for porch use. 
We have written a letter to reach these Summer buyers and have a 
beautiful folder to go with it. We will be glad to send you a copy of 
this letter with other plans for getting business from dealers this 
Summer. 

The beautiful Lamp Ette retails at $10; West of the Rockies $10.50; in 
Canada $10.75, with liberal discounts to the trade. 


Write for full information 


Colonial Lamp & Fixture Works, lnc. 


5643 Lake Park Ave., Chicago, IIl. 


New York Sales Office: 225 Fifth Ave., Representative; Arthur H. Poynter. 
Canadian Rights controlled exclusively by the 
Crown Electrical Mfg. Co., Ltd., Brantford, Ont. 

















to the manufacture in volume and co; 

sequently at low cost, of that type and 
style of fixture for which his facilitic. 
were best adapted. Thus the William 
son plan, briefly, involves the mani 
facture and sale, under a single trad. 

mark, of a complete line of hom 

lighting “furniture” of sufficient var 

ety in style and price to suit the per 
sonal choice and pocketbook of an 

class of people. 

Having selected the several manu 
facturers, the next step was to formu 
late a sales policy. Distributioy 
through electrical jobbers was decided 
upon, and Mr. Beatie stated that ade 
quate distribution has already been 
secured, large stocks of Williamson 
trade fixtures being carried in over 4() 
jobbing centers. Of course, the pack 
age idea for marketing was adopted 
and numerous co-operative plans car 
ried out to aid distributors and their 
salesmen. 

This corps of 20 trained missionary 
men is the latest step in carrying out 
the work undertaken. These men wil! 
work entirely for the Williamson plan 
jobbers, and a great deal of confidence 
is expressed in the results expected of 
them. 

Incidentally, to better handle the 
business in the East, the New York 
office of R. Williamson & Co. has been 
moved to larger quarters, and is now 
located in the Canadian Pacific build 
ing, 342 Madison avenue, corner 0! 
43rd street. 


Tue Hoosick Fautis Rapio Parts 
Manvuracturine Co., Inc., Hoosick 
Falls, N. Y., is engaged in the pro 
duction of sockets, aerial insulators, 
dials, lever switches and various sizes 
and styles of knobs. 


Tue Winner of the $1,000 prize 
in a midsummer sales contest now 
being conducted by the P. A. Geier 
Co., Cleveland, will be acclaimed 
world’s champion retail vacuum clean 
er salesman, according to Carl M 
Randei, sales manager of the com 
pany. “We expect that the man who 
is awarded this prize will make a re 
cord for retail sales that will eclips: 
any previous performance known t 
the industry,” he declares, “and unti| 
someone can present evidence of 
better performance we will claim th 
title of world’s champion for th 
winning ‘Royal’ salesman. Other elec 
tric cleaner manufacturing organ 
izations who may question our rig!) 
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to this title are hereby challenged to 
ubmit their records to any neutral 
ud competent judge for a decision.” 

The “Royal” sales contest has at- 
tracted wide attention outside the 
clectrical trade as well as within. 
Printer’s Ink magazine recently de- 
voted several pages to a detailed de- 
scription of the plan, saying in 
conclusion: ‘The Geier plan is a star 
example of the way a concern may 
adopt a real incentive to get the prod- 
uct out of the seasonal class. Some- 
body is going to get the business that 
is there this summer, and it is a safe 
bet to believe that the business is 
going to go to the company that goes 
after it with such progressive sales 
methods and ideas.” 

In the “Royal” midsummer contest 
30 cash prizes are offered, ranging 
from the grand prize of $1,000 down 
to $25. Although the latest announce- 
ment has scarcely had time to be de- 
livered and the advertising in the 
trade press has just appeared, entry 
blanks are coming back in large quan- 
tities from retail salesmen and deal- 
ers from all parts of the country afe 
writing in for extra entry blanks, the 
company states. . 


Tue M. & M. Exvecrric Co., 401 
East Gray street, Louisville Ky., is 
preparing to market a motorless sign 
flasher, simple and sturdy in construc- 
tion with a capacity of 3 to 20 am- 
peres. It is an arrangement of circular 
contacts with a revolving brush. Its 
power is obtained from a solenoid and 
the timing control is a ratchet with a 
gravity paw which drives the load 
brush around the circuit contacts at 
intervals of from 4 to 10 sec., as 
may be desired. 


Vincent Gray, formerly secretary 
of the Standard Electric Construction 
Co., New Orleans, has resigned to 
open up a manufacturers’ agency in 
the same city. He will handle the 
products of a number of manufactur- 
ers, particularly those who are inter- 
ested in the New Orleans territory 
and in Mexico, Central and South 
He should be addressed at 


‘36 Camp street. 


\merica. 


Berrs & Berrs Corp., 511 West 
2nd Street, New York City, manu- 
facturer of lighting specialties, has 
ppointed Randolph M. Mann assis- 
nt sales manager. 





Mr. Mann be- | 


an his electrical career with the Gen- | 


ral Electric Co. in 1895, leaving in | 





THAT $50.00 


WIN! FIRST PRIZE 


Your Story About How You 
“Sold ’Em Some More?” 
ANYLITE PLUGS 


Will help you win the 
coveted prize for the 
best “Sell *em Some- 
thing More” story. 


The Anylite Twin is 
for portable use—the 
TP-2 for permanent. 
It is threaded for Uno 
Shade Holder to hold 
lamp and shade in 
correct position. 





Every home needs 
several of each of these plugs. 


Make every appliance easy to use. 


ANYLITE ELECTRIC CO. 


Fort Wayne, Ind. 
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This Carton Makes it Easy to Sell “Repeater 6” Fuses 


Here is an attractive carton that draws the attention of every- 
one entering a dealer's store. Placed in a conspicuous place on 
the counter, cannot fail to produce sales. 

The ‘Repeater 6” fuse plug insures quick turnover for the 
dealer and provides over 40% profit to jobbers. Each carton 
contains instruction cards and other valuable sales aids. 


It isn’t much of a job to get dealers to order a trial carton— 


try it. 
MOSS-SCHURY MFG. CO., Inc. 
444-446 E. Woodbridge Street DETROIT, MICH. 


REPRESENTATIVES: ’ J 
Eastern States—A. Hall Berry, 71 Murray Southwest States—E. F. Reinhardt, 13 S. 
St., New York, N. Y. 4th St., St. Louis, Mo. 
Central States—Moss-Schury Mfg. Co., Western States—Dougall-Moylan Co., 22 
Inc., Detroit, Mich. Battery St., San Francisco, Calif. 
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A Message for 
Star Salesmen 


To sum it all up in fewest 
words— 


Signal 
Electric Products 


are good things for you 
to push because they are 
good things for your cus- 
tomers, to sell—and for 
their customers to buy! 








“SIGNAL” 
Porcelain 
Housed 
Transformer 


The “Signal Line” 
includes: 


Bell-Ringing Transformers 

Bells 

Buzzers 

Radio and Wireless Equip- 
ment 

Medical Batteries, etc. 


Sold through leading job- 
bers; advertised to deal- 
ers in leading publica- 
tions. 


SIGNAL ELECTRIC 
MFG. CO. 


MENOMINEE, MICHIGAN 





















| 














1905 to become manager of the Metro- © 


politan Engineering Co. Later he was 
with the Federal Sign System, and 
then entered the service, being com- 
missioned as a first lieutenant. In 
1919 he became New York manager 
of the Electric Service Supplies Co., 


which position he is leaving for his | 


new connection. 


ANNOUNCEMENT has been made of 
the incorporation on June 1 of the 
Albert Wahle Co., 224 Fifth avenue, 
New York City, by Albert Wahle, 
president; Frederick Schwartz, vice- 
president, and H. M. Schwartz, 
secretary-treasurer. The company was 





| 


organized to design, supervise the pro- | 


duction, and merchandise a complete | 


of residential and commercial 
lighting fixtures. The distribution of 
the line, which will be the product of 
several prominent manufacturers of 
lighting fixtures, will be made, it is 
stated, exclusively through a number 
of reputable electrical supply jobbers 
who will act as distributors. A num- 
ber have already been appointed in 
the East, and the plan is now being 
submitted to a selected list in the 
Middle West and on the Pacific Coast. 
The intention has been declared of 
refusing to sell through other chan- 
nels than its jobber-distributors, and 
a single schedule of discounts cover- 


line 








Thirty-four years experience in making 
small motors is the record of Fred S. 
Hunting, the newly elected president and 
general manager of the Robbins & Meyers 
Co., Springfield, Ohio. He starting with 
the Fort Wayne “Jenny” Electric Light 
Co., in 1888, and rose, step by step, to 
the general managership of the Fort 
Wayne Works of General Electrical Co., 
which position he resigned to take the 
R. & M. helm. 











N 


WHY? 


Because we have a 
complete line of incan- 
descent lamps of all 
types and sizes. 


Nitrogon service means 
that distributors can 
rely absolutely on the 
House and buy by the 
Brand. 


Nitrogon Electric Company 
46-48 Spring Street 
Newark, N. J. 
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Etch Your Own Lamps 





With a Rubber Stamp at 
Minimum Cost 
A Standard Lamp Etching Outfit, in- 


cluding rubber stamp with your own 
name and a half pint can of Reed’s Glass 
Etching Ink, will permanently identify 
10,000 to 12,000 lamps. A convenient and 
economical method of obviating theft 
losses of Electric Lamps. 


Safe to use—no acid effect on hands or 


clothing. 
SOLD BY 


Electrical Jobbers and Dealers 
Distributors of Factory Output 


UNION ELECTRIC COMPANY 
PITTSBURGH, PA. 


Canada: Northern Electric Company 
Made By the Makers of Etch-O-Lite 











The Profit-s, (Prophetess) 


Always be sure to add the “S” 
The first means ee made when you 
sell. 


LE BLOU 
ELECTRIC 





The Prophetess tells you that our Electric Hair 


Waver will be in every home eventually because 
it’s a jewel—like consistency—it has the knack 
of charming and is every woman’s choice. The 
original ard only Hair Waver. Every jobber 


should sell his dealers our wavers. Already 
being sold by the biggest jobbers in the country. 


Dealers repeat every two weeks. Wy not sell 
them? 

Stays sold—needs no servicing. Used in the 
most exclusive homes. Fully guaranteed and 


licensed under Marsh patents. 100% of Chicago 
jobbers stock and distribute our Wavers. Highest 
testimony on their practicability and simplicity in 
using Free show cards and illustrated folders 
with your imprint on request and to all your 
dealers, 

At the new low price are selling tremendously 
big and your early orders will be shipped imme 
diately. 


Send for price list and terms. 


LE BIJOU SPECIALTIES 


188 No. La Salle Street, CHICAGO 





Can be used by anybody, sold by 
everybody. 








ing the entire line will be maintained. 
| avcording to Mr. Wahle, who is a fix- 
lture designer of established reputa- 
‘tion, the line will embody artistic de- 
sign with practicability, and there 
will be styles to suit all needs, from 
those of the palatial home to those of 
the modest cottage, without overbur- 
'dening it with an excessive multiplici- 
ity of styles. 

A factory representative from the 
'Wahle organization will supervise pro- 
duction in the plants of the various 
‘manufacturers who will produce the 
line, and through the merchandising 
plan the company intends to bring to 
the dealer the advantage of combined 
purchasing power and of warehouse 
shipments without delays. Dealers 
‘will be enabled to sell from samples, 
giving them rapid turnover with small 
investment in stocks. At the same 
time, the dealer need not lose indi- 
viduality or exclusiveness in his line 
of fixtures, because the particular 
dealer will be given the right of ex- 
clusive sale in his locality on selected 
designs, the variety of which will per- 
mit this arrangement. 

That the company is starting out 
with a full appreciation of distribu- 
tion problems and conditions is evi- 
denced by the appointment of J. W. 
C. Price, for a number of years man- 
ager of the lighting department of the 
Western Electric Co., New York, as 
its manager. According to a 
statement by the company, his duties 
will include those of keeping the job- 
ber policy intact, to make available 


sales 


to the jobber every available sales 
help, and to instruct, personally, or 
through the company’s representatives, 
every jobber’s salesman in the presen- 
tation of the plan to dealers in a man- 
ner that will assist them in the selling 
of the line on an intelligent and profit- 
able basis. 


Tue Rapro Corp. or America has 
announced the opening of a district 
office of its sales department at 10 
South LaSalle street, Chicago, as well 
as a warehouse at “Unit B,”’ Central 
Manufacturing building, Chicago. 
The new office is to provide a more 
distributors, and 
convenient facilities 


central for 
thus offer them 


for the handling of radio apparatus. 


point 


Tue H. B. SHERMAN MANUFAC- 
TURING Co., Battle Creek, Mich., has 
‘discontinued the Ellington Electric 
Division of the H. B. Sherman Man- 
ufacturing Co., and is making motors 














THE OLD WAY 
Costs 50 to 
75 cts. to install box. 


Slow and Expensive. 


Kruse Switchbox 
Supporting Strips 
and Lath Holders 


If your customers knew 
what K RUSE STRIPS 
can do for them they would 
not only buy them—they 
would feel OBLIGATED to 


you. 


These strips not only im- 
prove the installation but 
they save time and money. 
One trial will convince any 
user, and they always re- 


peat. 


Here are the salient 
points: Made of steel—light, 
safe and strong; easier to 
install; moderate cost; make 
a much neater job; hold 


lath in place. 


Jobbers: Get our proposi- 
tion—it will prove mighty 
interesting. List price only 


10c per set. 


Midwest Metal 


Products Co. 


MUNCIE, IND. 


THE NEW WAY 
Patented 
Fast and Cheap. 


minutes’ time to install box. 


Cost 10c plus 5 
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—the Iron and 
the Heating Pad 


This Makes the McAllister Line 
a 3-Way Profit-Builder for You 


—tThe Little Chef Electric Stove. 
—tThe McAllister Electric Iron. 


—The McAllister Electric Heating 
Pad. 


The McAllister “Quality Trio” of Elec- 
trical Household Devices is presented to 
you strictly on its merits. That means, 
first and foremost, full and uninterrupted 
service to the user; and in addition, they 
are notably lower priced than similar 
first-quality devices of their kind. In 
other words, their’s is not solely a price 
appeal, but price AND QUALITY. Ab- 
solutely. In fact, backed by an iron-clad 
l-year Guarantee! (No other similar ap- 
pliances at this price have such a guar- 
antee.) 


Chef Electric Toaster 
Stove 


The Little 


7% in. long; 64% 
in. wide; 24 in. 
high. Cold-rolled 
steel—2-piece con- 
struction. Nickel 
polished and rust- 
proof. Heating 
element mounted 
on asbestos. 
Weight, com- 
plete, 22 oz. Retail price, 110 and 220 
volts—$2.00. 32 volt—$2.50, including 2- 
piece plug and 6 ft. of gray cord. 


The McAllister Electric Iron 
Standard 6 Ib. 





type. Very 
highly _ polished, 
nickel plated. 


Six feet of heater 
cord, two - piece 
socket plug, and 
detachable plug 
at the iron. 
Large comfort- 
; ; able handle and 
grip. So designed that the point of the 
iron heats much more than the heel. 
Retail price, $5.00 including stand. 


The McAllister Electric Heating 


Pad 





Size, 13x15 in. 
Covered with the 
finest eiderdown. 
Made in three- 
heat and single- 
heat types. Ten- 
foot interwoven 
cord. Heat con- 
trolled by a posi- 
tive double-acting 
thermostat. Pad 
can be bent or 
twisted and in 
fact abused very 
severely without 
short - circuiting 
prices—three-heat pad $8.50, 





it. Retail 
single-heat $6.50. 


Sold only through jobbers and retailers 
—no house-to-house canvassers. Write’ 


for our full proposition, discounts, etc. 





“MCANlister Co 
Clevernnd Stso Est wn 











under its own name, the Ellington 
name and business being retired from 
the field. The “Sherman” line has 
not yet been completed, but the com- 
pany expects to make definite an- 
nouncements in the near future. 


MAaNUuFAcTuRERS who are desirous 
of securing an agent to handle their 
products in Cuba will be interested 
in the announcement of John A. Ben- 
nett, president of the Representaciones 
Extranjeras de Cuba, S. A., Luz 32, 
Havana, who states that his company 
is at present representing a number 
of American manufacturers, selling 
to responsible importers of electrical 
supplies of Cuba on a commission 
basis and taking care of factory inter- 
ests from sales to final settlement of 
accounts. Other lines, such as wire, 
switches, fans, radio outfits, fuses, 
heating appliances, porcelain, tools, 
lamps, motors, storage batteries, flasb- 
lights, etc., will be taken on. The 
company gives as reference the Galia- 
no branch of the National City Bank 
of Havana. 


Tue Teco Rapio Co., P. O. Box 
3362, Boston, Mass., has placed on the 
market a vernier rheostat with which 
it is possible to obtain variations of 
0.001 ampere, it is claimed. The in- 
strument consists of a conventional 
form of rheostat with the addition of 
a finely adjusted vernier attachment. 
It is stated by the manufacturer that 
the elements of the rheostat are so 
built, that, with 1 ampere flowing 
in the circuit, one complete turn of 
the vernier control only changes the 
current 0.1 ampere. 


Tue James E, Gueason Co., is oc- 
cupying the entire first floor of the 
Stevens building, 560-562 West Mon- 
roe street, Chicago, where, with the 
aid of a large warehouse space, the 
company is enabled to carry a large 
stock of the various manufacturers 
whom it represents. This company 
was located at 515 West Jackson 
boulevard until the recent fire de 
stroyed this building. The concern 
was subsequently located temporarily 
at 9 South Clinton street, until it 
moved to its present location. 


Tue F. W. Wakerietp Brass Co., 
manufacturer of “Red Spot’ lighting 
specialties, announces that plans are 
‘now under way for enlarging its fac- 
| tory at Vermilion, Ohio. The com- 
| pany reports that substantial increases 





| 





10 Minutes 
to Repair 
Pitted 
Commutators 


If you are not asking your cus- 
tomers to buy 


EARLY’S 
COMMUTATOR 
CEMENT 


you are denying them the chance 
to make good profits on a com- 
mutator cement that is sold the 
world over. It repairs pitted 
commutators in ten minutes and 
has 1,000 other uses. Our spe- 
cial money back offer will swing 
your trade. Write for details. 


The Edward E. Early Co. 
Canton, Ohio 








BRUNT 
avaiity PORCELAIN 


QUALITY 









Our goods are 
marketed 
through the 
Jobber. 


Drive-lt Knob 


Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 
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De Luxe 


ilectric Lamp Stand 


An innovation § in 
floor and table lamps 
made in many sizes 
and styles. 


A decorative addi- 
tion to the home. 


Lamps _ furnished 
wired ready for use. 


Sold through legiti- 
mate electrical job-. 
ber and dealer chan- 
nels. 


Before placing your 
orders for fall busi- 
ness ask for our 
prices and discounts 
on floor and_ table 
lamps. 








WIRE WORKS 


Chicago, Ill. 


ART 


1652 Ogden Avenue 











Tests, 


Show the Facts = 










DUTT TTT 


UOT TTT 





Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 


usueti 


ancceraguecet 





= 
= 
E 


Electrical Testing 












Laboratories E 

; 80th St. and East End Ave. m= 
= New York City el = 
= = 
2 aa 
alg MITTIN LLL LL 


sin demand for both commercial light- 
ing fixtures and automobile spotlights 
makes necessary the additional manu- 
facturing facilities. 


Tue EconoMy Fuse & Manurac- 
TURING Co., Chicago, has announced 
the appointment of Charles H. 
Bluske as district sales manager, 
with offices at 1304 Maltman avenue, 
Los Angeles. Mr. Bluske was for- 
merly connected with the Pacific 
States Electric Co. at Los Angeles 
and succeeds George L. Davis. The 
Pittsburgh sales office of the Economy 
company has been moved from 2223 
Farmers Bank building to 1006 Peo- 
ples Bank building at Fourth avenue 
and Wood street. 





Tue MANovuracturine and develop- 
| ment facilities of the Colin B. Ken- 
/nedy Co., San Francisco, have been 
| increased by an arrangement recently 
| made with the Wagner Electric Manu- 
| facturing Co., St. Louis. According 
| to an announcement by W. A. Lay- 
man, president of the Wagner com- 
pany and C. B. Kennedy, president 
of the Kennedy company, the Wagner 
company has acquired a substantial 
| interest in the Kennedy company and 
| will turn over its plant No. 2, a six- 








Next to Barney Oldfield, J. L. (Jim) 


seen without a cigar in action. 


states. 








trical jobbing circles. 





Kirkland holds the record for never being 
Inciden- 
tally, after selling “Union” fuses for years, 
he’s now doing the same with “Paranite” 
wires and cables in southern and eastern 
Jim and his brother, Harry of the 
American Wiremold Co., have made the 
name Kirkland a household word in elec- 








Price 


Reduction 


Effective June 1st, 
1922 





S CREASED pro- 


duction due to ex- 
panding business on 
Federal-National Multi- 
phase time limit powder 
packed renewable fuses 
has made it possible for 
us to offer you a further 
saving—this time in first 
cost—by reducing list 


prices June |, 1922. 


Ask us for full details 
NOW 


FEDERAL ELECTRIC Co. 


8700 South State Street 
CHICAGO 


91 New Montgomery St., San Francisco, Calii. 
130 West 42nd Street - New York City 
BRANCHES IN ALL LARGE CITIES 
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listen men! 


you can sell Little Bill 
Transformers to your partic- 
ular customers because Little 
Bill was made for particular 
people and is the QUAL- 
ITY Transformer. 
Capacity—over 23 watts. 


6-9-15 volts. 
List price $2.00. 





Write for discounts. 


SPERRY & BITTNER 


422 First Ave. Pittsburgh, Pa. 



































“CENTRAL” 


Rigid Steel 
CONDUITS 


We have what every Jobber 
wants—a first-class product; 
large stocks for quick deliv- 
eries and a policy that makes 
friends and builds business. 


“Central White” Conduit 
may be bent like a piece of 
soft annealed wire. The 
pipe and finish remain un- 
impaired—features exclu- 
sively “Central.” 


“Central White’—galvanized 
“Central Black’’ — enameled 


Central Tube Co. 


PITTSBURGH, PA. 














story building, furnishing about 60,- 
000 square feet of manufacturing 
| space, equipped with machinery which 
has been adapted to the manufacture 








of Kennedy radio apparatus. The in- 
creased manufacturing facilities, to- 


Louis, will greatly increase the ability 
of the Kennedy company to take care 
of its increasing business. Both par- 
ties to this; combination have built | 
/up substantial reputations for quality 
| appliances, and the engineering per- 
isonnel includes radio men of national 
reputation. Mr. Colin B. Kennedy is 
‘old in wireless experience. He be-| 
gan his work in wire telegraphy and | 
in 1910 was given charge of the Cana- 
dian government radio stations in the | 
|Pacific Coast division. In 1918 he) 
|joined the engineering staff of the | 
Federal Telegraph Co., and in 1919) 
‘he organized the Colin B. Kennedy | 
Co. The engineering development and | 
technical control of the manufacturing | 
‘organization is under the direction of | 
| Dr. Leonard F. Fuller, who has} 
‘worked on wireless problems for the | 
‘last 10 years. As chief electrical en- | 
| gineer of the Federal Telegraph Co., | 
\he designed and installed some of the | 
largest wireless stations in the world. | 
/The Kennedy company will continue | 
‘to operate its San Francisco plant at | 
| full capacity, the output being used to | 
‘meet the requirements of the western 
‘trade, and thus supplement produc- 
tion at St. Louis. 











| AccorpiNnG to the Trico Fuse Man- 
ufacturing Co., Milwaukee, sales of 
\“Trico” powder-packed — time-limit 
|fuses have been increasing rapidly 
‘during the past few months. The 
company has. just issued a broadside 
which it is mailing to the trade. 





| Tue Buiackpurn Speciatty Co., 


manufacturer of ground clamps, has 
moved from 3403 Perkins avenue to 
1965 East 66th street, Cleveland. 
The company has announced a con- 
siderable price reduction, and _ lists 
will be furnished upon request. 





| Tue Unitrep INcanpescent LAMP 
'Corpr. oF Ixtuinois, 119 North Wells 
street, Chicago, was recently organ- 
\ized to engage in the manufacture of 
| incandescent lamps of all styles. 


| THe Witmineton’ ELeEctTrRICAL 
\Specrarty Co., manufacturer and 
distributor of radio apparatus, has 
‘moved from 705 Adams street to 912 
| Orange street, Wilmington, Del. The 





gether with the central location of St. | 


M. R. MALTZ SAYS: 


WELL BOUGHT IS HALF SOLD 





These fixed condensers consist o} 
alternate layers of tinfoil and a cer 
tain dielectric material. The eyele: 
connection, which was originated bh, 
us, makes it look neat and durable. — 


Why not write to us? 


MALTZ ELECTRIC CO. 


158 Belmont Ave. 
Newark, N. J. 











GANAERITE 


Detector Crystals 


Twenty years of practical mineralogy 
gave us the material to produce th« 
highest quality crystal. 

We are now undertaking the largest 
single order for mounted crystals in 
the market. 

We individually test and guarantee to 
replace or refund on any unsatisfac- 
tory Ganaerite crystal. 


The Harris Laboratory 


26 Cortlandt Street, New York City 











A GOOD 
BUY 


A majority of the job- 
bers’ salesmen of this 
country consider The 
JOBBER’s SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, inter- 
esting sales helps for one 
little iron man! Subscribe 
today and recommend 
THE JOBBER’s SALESMAN 


to your friends. 
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RADIO 
TELEPHONE COMPANY 


Manufacturers 


oo0 
The Latest in Radio 


ELECTRA VOICE 


LOUD SPEAKER 
Can operate any number of horns 


oo00 
160 N. Wells Street 
CHICAGO, ILL. 











CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minnesota 











BE A BOOSTER 





| Tell Your Friends 
About 


THE JOBBER’S SALESMAN 





NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service A! 
BUTT TREATING [i 
ANY SPECIFICATION 


Let Us Show You How 
To CashInOn BELL Poles 


SEND won nee, LET CONTAINING- 
Sa AS, 


\ \\ ——— 


\\ 
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—~ —— 


=| 


SS 


i BELLL ABER (0. 
MINNEAPOLIS, MINN.-°"* 


\\ 


Wi 


— 







| street, Newark, N. J., 








| occupied by the 
| formerly at 


: { 
company has issued a catalogue show- | FSSS000000000000000500088 


ing its line of detector and amplifier | 


panels, regenerative receivers, stor- 


age batteries and amplifying trans- 
formers. 


THe ANDERSON-DuRAND- Rapi0o 


Corp. has been organized and incor- | 


porated at Rochester, N. Y., for manu- 
facturing radio receiving sets 
novelties. The incorporators are 
Mortimer H. Anderson, Samuel E. 
Durand, and John F. Durand, 


the capital stock is $100,000. 


and 


THE NEXT TIME you meet H. E. 
Hartman, of the Indiana Steel & Wire 
Co., you can get a good story and a 
lot of laughs if you will ask him about 
a chicken-eating contest he judged in 


Muncie, Ind., not long ago. 


THe Dover MANUFACTURING Co., 
Dover, Ohio, has appointed the Stand- 
ard Electric Sales Co., 105 West 


| Monroe street, Chicago, central west- 


ern distributor for its electric irons 


and appliances. 


Two circutars describing the con- 
features of ‘Automatic’”’ 
have 


struction 


radio head sets recently been 


and | 


issued by the Automatic Electric Co., | 


Chicago, for distribution to the trade. | 


CRYSTAL ROUGHED and clear line 
electric shades are illustrated and de- 
scribed in catalog No. 366, recently 
issued by the Ivanhoe-Regent Works 


of General Electric Co., Cleveland. 


A NEw OFFICE and warehouse build- | 
ing and a new power plant are being 
added to the factory of the Belknap | 


Hardware 
Louisville, Ky. 


ONE oF THE latest applications of 


| radium is for the illumination of house 


numbers, the Luminite Corp., 24 Scott 


out a line of them. 


A NEW LINE of boudoir lamps is 
illustrated and described in a bulletin 
recently issued by the Wheeling Art 
Manufacturing Co., 161 19th street, 
Wheeling, W. Va. 


Sperry & Bittner, INc., 422 First 
avenue, Pittsburgh, has been appoint- 
ed sales agent for the Federal Porce- 
lain Co., in the Pittsburgh territory. 


A NEW Factory at 1310 Front 
street, Toledo, Ohio, has just been 
Electric Glass Co., 
505 St. Clair avenue. 





having brought 


& Manufacturing Co., | 








YAGER’S 


Soldering Flux 


Standard for 
nearly halfa 
century. Keeps 
diy and granular 
in new style con- 
tainer. Non-cor- 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
COMPANY 
EUDSON, N. Y 

















Cem 


> 
TRADE MARK LON 





PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 











POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 

















Every Business 


of consequence oan to have proper card 
REPRESENTATION. 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largestcard users—suPeriority 
of engraving and the 

convenience of the book 







form style ex- 
Plains why. 


Send for tab 

‘imens, 
detach them 
e by one 
and _ observe 
their sharp 
edges and gen 


eral excellence. 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


tis resekee Gan isan. CHICAGO 
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Creating More Buyers 
for Your Products 


HE possibilities for increasing the earnings of 

any business through economies and efficiencies 
in operation have well defined limits, but the possibili- 
ties for increasing earnings through the development 
of market are well nigh unlimited. 


The chief function of The Society for Electrical De- 
velopment is to develop market for electric service, 
appliances and supplies. 


This work is being accomplished by teaching the 
public to “Do It Electrically” and is made more inten- 
sive and effective as additional support (through more 
members) comes to the Society. 


68 electrical supply jobbers are now members of the 
S. E. D. and are thereby aiding in the good work. 


Are you one of the sixty-eight? 


If you’re not—if you’re one of the “others” who are 
not helping in this market development work a letter 
to Staff Headquarters of the Society will bring you full 
and interesting particulars. 


Then it will be up to you to decide whether you'll 
remain on the outside and benefit SOME or come in 
and benefit MUCH. 


Write that letter to 


THE SOCIETY FOR ELECTRICAL DEVELOPMENT, Inc. 
Staff Headquarters: 522 FIFTH AVE., NEW YORK, N. Y. 




















Souvenir Lamps? 


Every Electric Lamp removed from 
the sockets in your buildings is taken 
at your request. 





You do not even suggest to the souvenir- 
hound that they are your lamps. 


That isn’t the worst of it— 


If you can take a lamp from the corridors, wash rooms or 
stairways—so can the lamp collector. 





Shurlok Sockets lock the lamps with a master key. You 
control the key and like your vault key, it protects your 
property. 


No mystery about it. Men are naturally honest and have 
an instinctive respect for another’s property. 


A few Shurlek Sockets—where the lamps are in easy reach 
will do the trick. 


Shurlek, Sockets arouse the instinct of honesty and prevent 
the taking of lamps from your buildings—at your request. 


If you’ve never seen 


a Shurllk Socket — 


write us today. 


Pass & SEYMOUR, INC. 
SOLVAY, N. Y. 


STANDARD 8 ELECTRIC 
WIRING DEVICES 


PHILADELPHIA SAN FRANCISCO The Socket that Locks 


— a “‘Close-up” 


























A* occasional cleaning and oiling is about all of the attention 
required by the motors in plants which are R & M equipped. 
Their liberally proportioned, dust-proof, accurately fitted bearings, 
sturdy frames and low temperature ratings keep them on the job 


year after year, in times of forced production and heavy over- 
loads as well as under normal operating conditions. 


Whatever the emergency may be, the factory engineer and plant 
electrician know their R & M motors will meet the demand. 
That is why those who have had experience with these motors 
speak for R & M when new motors are needed. 


Distributors and dealers find this attitude of the factory men a big 
help when selling R & M motors to industrial users. They re- 
peat close to 100%. 


THE ROBBINS & MYERS COMPANY , 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 











Robbins & Myers Motors 











